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And they used to 

do it with shovels/ 



Prices 

2-TON . . . $1850 

Peoria, lltinoU 

THIRTY . $3000 

P atria of San Leamiro 

SIXTY . . . $5000 

Peuria at San Leant/ro 



Better - Quicker 
Cheaper 



NOW the "Caterpillar" and back-filler do it 
better, quicker, cheaper. 

"Caterpillar" track-type tra&ors make amazing 
savings where chores are hard and loads heavy. 

What is being done around YOUR plant with 
shovels, or horses, or light equipment that can 
be done better with "Caterpillars"? 

There's a "Caterpillar" dealer near you. 
Caterpillar Tractor Co. 

Executive Offices: San Leandro, California, V. S. A, 
Sale j Ojjii e.r ami Factories: 
PcurLi, Illinois San Lean dm, California 

Distributing \\'archt>u*e: Albany, N. Y. 
Hew York Office: 5 0 Church Street 
Saccejttar to 

npQ r T C. L. Bert The Holt Manufac- T_Jf>T HP 
DE*& -L TractorCo. turinu Company 1 1 VyLv 1 



You can obtain from Truscon every 
steel product for any type of building 





for Residences 



W 

V V het 



hether you are 
building for yourself or for 
the public, our 24 years of ex- 
perience with every conceiv- 
able building problem, our 
trained engineers, our com- 
pleteline of building produces, 
our enormous resources and 
manufacturing facilities make 
it possible for us to give you 
the highest quality of service. 

THE COMPLETE LINE INCLUDES: 



r Schools and 
Publt&Siiil dings 




for Mores 

and Offices 



foixPnblic Utilities 



Reinforced Concrete 
Sieel Joist* 
Metal Lath 
Steel Window* 
Steel Door* 
Sieeldeck Roofs 
Sieel Fubric 



Steel Poles 
Pole Line Hardware 
Pressed Sieel Pans 
Foundry Flasks 
Waterproofing* 
Floor Hardeners 
Technical Paints 





for IfoWts 

andjpartments 

nil 




Series "A" 
Pitched Roof Types 



TYPE 1 and l-S 



TYPE 2 



TYPE 3 

G fet 



TYPE 3-M 




ifor Industrial Building 



or a Complete Building 
when you want it/ 

To meet a definite plan for immediate expansion or for use at a 
later date, Truscon in conjunction with architects and contrac- 
tors, offers you a Complete Building Service which practically 
relieves you of all details, delays and uncertainties. Full choice 
of types and sizes if you want a complete non-combustible 
building quickly and economically. Individually designed 
Steeldeck Roofs, insulated to any degree and waterproofed, a 
distinct Truscon feature for either flat or pitched roof types. 

Write us for suggestions and preliminary layouts- 
It involves no obligation. Catalog on request. 

TRUSCON STEEL COMPANY, YOUNGSTOWN, OHIO 



Series "B" 
Flat Roof Types 



TYPE I 



TYPE 2 



1YPE 3 



ESTABLISHED ISO 3 



TYPE 3-M 
1^1 



TVTE 4 



Warehouses and Offices in all Principal Cities 



SAWTOOTH TYPE 




TY PE 3 (with lantern) 



TYPE l 
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The Power of the Mighty Ohio River 
Now Being Added to the Resources of 

, LOUISVILLE 

Thremier Industrial Location qfcfanerka 

STANDING at nearly the center of population of the United State* and the gateway 
to the amplified purchasing power of the South, LOUISVILLE has made remarkable prom 
the last six yeart. Since 1010, no less than 171 enterprises joined the prosperous industries of this" i 



ess in 
famous 



C 2 



sft q j' ■"--*,"""* »/* j»Kvj uie prosperous inJustnes of this famous 

'J Kentucky city-now possessing 812 diversified factories producing 550 million dolhrs of goods annually Since toao the 
population grew 3 T per cent— to a present total of 315.000, ninety-seven per cent American born-the great majority living in 
their own homes. Climate and natural resources have been generous to this solidly-huilc metropolis of the beautiful State 
of Kentucky, but its keen minded, progressive business men are responsible for its prosperity. 

Great New Hydro -Electric Plant 

JVom> Under Construction 



Unusually 
Low Rates for 
Hydro Power 

The characteristics of the Ohio 
Falls power development are such 
that its output of energy must be 
utilued for industrial power, and 
to make possible exceedingly low 
rates to certain kinds of indus- 
tries in which power is a domi- 
nant necessity. 



The tremendous power of the mighty Ohio 
River will soon be put to work for the benefit of 
Louisville's present and future industries. One 
of the Nation's large hydro-electric plants is now 
more than half completed — a conspicuous example 
of cooperation between the Government and com- 
mercially directed industry. 

Here the Government is building a huge dam 



!f 'S? °£, tne nine ' faot channel development of 
the Ohio River, and the Louisville Gas 6? Electric 
Company is finishing a 131,000 horsepower power 
station at the city's door. 

Approximately 10 million dollars will represent 
0* investment in this project, which will have a 
decisive effect in the advancement of inland navi- 
gation through the Ohio and Mississippi Rivers to 
the Gulf of Mexico. 



Near Center of 



ation 



joined with low-priced hydro-electricity, natural 
gas and coal, make it emphatically "the premier 
industrial location of America," 



Louisville's location near the center of popula- 
tion, its waterway, railroad and terminal trans- 
portation facilities, wealth of nearby raw materials, 
available factory sites, splendid banking facilities. 

This foundation. U'hich for to yean has assisted in the i>%duxtrial fcrowth af 
Lmtt-nille, H tli ulad to tend you a new illustrated Jv...).;j. :, and complete 
information on specified subjects. AU inquiries treated icifh strict confidence. 

LOUISVILLE INDUSTRIAL FOUNDATION 

INCOWOttATKO 



950 COLUMBIA BUILDING 



LOUISVILLE, KY. 
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NATION'S BUSINESS 



Recently, a New York Executive 
had his salary DOUBLED because he 
adopted a cost^cutting plan suggest^ 
ed by the Addressograph Man^- 




FREE trial Reveals 

Advantages You Want 



FREE trial 



150,000 

Used For: 

Ineftiiiif Siles 
-ATI Office Forms 
-ShippJii Tip. flit. 
Speeding Collect si 
Piy and Divide™ if 
Fwrat 
-Hoflllflf Schedules 
All Addrntlit 
Iddtifititim Tiii 




S 1 -S.A. 



Prints Thru A Ribbon/ 

H'JlOk Writ, tun tr, Ar,Mk^n,,., u ,. /*. 




MAIL 

Willi your 
Letterhead 
To 

Addressograph Co, 
%9 W. Van Buren St. 
Chicago. III. 

r-] Send Systems Service 
Reports and Sales In- 
creasing Experience Hull. linn. 

(—1 Send Latest 3-Color Catalog and 
UJ Price List. 

y T-\ Send Express Prepaid FREE Trial Hand 
♦* 'Machine. Will return Freight COLLLCT 

unless wo buy. 113-3-27 



*» writm 0 to ADnRjawnauj-H C«». pita,, mention Nation'* limine,, 
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To Manufacturers of Quality Products 

Why you take the straight road 

To every business two roads are open. One is the road of 
high standards and fair prices. The other is the road of 
cut prices, over-statement and quality compromises. The 
second road may be exciting, but it is treacherous. The 
first road is straight and true. 

Customers who prefer to travel straight, on solid ground, 
have helped you reach your present position. They have 
helped us build the world's outstanding lubrication business. 




Important 
facts about 
lubrication 



POWER losses through frictional 
loads in plants generating their own 
power are estimated to average more 
than 20%. 

This loss is expensive. 

Over half the losses can often be pre- 
vented by correct oils, correctly applied. 
Correct lubrication is one sure way to 
reduce wear and tear, and to save power 
losses. 



There is no complete text-book on 
lubrication, but the knowledge and 
experience of the leading specialists 
on the subject are at every plant's 
disposal. 

The Vacuum Oil Company's standing 
as leading lubrication specialists is 
recognized the world over. 

We are pointing the way to power 
economies and operating economies 



in many different kinds of plants. 

As correct lubrication is a contin- 
uous economy, we keep in regular touch 
with the plant personnel and cooperate 
with them to maintain standards and 
results. 

Our services and oils, which are used 
by manufacturers of quality products 
all over the world, can be made effective 

in your plant. 



Vacuum Oil Company 



Headquarters: 61 BROADWAY, NEW YORK 
Branches and distributing warehouses throughout the country 



Whrn writing to Vactjdm On. Cohpinv pirate mmtion Nation' t Buuinttt 



Lubricating Oils 

for Plant Lubrication 
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JUR COMMENT on the activity of the 
Department of Agriculture in apply- 
ing the higher mathematics to the future 
of hoc prices— Imgarithms (he New York 
Timi's called it— broueht forth much .-oiu- 
mcnt, some flippant, some friendly, and 
some in denunciation of US for making light 
of serious things. 

One letter accused us of singling out the 
Department of Agriculture for ridicule. To 
this charge we take exception. 

All departments look alike to us. When 
thev engage efficiently in work that seems 
to us within their proper powers, we like 
them. When they undertake things that 
seem improper as functions of government 
we shall go on calling attention to them 
whether the offender be the Treasury, 
Agriculture or Commerce. 

Just the other day our attention was 
called to a publication issuing from the 
Department of Commerce dealing with 
frogs. We started to read and learn, if 
possible, why the Government of the 
United States should undertake to educate 
its public as lo frogs. 

We read the introduction with its literary 
reference to Owen Wister's "Virginian and 
the frawg business;" we assimilated the 
figures in frog production; we learned how 
to catch frogs both by hand and by ma- 
chine methods; we classified frogs into 
commercial, possibly marketable, and un- 
desirable. 

All was well. Then we came to the 
chapter on mating frogs, and we hesitated. 
All we knew of the love affairs of frogs was 
written by Mother Goose (if it were she I 
who wrote 

"The Frog be would a wooing go 
Whether his mother would let him or no." 

But we read on. We learned that the 
gentleman frog sings or rather croaks 
when in love. We learned, too, that he 
does not hesitate to die in battle in an 
effort to win bis lady. 

We started to quote from the pamphlet 
but hesitateil when we recalled the fate 
that befell the producers of certain plays 
produced on Broadway. And having hesi- 
tated, we were lost. We felt that Nation's 
Business was no place for sex. 

Then we calmed our nerves by re-reading 
'The Principles of Window Curtaining" is- 
sued by the Department of Agriculture. 

OAHADOXES in a month's news: Brit- 
I ish suffragist asks who looks at ankles 
today . - • and Gotham Hosiery Company 
declares initial dividend. Philadelphia 
women protest annual Atlantic City beauty 
pageant . . - and output of cosmetics last 
vrar valued at $1-11 .-tSS.OOO. Dr. Reisner 
jiflieves Cheops hid mummy of mother . . 
and Travellers' Aid Society tells why grand- 
mothers leave home. Premier Bruce of 
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THE BAN K OF 
CALI FORNIA, N.A. 



^4 Jfational Bank 



SAN FRAN CISCO *CALI FORNIA 

founded 1864 




CAPITAL $8,500,000 
SURPLUS & UNDIVIDED 
PROFITS EXCEED $ 8,500,000 
TOTAL $ 17,000,000 

With a background of over sixty years' participa- 
tion in the development of the West, this Bank, at 
each of its offices, provides complete commercial 
banking facilities for individuals, firms, corporations, 
banks and bankers interested in local or nation-wide 
enterprises. 

FOREIGN TRADE Long 'Standing, intimate rek' 
tions with leading commercial banks in principal 
foreign trade centers enable this Bank, at each ot its 
offices, to handle all banking requirements arising in 
export and import business. 

TRUST SERVICE This Bank, at each of its offices, 
is authorized to act in every fiduciary capacity per 
mitted an incorporated trustee under Federal laws, 
and the laws of the respective States. 
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OWNED AND OPERATED BY THIS BANK SINCE 1905 

PORTLAND Oregon Established 1883 
TACOMA Washington " 1889 
SEATTLE Washington " 19 Ol 



Lay, 

Australia says trade ties unite world . . . 
and new French tariff hits America. 

Otto Kahn urges students to go into 
hanking . . . and tale of fabulous riches in 
Colombia nets promoters a million, Post 
Office inspectors? say. Prussia moves to 
curb nudity on stage . . . and world textile 
survey needed, Pacific Mills export manager 
thinks. American motor cars stop better 
than German, Berlin editor says . . . and 
2:5,000 auto crashes in U. S. last year. Dis- 
trict Attorney Banton proposes padlock 
to regulate theaters . . . and vaudeville 
celebrates its hundredth birthday. 

Edward Payson Weston, famous hiker, 
happy on his SSth birthday . . . and Eng- 
lish racing ear makes record of 203 miles 
an hour on Florida sands. Bar associations 
demand lawyers of high quality . . . and 
Clarence Darrow belittles intelligence of 
juries. "Babe" Ruth talks Yankee owners 
into 3-year $210,000 contract . . . anil 
A. T. & T.'s talk revenue lor 1020 is $180,- 
458,912. Disease increased with luxuries, 
examinations of 30,000 mummies show . . . 
and 25,000 persons dash madly for new 
diamond mines in South Africa. 

Detroit tradesmen boycott Ford for 
operating retail meat and grocery stores 
. . . and Edna Ferber, novelist, sees food 
prohibition next. A California town boasts 
of a "horseless" population . . . and Horse 
Association figures prove advantages of 
horses in city hauling. Cows along English 
coast are frightened by fog-horns to detri- 
ment of milk . . . and Missouri farmer in- 
stalls radio loud speaker to charm cows into 
increased production. Ohio blue law en- 
forcement will get no support from Federal 
Council of Churches . . . and South Caro- 
lina judge sentences dealer for selling 
cigarettes on Sunday. 

France adopts sex-equality . . . and 
Mussolini says women are inferior, Persia 
will spend more than $1,000,000 on high- 
ways during coming year . . . and a load 
of 2ti<> bags of wheat was hauled to market 
by 22 oxen in Australia. Petroleum income 
in Mexico fails . . . and Oil fields in 
Venezuela attract her farm workers. Ber- 
lin waiters demand tip increase . . . and 
German barber cuts rates to unemployed. 
Intelligentsia assert that art "addles" the 
business man . . . and Baltimore merchant 
pays $250,000 for rare Raphael. 

WE HAVE mentioned, from time to 
time, the fight among food groups for 
a place in the nation's stomach— green and 
ripe olives, saner kraut, cheese, white bread, 
oranges, bananas, prunes, fish, whale, shark, 
and rabbit-meat, and so on. 

Now comes former Secretary of Agricul- 
ture Meredith, urging organization of the 
egg industry to promote more egg-eating. 
He tells us that dietitians say each person 
should eat. a minimum of 1*4 eggs a day 
and that the nation is. falling short of this 
mark by three billion dozen eggs every' 
year. 

Come on in— the more the merrier! 



IN THE April numlwr we mentioned a 
number of cities which have undertaken 
campaigns of community advertising. We 
made no attempt to list all oT them. In 
fact, we said, "Here are some examples of 
the activities of various communities." 
But our good readers would not have it 
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Efficiency Standards 

demand Industrial Slidetite / 

The statement of the Rock Island Lines quoted below is typical of the experience of 
thousands of industries where R-W Doorway Equipment is giving constant service. 

The Engineer of Buildings of the Rock Island Lines, Chicago, says: 



"Doors on railroad buildings must stand se- 
vere weather conditions and unusually hard 
service. Yet they must operate smoothly, open 
completely to clear moving locomotives or cars, 
and not sag or stick. Minutes count in railroad 
operation ; and a few minutes lost by a stuck 
roundhouse door are not easy to make up. 

"■When we recently doubled the capacity of 
our Burr Oak roundhouse, Richards 'Wilcox 
hangers and ball bearing trolleys were installed 
on the 20 new door openings. This round- 
house has 40 stalls for freight and suburban 
passenger locomotives; and as the locomotives 
are constantly coming and going the 13x17 ft., 
4-fold doors are opened and closed many times 
during the 24-hour day. Although the doors 
weigh about 1700 lbs. apiece, they are easily 
operated by one man. 



"R-\V equipment was specified for this 
roundhouse because of the performance of 
R-W equipment in roundhouses, storehouses, 
and shops throughout the Rock Island system. 
The first R-W Slidetite equipment was in- 
stalled on the doors of our Chicago coach 
shops in 1919, and it and some 200 other sets 
are still in daily use. 

"Eight years' experience has proved that 
R-W equipped doors operate smoothly and 
easily, stay where they are put, do not sag or 
stick, and seldom get out of order. The ordi- 
nary double door has too much weight on the 
hinges and no support from above, so that it 
quickly sags and warps. 

"The first R-W equipment installed by us 
is still in use, and repairs and maintenance 
have been very light." 



There's not an industrial doorway problem, large or small, that R-W Doorway 
Equipment will not solve. R-W Doorway Engineers will help solve your problems. 

Write the nearest service branch 

f^chards-Wilcox'j^ (o. 



New Yotfc ■ • • AURORA, ILLINOIS, U.S.A. . . . Chkl 

Boaton Philadelphia Cleveland Cincinnati Indianioolta <ii I w _ — „, ' 
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Montreal RICHARDS -WILCOX CANADIAN CO.. LTD.. LONDON. OVT. 
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An Industrial Plant 

at Norfolk cuts down 

distribution costs 



EIGHT great railways reaching out to 
every market in the country— express 
steamship service at freight rates — fre- 
quent sailings by short direct sea routes to 
the principal ports of Europe and South 
America — these are but a few of the advan- 
tages that the Norfolk-Portsmouth area of 
Virginia offers to industries. 

In this fast-growing area many great busi- 
nesses have already found industrial sites 
of rare opportunities. Norfolk-Portsmouth 
is centrally located to vast supplies of raw 
materials. Its supply of labor is abundant 
and high class — 95% native born. Hydro- 
electric and steam power are available at 
low cost. A mild climate permits of year 
round operation of outdoor industries. 

Norfolk's abundant acreage provides ex- 
cellent plant sites at moderate cost. Our 
Industrial Commission will be glad to assist 
you by preparing an economic' and 
engineering analysis of theNorfolk- 
Portsmouth industrial area as re- 
lated to your specific enterprises. 

All inquiries held in confidence. 
Address Norfolk-Portsmouth 
Industrial Commission, Dept. N3, 
Chamber of Commerce, Norfolk, 
Virginia. 



Shaded Cfrntrul wvtton 
indlcatr»territnry when- 
frrighi rates air cheaper 
hum Nnrfulk than from 
a Sout-li Atlantic port 
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Mi.nJcd central ■ocliuu Indicate* 
territory when? freight rate* arc 
(jbMptf liom Norfolk than from 
a North Atlantic port. Kate* to 
I'acHic Coast arc equal 





Shaded occtiona Indicate territory 
where ricijjlit rate* are cheaper from 
■■■■■■.I u than iroru a Grcut Lnkenport 



NORFOLK-PORTSMOUTH 

Ch amber of Commerce 



so. From every quarter have come pro- 
tests from cities which did not appear on 
the list, and from some of those listed, we 
learn that our estimates of appropriations 
were too small. (The latter is due to our 
well-known appetite for understatement 
rather than overstatement.) 

We are glad to print a more complete 
list of cities which now carry on advertis- 
ing programs (excepting, this time, those 
which we mentioned before): 

Birmingham, Ala.; Brooklyn, N. Y.; Bur- 
bank, Calif.; Cuban National Tourist 
Commission; Chicago; Canton, Ohio; 
Charleston, S. C.j Davenport, Iowa; Day- 
tona Beach, Fla.; Denver, Colo.; Detroit, 
Mich.; Duluth, Minn. 

Elmira, N. Y.; Erie, Pa.; Ft. Myers, 
Fla.; Greenville, Miss.; Hickory, N. C; 
Hawaii; Jacksonville, Fla.; Kankakee, 111.; 
Kansas City, Mo.; Keene, N. H. 

Lakeland, Fla.; Los Angeles, Calif.; 
Newark, N. J.; Mason City, Iowa; Mt. 
Clemens, Mich.; Marion, Ohio; Mon- 
tanavis, Mont.; New Orleans, La.; Oak- 
land, Calif.; Omaha, Nebr. 

Phelps- Hendrickson County, Fla.; Pen- 
sacola, Fla.; Phoenix, Ariz.; Philadelphia; 
Richmond, Va.; San ford, Fla.; State of 
Florida; San Diego, Calif. 

St. Petersburg, Fla.; New York City; 
Savannah, Ga.; Sacramento, Calif.; Syra- 
cuse, N. Y.; Tacoma, Wash.; Ten Thou- 
sand Lakes, Minn.; Tonawanda, N. Y.; 
Wilmington, Del.; State of Wyoming; State 
of Idaho. 

OUR esteemed contemporaries are finding 
great interest in the ' Ask Mc Another'' 
craze. Rather than seem backward in the 
public interest, we append ten questions, 
the answers to which will be found in the 
opposite column. Use the honor system 
and grade yourself. 

L How does the War Department use 
Nation's Business? 

2. Why does a college dean want Nation'b 
Business in every college library? 

3. Who is the militant objector to our re- 
port of the mid-west meeting? 

4. Is the self-expression movement confined 
to the colleges? 

5. Is the economic platform of Nation's 
Business sound? 

6. How was "A Congressman's Side of It" 
appraised by a congressman? 

7. What rank does Nation's Business 
hold? 

8. What subscriber is interested in our 
longevity? 

9. How docs Nation's Business save time 
and temper? 

10. What docs our increasing foreign cir- 
culation mean to American business? 

TPO CONSIDER the wide variety of 
*• questions that get into the "Ask Me 
Another" books is to be pleasantly reminded 
of the impressive number of inquiries re- 
ceived from our readers. Plainly, in the 
process of answering these requests for 
specific information we receive as well as 
givr, for we come to a new measure of the 
business man's range of interests, and our 
eiliinrial sights arc thus trained to better 
purpose. We are asked to talk 

Of shoes — and ships — and scaling wax — 
Of cabbages — and kings — 

and the bare listing of some of the qu<«- 
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tions suggests an amazing diversity of occu- 
nations and interests, and the fact that 
Tliev were answered satisfactorily attoi-ts 
the scope and dependability of the maga- 
zine's information facilities. Specimens 
from the month's mail: 

How many chambers of commerce use 
radio for community advertising. 

Is there a gas refrigerator? 

Give list of national associations of manu- 
facturers. 

What is the process for manufacturing 
pearl barley? 

W here can I obtain Korean Leaped™ 
need? 

fa there protection for an unlicensed physi- 
cian? . 

Where can I find out. about "masomte f 

Can you tell me about the construction of 
comfort stations under sidewalks? 

What is the title of a treatise on collecting 
accounts? 

What are the packing requirements lor 
Hawaii? 

Is there an article manufactured to sink 
corrugated nails or fasteners below surface 
after they arc driven down? 

Who are the dealers in brush-making ma- 
chinery and brushes? 

I want to sell an idea for a machine. 
Whom shall I approach? 

What magazines deal with hotels and res- 
taurant management and finance? 

What firms are interested in patented indi 
eating car seals? 

Who make heat insulators and steam en- 
gines? 

Who are the perfume importers m New 
York City? 

Can you explain the consequences of * 100 
spent in the community? 

What is the procedure for registering trade 
mimes? 

HERE ARE the answers, with authori- 
ties, to our "Ask Me Another" in the 
opposite column: 

1. "Your business map is used in govern- 
ing recruiting activities by increasing efforts 
lit. places where the map indicates husine-* 

is dull."— Hartford MaoNider, Auittaitt Sec- 
retary of War. 

2. "We are spending a large amount ot 
money to do the very thing that could be 
accomplished much more satisfactorily hy 
placing your magazine in college libraries." — 
William' Marshall Warren, Dean, College o/ 
Liberal Arts, Iiaxton. 

3. Julien N. Friant of Cape Girardeau, 
Mo., writes: "The report is a very clever 
misrepresentation of the agricultural part of 
the meeting. . . • Aside from the fixed pro- 
Brim which was stacked against agriculture, 
all except Mr. Hibbard, who said a few 
things I do not think they expected to hear, 
I do not think this article expresses the feel- 
ings of those who attended the meeting. 

4 No for J M. Simmons, of Bainbndge, 
Georgia,' finds in the Chamber of Commerce 
and Nation's Business a chance to express 

'"{["Ye*, according to L. P. Spinks, attorney, 
of DeKalb, Mo., who writes: "If the ideas 
to your publication could be widely dissemi- 
nated through the rank and fi e of the peo- 
ple I think it would h»-ten he day when 
wo' could have all business founded on a 
sound economic basis." 

6 "I believe this article will do a great 
deal to put the representatives in much bet- 
ter light with the business world. — Comjress- 
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Devoted to the nation's greatest business 

HOME- MAKING 




HOME INTEREST 
fhe Profitable Door to Home Sales 



M? 



"ANY advertisers whose success has 
won nation-wide respect, report 
that in traceable returns per dollar of 
advertising invested, Better Homes and 
Gardens stands at the top. 

Better Homes and Gardens is the 
one magazine covering the Complete Home 
both inside and out. 

It is a source of inspiration to more 
than 900,000 substantial American fam- 
ilies who are interested in developing 
better homes — 

and a source of profit to manufactur- 
ers whose products have a place in 
the home. 



ETTERHOMES 

d Gardens 



,T. MKREDITli. Pun.. Dos Moines, Iowa . 



I 



ISING OFFICES: 
»K. PHILADELPHIA 
IO. MINNEAPOLIS 
t CITY. ST. UXJIS 
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Keep Dollar Signs on Your Clock 

77Af£, not money, is the real medium of exchange. It is your 
most precious asset. 

Only because you are able to work and use your Time pro- 
ductively are there dollar signs on your clock today. Why 
not insure your Time and keep them there? 

If you owned a building from which you derived your sole 
support, you wouldn't be without adequate Fire Insurance, 
would you? 

Your income, derived from the sale of your Time, should 
be insured no less than your property. 



/ETNA-IZE 




Take out an /Etna Accident Policy now. Insure the capital 
represented by your Time. Provide a regular weekly income, 
if accident prevents you from working. Create an estate to 
provide an income for your dependents. 

All this and much more can be accomplished for a compara- 
tively small investment by carrying an .Etna Accident Policy 
adequate to your needs and resources. 



Mail this Coupon 

/€tna Lips Insurance Company and Affiliated Companies, Harrlorj, Conn. 
Please send me more iniornuiion on .Ctnj Aoculciit Insurance. 



Name- 



_S erect- 



Town- 



man W. A. Avers o\ the 8th District, Kansas. 

7. 0. R. Roeuius, American Carbonic Ma- 
chinery Company, Wisconsin Rapids, Wiscon- 
sin, told Rotariaus that Nation's Bukjnkss 
is at the "head of business magazines." 

8. Theo. R. Zack, Central Scientific Com- 
pany, Chicago, who accompanies his renewal 
with liis hope that Nations Business will 
-nil be in business when his subscription ex- 
pires, so he may continue to read it. 

9. "It isn't necessary to turn to the back 
of the magazine to find the end of a story." 
— Elbert E. Ginn, Owl Drug Company, 
Berkeley, California. 

10. "A growing circulation hare should be 
most helpful in advertising American goods 
and services." — Hugh D. Butler, Assistant 
foriimirrial Attache, V. S. Department <>j 
Commerce, London, England. 

ADD NEW Competition, or Community 
■i Advertising or what you will: 

Iowa editors will spend $50,000 this year 
to tell the East that there is a lot of money 
in luwa even though the McNary-Haugen 
bill was vetoed. 

Fifteen editors of leading daily news- 
papers have raised the sum to inform man- 
ufacturers that Iowa is one of the greatest 
potential markets in America aud that it 
has the cash to lay down for all it buys. 
The editors declare that politicians have 
.spread propaganda that the state is bank- 
rupt but that their advertising sheets show 
more money has Ireeu spent by merchants 
in advertising in the past year than in any 
previous similar period. 

FORMER Assistant Secretary of the In- 
terior Alexander Vogelsang writes: 

I have just been reading your "Business, 
the .Soul of America?" Is there not in our 
lingo some better expression than "making 
money," "money making"? Money making 
is a governmental function, and business (?) 
men who make money go to the pen as 
counterfeiters. 

Why do we say Jones is "worth a million"? 
Ho may own a million, and yet be worth 
not a copper cent to society, nor to civiliza- 
tion. We meet such men every day. Your 
journal of light and leading ought to assist 
in the removal of some of these ancient, 
absurd idioms. 

Perhaps the correction indicated coidd lie 
accomplished through overhauling our 
ideas of "value." The first requirement is 
to avoid the sort of thinking which mis- 
takes dollar marks for the substance of 
things. 

A CHICAGO visitor suggests that one rea- 
son why government grows and grows 
is because we blithely endorse new and in- 
creased activities without realizing that we 
are paying for everything we get and, in 
the case of government, often two prices, 
or more. 

He had just returned from a drive over 
Washington showing his wife (her first 
visit) the sights. 

An old darky, who was driver and guide, 
pointed out the imposing government build- 
ings, the spacious pinks, the (lower gardens, 
the playgrounds, and commented thus on 
each: 

"Ain't it wonnerful ! All dls yere for the 
people. And it don't 
cost nobody nuthin"! 
You sec, the gov'nient 
jiays for it." 
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"See here, Gregg, why aren't we 
still buying from Federal?" 



Barked at him that way, it might have been a tough 
question for the Purchasing Agent to answer. But 
he wasn't worried. 

"Here we are," went on the President, "buying 
irom a concern I never heard of .What's the reason?" 

Gregg stepped over and pulled out a tray of cards 
from his Acme Visible Record cabinet 

"Here's why," he answered calmly. 

He flipped up a card with a little blue signal on 
the edge. On the backwas the rec- 
ord of purchases from Federal 
for the past two years. But the 
last three entries from the new 
concern were at lower prices. 

"See — we're getting a better 
price, forty-eight hours quicker 
delivery and 20% less freight 
costs than we ever got from Fed- 
eral. And as for quality, it's 
rather better, if anything," Gregg 
explained. 

After the apologies were over, 

ACME 

VI SIBLE 
RE C ORDS 




Gregg showed the President just how his purchase 
records worked and just why the signals on the 
visible edge of the cards prevented anything from 
escaping his attention: Sources of supply, price 
trends, shipping and packing methods, quality, de- 
liveries and commitments — everything was there, 
out in the open, visible. 

Acme records give an absolutely complete picture 
of'all purchase and stock transactions and condi- 
tions. They're easier to keep, 
speedier to use. That's why so 
many of the country's leading 
concerns are turning to Acme 
for a solution, not just of stock 
and purchase records but of all 
control and record problems. 

You would be interested, we 
believe, in reading our new book 
which covers purchasing and all 
other business control methods. 
It's yours for the asking. Send 
the coupon, without obligation. 



Acme Is the 
world's ldr««E com. 
[Hiiiy aJtccitlliiMs exclu- 
sivcly in visiMe record equip. 
SMNfc Qffic« in principal ciiiu. 



ACME CARD SYSTEM COMPANY 

1 16 South Michigan Avenue, Chicago 
Gemlement 

j | You may send me your book 



KB. 5-27 
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Profitable Business Control" 



Please write mc concern inn 
your system for handling 



I | n»>Y send your nearest 



representative to tee mc 



. records. 



NAME 



ADDRESS- 
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fettle dramas in the life of a great newspaper system 




"In Mercys Name . . . stop the presses! 



A 15-year-old boy had made a legal misstep. 
And the facts were in the newspaper's hands. 

At one minute before the great presses had 
started their daily roar.the boy's father appeared 
at the editor's office and frantically begged that 
the story be killed. 

"It's his first offense," he pleaded. "This story 
means nothing to the public, but it will put 
a life brand on my son. In mercy's name, give 
the boy a chance . . . and I'll make amends with 
those he's hurt." 

The editor telephoned the press room. The 
boy got his chance — and made good. The sober- 
ing aftermath of his escapade took the kinks 
out of his character and made a man of him. 

A newspaper should be fearless and thorough 
in its publication of the news. But it also should 
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be humane. It cannot conscientiously shield 
any adult whoever he may be, if he makes a 
place in the day s news. But it may well afford 
to deal gently with the juvenile who commits 
his lirst minor indiscretion. 

That has always been the editorial creed of 
the SCR IPPS-HO WARD Newspapers. Controlled 
from within, and independent of all outside 
ties, financial or political, these newspapers can- 
not be swayed from printing facts that the public 
is entitled to know. 

But to this steadfast policy of printing all 
the news, SCRIPPS-HOWARD Newspapers make 
this exception -they delete the names of juv- 
enile offenders, when the offense is palpably 
one of youthful misehievousness rather than 
of seasoned criminality. 
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AS THE Colonial Express thundered 
/l over East River the other day, I 
marvelled at the engineering skill of 
Hell Gate Bridge with its 1000-foot 
span, its arch 300 feet above water, its 
half-million cubic yards of concrete, its 
carrying capacity of 75,000 pounds to 
the linear foot. 

Yet the marvel lies not in this. The 
amazing thing is that the structure, com- 
plete in every detail, was first erected 
in the mind of a man before a shovel 
si ruck earth or a rivet left the forge. 

How like a business, I thought! 
Dreams and plans! Hidden away from 
public sight thousands of men dream 
dreams and plan. Some materialize, 
some fail. 

Imagination is the handmaiden of 
business. Cynics see only a tired busi- 
ness man seeking surcease from a drab 
(•online on the golf course or the front 
row of the Follies. But while cynics 
talk, the business man is living a far 
grander romance than any depicted in 
song or story. And he has something 
besides imagination, which his. critics 
seldom appreciate. 

Consider him as he sits at his desk 
and dreams, lie sees a new building 
under construction. He sees the in- 
stallation of machinery, the assembling 
of labor, skilled and unskilled. From 
the four corners of the earth, by mule- 
back and rail and steam and t ruck, he 
gathers his raw material. He hears the 
whirring of the dynamos, the whining 
of the lathes. In his mind's eye, he 
watches the fabrication of his new prod- 
uct. He searches and discovers new 
markets, evolves a distribution system. 
Above all he dreams of its financing. 
And because he has the courage of his 
imagination, lo! it comes to pass. 

What hazards the business pioneer 
faces and with eyes open! He realizes 
that, three out of four undertakings 
fail. Yet he casts the die. He risks 
all — fortune, energy, leisure — with a 




fine courage. In other days he would 
have been a Peter the Great, a Richard 
of the Lion Heart, a Martin Luther, a 
Napoleon. The present-day heroics are 
the heroics of business. 

My newspaper this morning carries 
on its first page with striking headlines 
the news that a certain company's 
stock reached the highest point in its 
history. Away over in the back is a 
four-line item that another company, 
an important unit in the same industry, 
has passed its annual dividend. 

What a dramatic picture of American 
business in those two items! Within 
every industry, coal and steel, agricul- 
ture and machine-tool, banking and 
retailing, a mighty struggle goes on for 
success and supremacy. 

For each success, a dozen failures. 
Behind the curtain many an undertak- 
ing, created in high hope, buttressed 
with ideals, carried on with enthusiasm, 
goes down. Across the street, anot her 
wins out. 

Luck? Hardly. An intangible some- 
thing, often scarcely sensed by the 
actors themselves, may have turned t he 
scale by a hair. A shade better judg- 
ment at a critical point, a shade better 
strategy in a minor engagement, a 
shade keener anticipat ion of t he public's 
changing fancy, sounder financing or a 
flare for I lie dramatic — who can say? 

We hear only of the big successes. 
The public acclaims or, in iconoclastic 
mood, slays. 

But I hose who know what lies behind, 
the days of dreaming, nights of toiling, 
family and friends neglected, fortune 
hazarded, have respect and admiration 
for the courage of imagination in 
business, sympathy for the defeated, 
cheers for the successful. 

For where, since the world began, has 
individualism— individual opportunity, 
individual reward for individual merit 
y-come to finer flower than in America's 
industrial system? 
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Austin Takes the "Bugs" out of Building 

DO you know that Austin guarantees the final cost of your 
building project in advance? This applies to large multi- 
story reinforced concrete buildings or single story steel frame 
structures, anywhere in the country. 

Austin also guarantees time of completion, — widi bonus and 
penalty clause if desired. Your project is finished weeks in 
advance of the time normally required. And Austin guarantees 
quality of materials and workmanship. 

How is this possible? Because under the Austin Method of 
Undivided Responsibility every part of the work — design, con- 
struction, equipments-is handled by one capable organization. 

This is the plan which gives Big Business the maximum 
value per dollar invested. 

Let Austin tell you how your contemplated project can 
be built complete for your appropriated figure or less—and 
guaranteed. 

Wire or phone the nearest office or mail the memo below 
THE AUSTIN COMPANY, Engineers and Builders, Cleveland 

New York Cincinnati Chicago Detroit Pittsburgh PhiUdelphll St.Loull Seattle Portland Miami 
The Austin Company of Texas: Dallas The Attain Company of Calilotnia; Lot Angeles and San Francisco 





Complete Building Service 




Memo to THE AUSTIN COMPANY, Oct-eland— 



We ate interested in a 



" ' " * project containing . — sq. It. Send me a personal copy of 

"TheAuit.n Book of Buildings." Individual 



.City 




When writing to Th-: Austin Ciimi'iny plratr mention Nation's Business 
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/he Changing MAP of 

INDUSTRY 



SIT DOWN and in your mind's 
eye try to picture an industrial 
map of the United States. What 
do you get? Shoes and textiles in 
New England, automobiles m Michi- 
gan, iron and steel around Pittsburgh, 
lumber in the northwest, meat packing m Chicago, blowly 
other spots would place themselves, cameras and ready- 
made clothing in Rochester, hats in Danbury, rubber tires 
in Akron, furniture in Grand Rapids. 

But much of that map would be wrong. Some of it was 
right 25 years ago and changed soon after that, some has 
changed in the last two or three years. The map of Ameri- 
can industry can't be framed and hung on a wall. It's 
more, perhaps, like a moving picture than a map, for it is 
moving rapidly in some industries, slowly in others, and 
in 9ome isolated instances standing practically still. 



By IRVING S. PAULL 



Former Chief, Division of Domestic Com- 
merce, United States Department oj 

Commerce. 



We know with some accuracy how our 
population has moved. From a point 
thirty miles east of Baltimore in 1790 
its center has moved in 130 years to a 
point in southwestern Indiana. This 
line is fairly due west. 
There are no corresponding figures for the industrial 
center, yet an available estimate is that made by the 
Geographical Survey about the time of the 1920 census, 
which put the center of use of industrial power at Findlay 
or Worchester, Ohio. This center of gravity of industry 
has probably moved west more slowly than has population 
and has probably always kept to the north of it. 

In this mental map of American industry, most of us 
put eighty per cent or so of the automobiles in and around 
Detroit. Yet on the authority of the 1925 Census of Manu- 
factures, Michigan produced but 36 per cent of the auto- 




Percentages of Population and Manufacturing Value for 1900 and 1923 



This map shows for the major divisions of the United .States, the shift in 
manufacture in relntiun to population tor the last ouancr century. 

At the beginning of the century. New England had 7.4 per cent of the 
population and produced nearly IS per cent in value of our manufactures. The 
last, figures show thai the six states have 6.9 per cent of the population and make 
10.6 per cent of the manufactures. The Middle Atlantic States, New York, 
Pennsylvania and New Jersey, have a slightly larger percentage of population 



than in 1900 but Ho not make go great a part of our manufacture 

The grnu growth tn manufacture has come in tho East North Central States, 
Ohio, Indiana, Illmots, Michigan and Wisconsin. The automobile industry Is 
und-)ubtetlly one of tho factors that help to explain this. 

"Westward the course of Empire takes Ha way," wrote Bishop Berkeley two 

centuries ago. 

Westward the course of industry takes its way-but slowly. 
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mobiles of the country! This figure must be 
Tead in light of the faot that the Census 
measures automobiles by units of finished 
product and the assembly of cars is carried 
' on in many places. More than thirty states, 
in fact, rciwrt the manufacture and assem- 
bly of cars. 

The Ford Company alone employs ap- 
proximately 2(i,000 men in branch factories 
and assembling plants in 32 cities at st ra- 
tegic distributing points. It is becoming 
the policy of the automobile industry to 
convert raw materials as close to their 
source as possible and to construct as near 
to market as can lie done efficiently. 

Michigan and Furniture 

GRAND RAPIDS is the first name that 
comes to many of us when furniture is 
suggested, yet Michigan is not our leading 
state in the manufacture of furniture. New- 
York is and for a long time has been. The 
Census of Manufactures for 1923 listed our 
ten leading manufactures measured by 
value of product in this order: 

Industry Wholesale Value 

Motor Vehicles $3,163,327,874 

Steel Works and Rolling Mills. 3,154,324.671 

Slaughtering anil Meat Packing 2,585,803,888 
Foundry and Machine Shop 

Products 2,337507,997 

Cotton Goods 1,901.125,703 

Petroleum Refining 1,793,700,087 

Lumher and Timber Products. 1,494,259,321 
Electrical Machinery, Appli- 
ances, and Suppli..* 1,293,001.751 

Printing and Publishing 1,208,501 ,.566 

Bread and Other Bakerv Prod- 
ucts 1,122534.090 

I have said something of the automobile 
industry, of its radiation from Michigan 
into other states for its finished product. 
I/et's consider some others of these major 
industries. 

What has happened to steel works and 
rolling mills? 

Steel and Pittsburgh have long been syn- 
onymous. They still are, but if one could 
trace the shifting of the center of steel pro- 
duction he would find it moving a lit lie 
to the north and west. At the opening of 
this century the Middle Atlantic States — 
New York, Pennsylvania and New Jersey 
— were turning out more than 00 per cent 
of the steel and rolling mill product of the 
United States. Now they produce but 4S 
per cent, while Ohio, Indiana, Illinois, 
.Mulligan and Wisconsin — the East North 
Cent ral States of the accompanying map — 
have jumped from 31 per cent to 40 per 
cent. Instantly we think of Gary, Indiana, 
and Gary is one of many answer 1 -'. Youngs- 
town, Ohio, is another. 

If we turn from steel to the next great 
industry which we have listed — meat pack- 
ing— we find in a sense that as steel has 
moved in, meat has moved out. Chicago 
and her stock yards have not lost their 
supremacy, but here again has been a dis- 
persion of an industry. 

In 1899, the states that, center around 
Chicago were producing 4(5 per ceni of our 
fresh beef. Now iliev produce- but 33 
while the West North Central group which 
includes the Dakotas, Nebraska, Kansas, 
Minnesota, Iowa and Missouri have gone 
from 28 per cent to 33. 
In some respects this has probably been 




a movement towards the source of raw 
material. In some ways, also, it has been 
a part of a striving for 'industrial self- 
sufficiency, on the part of the various divi- 
sions of the country. 

When we come to cotton goods we see 
one of the most dramatic of these changes 
in our industrial geography. New England 
dominated the cotton spinning industry 
from its first beginnings until a few years 
ago. In 1899 that section produced 60 per 
cent of the total output of the cotton goods 
of the country. Now New England pro- 
duces about 35 per cent while the cotton- 
growing states produce some sixty. In this 
case, as in many others, however, it has not. 
been so much a case of New England lag- 
ging liehind as of new industries springing 
up in new sections of the country. 

Reasons For Shifting 

HERE the reasons are not hard to de- 
termine. Nearness to raw material 
was a partial factor. Labor undoubtedly 
a larger one. 

Lumber and timber products form an 
industry which has followed a plain path 
for an understandable reason. In lS99only 
6 per cent of our lumber came from the 
North Pacific States, now we get 30 per 
cent from the Northwest corner. At the 
beginning of the century the Lake States 
were producing some 25 per cent. Now 
they produce ti per cent. The lumber in- 
dustry, too, has followed its source of raw 
material. 

If lumber is an instance of a movement 
of industry guided by sources of raw ma- 
terial, the making of electrical machinery 
and supplies is a case of an industry which 
to a large extent at least, follows its mar- 
kets. Its westward shift is marked. 

In 1909 the Middle Atlantic States pro- 
duced almost 50 per cent of the value of 
the electrical machinery. Now these states, 
New York, Pennsylvania and New Jersey, 
produce but 3S per cent. During the same 
period New England has dropped from a 
production of about 20 per cent to about 
16. Here again it is not proper to sj>eak 
of the "migration" of industry. Rather is 
it a diffusion, a growth in new places. 

There are industries which seem surpris- 
ingly stationary. Soap, which is an indus- 
try approaching $300,000,000 in value of 
annual output, presents some unexpected 
changes. The production has grown greatlv 
during the past fifteen years. In 1909 the 
per capita consumption of soap was about 
seventeen pounds per year and is now about 



If this factory should move, what be- 
comes of this army of workers? Do they 
follow the factory? What does the com- 
munity do to SI! the gap if they go, too? 

22 pounds, including hard and soft, soap 
and the various special soap products. 

Nine per cent of the total value of soap 
production occurs in New England as com- 
pared with 6 per cent in 1909. The Mid- 
dle Atlantic States were producing about 
42 per cent of the total amount of soap in 
1909 and now produce 35 per cent, while 
the East North Central now produce 28 
per cent as compared with 36 per cent 15 
years earlier. The Pacific Coast States pro- 
duce almost 5 per cent of the total and 
other sections of the country are becoming 
BeM-oiffioienl in the matter. 

Other industries have been affected by 
the shifting of manufacturing centers. At 
the beginning of the century 28 per cent 
of the total value of book paper was 
produced in New England, while about 
12 per cent now comes from that source. 
The decline in the Middle Atlantic States iu 
the development of the industry amounts 
to 1 per cent of the total, having been 28 
per cent in 1899 and is now 27 per cent. 
Twenty-live per cent of the value of this 
product is now developed in the East 
North Central States as compared with 14 
per cent in 1899. 

What Leather Is Doing 

HPHE production of tanned leather in the 
*■ West North Central States gained 10 per 
cent of the total production in the past 25 
years, while New England has retained its 
percentage of participation in the indus- 
try's output. The Middle Atlantic States 
produced 44 per cent of the value in 1S99 
and now produce 41 per cent. The East 
North Central States, at the beginning of 
the century, produced 19 per cent of the 
value and now produce 29 per cent. Im- 
proved processes of tanning have tended to 
concentrate the industry into a smaller 
number of establishments and greatly in- 
crease capacities of the industry. 

In the country as a whole the great gain 
in manufacture has been in the East North 
Central States. 

At the beginning of the century, New 
England produced 15 per cent <>r the total 
value of manufactures of the United States 
and employed 18 per cent of all the wage 
earners in the country. It now employs 
14V 2 per cent of the wage earners and pro- 
duces 11 per cent of the entire value of 
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industrial products. In 1899, 11 per cent 
of the factories were in New England. 
There are now 10 per cent in that section. 

Economically, New England is well off 
in that she has 11 per cent of the value 
of manufactures, as the product of 7 per 
cent of the population of the 
United States. 

During the period that New 
England lost 4 per cent of the 
national market, the East Ninth 
Central States — Ohio, Indiana, 
Illinois, Michigan and Wisconsin 
■ — gained 4 per cent of the total 
market and about 4 per cent of 
the total numlwr of workers. In 
the same period the Middle Atlan- 
tic States— New York, New Jer- 
sey and Pennsylvania — lost 3 per 
cent of the national trade, and 
the West North Central States 
lost about 1 per cent. 

Two things contribute measur- 
ably toward this revision of our 
industrial geography: 

The desire of new centers of 
population to become industrially 
self-sufficient and to provide em- 
ployment for men and money. 

The effort of industry to locate 
in developing markets, either 
through the erection of new plants, 
or by the establishment of branch 
factories. 

These tendencies are reflected in 
numerous hasic industries and are 
well illustrated by the boot and 
shoe industry and the cotton 
goods industries. In 1899, New 
England produced approximately 
TO per cent of the output, of both 
of these industries, and now pro- 
duces about 35 per cent of the 
output of each of them. The cot- 
ton-growing states produce nearly 
TO per cent of the total output 
of cotton goods and the Middle Atlan- 
tic and East North Central States, with 
the addition of Missouri, produce almost, 
(id per cent of all the shoes manufactured. 

The West North Central States, a group 
comprising Minnesota, Iowa, Missouri, the 
Dakotas, Nebraska and Kansas, possess 11 
per cent of the total population. This 
group of states is a market area for the 
industrial centers in other territory, but it 
lweomes gradually a more difficult market, 
because it is developing its own self-suffi- 
ciency. It now produces 7 per cent of the 
total value of manufactures of the United 



States. The fact that this group of states 
is predominantly agricultural does not 
preclude its industrial development any 
more than a similar fact retarded the same 
type of development in the East North 
Central States a few decades ago. 



THE cities struggle for new indus- 
tries. The clamor for more factories 
goes up from every community. At the 
same time there goes on a slow but cer- 
tain movement of some industries from 
their long-established centers. Is the 
pull of the cities in line with this move- 
ment or against it? 

Are cities, when they seek a factory, 
trying to distort the natural flow of 
industry? 

Would it not be advisable for any 
community to consider this normal cur- 
rent before undertaking to divert it? 

The community may be in the line of 
the normal course of one industry and 
be trying to divert another out of its 
course. Should not aspiring cities take 
stock and discover their industrial apti- 
tudes and thus take advantage of these 
currents tugging at the moorings of 
industry? 

These are questions raised and in part 
answered in this article which traces 
some of the main movements which 
American manufactures have experi- 
enced in the last quarter century. 

— The Editor 



The Pacific Coast, States— Washington, 
Oregon and California — possess about 5Va 
per cent of the total population and pro- 
duce approximately that, percentage; oi the 
total value of the industrial production of 
the United States. The accessibility of 
markets, materials, power and labor will 
call capital to any section, if it is not al- 
ready there, for industrial development. 
Not only is that indicated on the Pacific 
Coast, but, throughout the South. 

Not all industries find it possible to fol- 
low markets. Some, like lumber, follow 
materials, but the constant struggle in 



every section of the country seems to be 
toward an industrial self-sufficiency. We 
are making greater progress in that direc- 
tion than we have realized and must revise 
our geography of industry now and make 
provision for keeping it current. 

Further illustration would confirm the 
tendency toward industrial self-sufficiency 
in every section of the country. This ten- 
dency docs not always mean a new location 
of industry. That is to say, a movement 
nf established concerns from the older cen- 
ters to the new industrial centers. It shows 
rather a constant expansion of industrial 
capacities through the creation of new es- 
tablishments. Not only do the older estab- 
lishments stay in their original locations, 
but new concerns start in the older indus- 
trial centers. 

One result has been that the country is 
able, in many industries, to produce beyond 
its consumptive powers and that in many 
rases also a comparatively fc ' factories are 
supplying the bulk of our needs. 

Less than 17 per cent of the 
total number of shoe manufac- 
turing establishments in the 
United States produce more than 
07 per cent of the total value of 
the output of the industry. Of 
1,606 shoe manufacturing cstalj- 
lishments in 1923, nearly one-third 
of them produced but 2 per cent 
of the total value of the industry's 
production. By 1925 the total 
number of operating plants in the 
industry had been reduced to 
1,460. 

A Few Produce Most 

T^IGHT per cent of the total 
Dumber of flour and grain mills 
produced approximately 75 per 
cent of the total value of flour in 
1923. By 1925 the total number of 
mills had been reduced from 5,232 
to 4,413, a decline of 819 mills in 
two years. Thirteen per cent of 
the soap manufacturing establish- 
ments produce approximately 88 
per rent of the total value of the 
industry's output. 

Another factor that alters our 
industrial map is a declining de- 
mand for certain products as new 
products from other sources either 
share their markets, or displace 
them entirely. With changes in 
women's dress habits came a de- 
cline in the use of knit underwear 
which resulted in a discontinuance 
of 35 knitting mills and left 12 
mills idle, but during the period 
in which these 47 mills withdrew 
from the field, 37 new ones were estab- 
lished. During the period that 1.54 shot- 
factories discontinued and 26 remained idle 
new establishments came into existence 
Similar examples can l>e found in the ex- 
perience of a great number of industries. 

The development of new industrial cen- 
ters may have the effect of establishing new 
boundaries of distribution. This is a dis- 
puted statement, because the products of 
every industrial center have, in some meas- 
ure, flowed into every community on the 
continent. In theory there is a free play 
(Continued on page TO) 
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Mass Retailing Here— And to Stay 
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'EARLY three years ago I said in 
Nation's Business that the chain 
of department stores was an inevi- 
table development of the future; that dis- 
tribution would solve some of its problems 
by mass buying and mass selling, as pro- 
duction had answered some of its prob- 
lems by mass manufacturing. 

What I said then is coming to pass even 
more quickly than I expected. Here are 
some definite proofs: 

R. H. Macy & Company, who sold over 
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The National Department Stores chain 
numbered fifteen stores in 1925. 

The Associated Dry Goods Corporation 
owns the following department stores: 
James McCreery Company, New York; 
Ilahne & Company, Newark; Stew- 
art tt Company, Baltimore; Wil- , — 



If the chain of retail stores has threat- 
ened the very existence of the small retail 
stores, what will be the effect of these fully 
developed, coordinated chains of depart- 
ment stores on the existing department 
store, operating singly, and the existing 
chain dealing in a single ^» 
article or in articles with- /r^ ' 





$75,(KX),000 in their 
New York store 
alone in 1926, also 
own or control the 
stores of Lasalle & Koch, Toledo, and Davi- 
sun-Paxton-Stokes, Atlanta, and are acquir- 
ing substantial interests in other larce 
stores. 

The Macy Department Stores now num- 
ber five. 

Gimbcl Brothers have great, department 
stores in New York, Philadelphia and Mil- 
waukee, and own or control the two large 
Saks stores in New York, and also the 
Kaufmann & Baer store of Pittsburgh. 



liiun Hengerer Com- 
pany, Buffalo; Pow- 
ers Mercantile Com- 
pany, Minneapolis; 
Adams & Company, Buf- 
Btewart Dry Goods Com- 
pany, Louisville; and part own- 
ership in C. C. G. Gunther's 
Sons and Lord & Taylor in New York. 

On the Pacific Coast, B. F. Schlesinger & 
Sons, Inc., own department stores in San 
Francisco, Oakland, Portland, and Tacoma; 
and Hale Brothers Stores, a group of six 
department stores in San Francisco, San Jose, 
Sacramento, Oakland, and Los Angeles. 

In the middle west, Scruggs- Vandervoort- 
Barney, of St. Louis, have acquired the 
8. L. White Company store in Columbus, 
Ohio, and the Denver Dry Goods Com- 
pany in Denver. 

Not Yet Complete Chains 

AND IN the south the City Stores Com- 
t pany has taken over three large, well- 
known store.- in Birmingham, New Orleans 
and Memphis. 

As yet, it will be observed, these systems 
are mostly so many separate stores under 
single ownership. Only when there is cen- 
tral buying and coordination of operations 
can they be said to be chain-store systems. 



in fixed price limits? 

To put it another 
way — will a chain of 
coordinated department Btores, 
ealing, among other things, in 
shoes, be more effective than a 
chain of shoe stores, and more 
effective than a chain of Wool worth Of 
Kresge stores'' 

The present tendency towards depart- 
ment-store chains is only at its beginnings. 
As the movement grows in strength and we 
get powerful chains of coordinated depart- 
ment stores, I believe that these will over- 
shadow existing chains. The department- 
store chain will have the same advantages 
over the small-store chain that the single 
department store has over the individual 
small store. 

Only a Start Toward Goal 

AT PRESENT, however, this movement 
into department-store chains amounts 
to only a beginning in the direction of the 
standardized department-store chains that I 
predicted in my earlier article. The for- 
mula that I have worked out is a chain of 
department stores of which the similar de- 
partments of all the stores will themselves 
constitute a chain within the main group. 
For example, all the shoe departments will 
be operated as a chain of shoe stores, in 
charge of a merchandise manager who in 
ability and experience will be at least equal 
to the merchandise manager of a separate 
ehain of shoe stores. 

There is no single department store or 
"single-line chain" that will be able in the 
long run to stand up against this class of 
organization. When this type of organiza- 
tion comes, it will be able to sell cheaper 
and buy in larger quantities; it will help 
the manufacturers to eliminate their waste 
and so to sell cheaper than their competi- 
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tors; it will make very great total profits, 
and the more stores they have, the bet- 
tor they can do the job. 
This means that in every 

IMP 




city or town of 
fair size one depart- 
ment store of a chain 
department, stores 
sueh as I have been 
describing will be the 
conquering distributor— although the indi- 
vidual small stores can get together and or- 
ganize for their own preservation into 
chains of individually owned stores and do 
a relatively successful job. 

Just imagine such a chain of department 
stores located in 100 cities and big towns. 
The total sales would easily run over 
$1,000,000,000. One hundred shoe depart- 
ments in 100 of the biggest cities and towns 
in the country would sell easily over $50,- 
000,000. And so on, in the other depart- 
ments. 

If these conclusions are sound, it means, 
of course, that the department-store chain 
will determine the fate not only of the indi- 
vidual department stores, but of the small 
individual retail stores also. Small retaU- 
ers will bear in mind, of course, that the 
department store itself has no choice in 
the matter. Unless the department store 
meets the chain stores in the way I have 
indicated, it will likewise be put out of 
business. 

Laughter? But It's True 

THIS is a statement that will probably 
he challenged, or, perhaps, even laughed 
at; but, calm study of the fact* will show 
that it is true. Remember that there 
are already chains in upward of half a hun- 
dred lines of goods, or types of products, 
must of which the department stores are 
selling. Every time chains are formed of 
one of the lines of a department store, it 
affects the business of the department 
stores in a way that the small individual 
stores never have done. The small indi- 
vidual store pays so much more for its 
goods that the department store, even with 
its waste, can undersell it, besides, of 
course, offering the mtich greater choice of 

Z I> and other advantages. 

But the chain stores can buy at least as 
cheaply as the department stores, perhaps 
more cheaply, and do business at less cost 
than the department store as at present 
organized. If the department-store, owners 
should be blind to what is happening— 
which thev are not, although rather slow- 
to face it definitely— then the time will 
Come in the near future when the chain 
stores — the non-competing chain stores — 
will themselves come together and occupy 



department- 
store buildings in a 
desirable central location. 
While preserving their 
individuality, they will combine their power, 
just as the fruit growers of the Pacific coast 
have done so successfully. And thus they 
will add to their present, great power all the 
other powers that, the department store now 
possesses. 

Indicative of this move towards the chain 
store is tbe way in which two great Chicago 
mail-order houses have opened chains of 
retail stores. Sears, Roebuck A Company 
have stores in Chicago, Philadelphia, Kan- 
sas City, Dallas, Seattle, Evansville, and 
Mnrysville, Kansas. They have recently 
started another large unit in Memphis, 
Tennessee. Montgomery Ward & Com- 
pany have units in Chicago, Kansas City, 
Portland, Oregon; St. Paul; Oakland, Cali- 
fornia; Fort Worth and Baltimore. Ac- 
cording to reports, their sales are greatly 
exceeding all expectations. 

Retail to Pass Mail Order 

1 KNOW of the difficult ies that the mail- 
* order houses are having at this, the ex- 
perimental stage, of their retail-store 
chains; but I want to go on record now 
with the prediction that within ten years 
the leading mail-order houses, such as .Sears, 
Roebuck & Company and Montgomery 
Ward <fc Company, will be doing more busi- 
ness through these retail stores than they 
are doing by mail order now, and in addi- 
tion will be doing more mail-order business 
also than they are doing at present. 

This is not difficult to understand be- 
cause, as they develop their retail depart- 
ment stores, they will he able to fill more 
definitely and satisfactorily the mail-order 
needs of the territory where each depart- 
ment store is, because of their closer touch 
with those outside areas. 

I must go one step further in presenting 
the array of our competitors. In addition 
to the competitive agencies already de- 
scribed, there are being created many stores 
that, sell only at one price or at a limited 
range of prices. Most people are by now 
familiar with single-price stores, which have 
become numerous in various lines of goods, 
particularly in large cities. 

The Vital Power to Undersell 

\XniIl.E this movement is in its infancy, 
" » il has very great possibilities — very 
great probabilities — and will, of course, 
carry with it still greater power of under- 
selling the individual stores on the most 
wauled lines of good--. 

Not only is there a definite beginning, a 
very successful beginning, of one-price 
stores, such as the Thorn McAn $4 shoe 
stops and others; but as is well known 
Wool worth is doing a business of more 



The present tendency toward department- 
store chains is just beginning to show on 
the business horizon 



than $250,000,000 annually on 5- and 10- 
cetit goods — practically the most restricted 
price area in which one-price goods can be 
made. 

The possibilities for profit in applying 
ihe Woolworth ideas to the higher-priced 
goods are much greater because the waste 
in production and distribution on high- 
priced goods is not restricted to 1 or 2 
cents, as it necessarily is on 5- and 10-eent. 
goods. This must lead definitely to more 
chains of one-price stores. 

Where Will Wholesalers Go? 

VX/HAT will happen to the wholesaler 
* * and the middleman as this movement 
towards chains grows and grows greater? 
Already we are seeing signs of what is hap? 
pening and what will continue to happen 
unless the wholesaler reads the handwriting 
on the wall and changes his methods of do- 
ing business. 

Nearly all of these new forms of retail 
distribution buy in enormous quantities 
from the producer direct, and as a result, 
the wholesalers and other intermediaries 
have been encountering difficult times. Wo 
know, for instance, what is happening to 
the grocery wholesalers. We know, also, 
that two great dry goods jobbing houses, 
one in Chicago and one in New York, 
which formerly were successful, have lately 
gone out of business. 

Some Distributors Produce 

OOMK of the new forms of distribution 
*J are even producing for themselves. Per- 
sonally, while this is theoretically advisable, 
I doubt whether it is practically the best 
plan at present or for the next ten years 
at least. The first objection is that their 
field for distribution is so enormous as to 
require all their attention. 

With proper organization, with proper co- 
operation between themselves and the pro- 
ducers, they can leave this entirely differ- 
ent field of production to the men espe- 
cially adapted to it — provided, of course, 
that these men are far-sighted enough to 
understand what is happening and do not. 
stick their heads in the sand, as some are 
doing, by refusing to sell to these new types 
of customers 

But the wholesaler, jobber and other in- 
termediaries can save themselves anil enter 
into bigger prosperity than they have ever 
had, provided they open-mindedly accept 
the facts of what is happening and reor- 
ganize, themselves to meet it. 

It is my idea, as I have previously de- 
clared elsewhere, that they can become 
centers of chains comprised of their old 
customers; and if they do this in a big, 
far-sighted way, they will help the individ- 
ual retail stores in applying remedies which 
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I am going to descrilje, which will greatly 
prosper I nit 1 1 the individual retail store.-' 
:tnil tin- cenlral middleman 

Wholesalers ami jobbers are now in tourh 
with these individual stores. If they are 
far-sighted enough to realize the possibili- 
ties of enormous increases in sales through 
organizing their present customers and 
others into chains, and to realize that a 
comparatively small percentage of profit 
per unit of sales to such chains will make 
a total profit much greater than they have 
ever earned before, they will be a better 
agency for the preservation of success of 
the individual small retail stores than any 
other now in sight. 

The wholesalers and jobbers can start 
with the connections they now have with 
their customers — the individual stores; they 
can start, with their established machinery 
for buying for many stores — the machinery 
that can most easily lie expanded into the 
mass buying, on which the chains of stores 
must chiefly depend for success. But it 
must be done in a big, far-sighted way. 
The idea of service to the individual stores 
whom they are going to help combine is 
basic. This leads directly to a consider- 
ation of the saving remedies for the indi- 
vidual stores. 

The small stores must unite for their 
own advantage, to secure the advantages 
of the competing chain stores. They can 
do this by forming chains themselves, re- 
taining their individual ownership by unit- 
ing so effectively that they will get all those 
advantages of mass group buying. By so 
uniting they can gain all the advantages of 
making common property among them the 
best business experience and knowledge in 
the world, such as the chains now have in 
an important degree. 

Organizing on such a basia is a difficult 
thing for individualistic private store own- 
ers to do, but they will do it if they see 
they have no other choice. 

1 may point out, however, that a weak 
organization will not do. It must be 
fully as efficient as the centrally owned 
chain-store organization. If it is made so, 
it will compete with the chain stores effec- 
tively. It should really be the more ef- 
fective, because individual ownership, added 
to centralized organization, will bring to 
the individual stores some advantages that 
the small chain unit does not possess, and 
probably cannot have fully— that is, the 
personal interest of the individual owner. 
Individual ownership gives the direct in- 
terest of a proprietor in each store, which 
means, among other things, more intimate 
personal acquaintance with many of his 
customers. 

What of the Producers? 

PENALLY, a third and important group 
has a place in the picture, and the natu- 
ral inquiry is: What about the producers? 

The producer, of course, like the retailer 
and the wholesaler, is faced by the chain 
stores as a reality which be cannot escape. 
If he is not ready to accept the chain stores 
unreservedly, he would better organize to 
sell, say one-third or one-half of his prod- 
uct to chains and sell the rest of it where 
chains are not yet functioning. 

Gradually out of this experience he will 
know what he wants to do in the future. 



He will probably conclude to specialize in 
some single article or limited number of ar- 
ticles — that is, "Fordize" his production. 

Production and distribution, however, re- 
quire different qualities. There have been 
many attempts of producers to distribute 
directly, which have been failures. No dog- 
matic statement can be made about this, of 
course; but while formerly I did not be- 
lieve there was any well-founded reason 
why a good producer should not be a goad 
retail distributor, the facts have made me 
revise my opinion on this point. There 
are certain things, as we know, where 
the producer must or may best be his 
own distributor, such as automobiles, for 
example. 

No One Can Make Them All 

DUT when it comes to clothing, furniture, 
-*-» crockery, food— in fact, almost all the 
necessities where a wide variety is required 
— no one manufacturer in this era of mass 
production can successfully make, at the 
lowest prices and the best values, the many 
things required. 

In these lines the way out for the pro- 
ducer is to experiment. 

The right way certainly is not to shut 
his eyes to what is happening and refuse 
to sell the chains, because bv so doing he 
simply forces the chains either to manufac- 



ture for themselves or else to back new 
producers who will make for them what 
they need. The chances are that these 
new producers will produce for less than 
the old ones, because they will locate in 
the best places— the sale of their output 
being assured— that is, locate where they 
can get cheap water power or get coal at a 
minimum transportation cost, or a better 
labor market. 

If the producers of all the kinds of goods 
which can be sold in mass quantities will 
adopt the principles that underlie the pro- 
duction of the Chevrolet car, the Ford car, 
the Kmgsport books, the Thorn McAn $4 
shoe and numerous other articles— namely, 
the principle of the best quality for the 
lowest price, the principle that the right 
lo profit begins only with service to the 
customer, the principle that nothing but 
practical, scientific production can compete 
successfully in the future— which means 
that running production by opinion must 
give way to producing and' distributing on 
the basis of fact, scientifically ascertained 
—then they will also greatly increase the 
size of their business and . their profits. 
Still they must realize that big advertis- 
ing that tells the truth, that helps the cus- 
tomer to choose wisely, is not uneconomic, 
is not a waste, but is a real service to the 
progress of the world. 



Raising Money in the Senate 



TIS TEARFULLY touching, this true 
'touching" tale. 
It is the real inside story of how 
Senator James Couzens of Michigan, who 
carried Henry Ford's check for fc'tt.OOO 000 
around in his pocket for days without 
cashing it, tried to panhandle a lunch from 
Senator William E. Borah of Idaho, one of 
,hr ' I »"•!> in the .Senate, l„it gave it 
up and touched him for the loan of a dollar 
when he found the Westerner was only 
going to eat a sack of peanuts for his 
noon-day meal. 

Of course, the fact has been printed of 
Borah lending Couzens a dollar, but just 
how it happened has remained a secret. 
The truth is that Couzens and his family 
hud been to their home in Detroit for a 
visit. When the multi-millionaire awak- 
ened on the train shortly before it reached 
Washington, he decided to put on a dif- 
ferent suit from that he had worn the day 
before, but neglected to shift his money. " 

At the station the Couzens family was 
met by its chauffeur, but the Senator told 
his wife and daughter to take the car, be- 
cause he wanted to walk to the Senate 
office building a quarter of a mile away. 

During recesses of Congress, the Senators' 
restaurant in the Capitol is closed, so 
Couzens decided to walk back to the sta- 
tion for lunch. As he neared that build- 
ing, be discovered that he did not have a 
cent in his pocket. 

Any place but a railroad eating house 
undoubtedly would have given him a meal 
if he had revealed his identity, but the 
Senator felt sure that if he told the man- 
ager of the restaurant that he was Senator 
Couzens of Michigan that haughty digni- 
tary undoubtedly would have replied- 



"Yes, the last fellow who got a free meal 
off me said he was King George." 

So the Michigan man decided the only 
safe thing to do was to retrace his steps. 
As he was about to enter the white mar- 
ble Senate office building, Senator Borah 
emerged. 

_ ''Going to lunch?" asked Couzens hope- 
nilly of his prospective meal ticket. 

"No; I'm not eating lunch today; I'm 
just going across the street to get a sack 
of peanuts," replied Borah. 

''Say, Bill, 1 left my pocketbook in my 
other suit, Will you ban me some money?" 

1 hat s an old story, Jim. The truth is 
you re broke. 

Borah fished in his pocket and brought 
out two bedraggled one-dollar bills 

Couzens took one of them, and the Ida- 
><>an saal "This is the proudest day of my 
me. The Michigan Senator started for 
the station again, but on the way there 
rwhaed that a dollar was a mighty little 
bit to cover the price of a meal and the 
palm of a waiter, so he decided to play 
safe and mounted a high stool at the lunch 
counter. 

He felt sure none of his friends would 
see him there. He had hardly placed his 
order when he felt a clap on the back, and 
one of his rich friends from Detroit shouted 
m his ear: 

"Hello, Couzens! What are you doing 
eating here?" J B 

Maybe the Michigan Senator won't mind 
hb predicament so much if he knows that 
Mark Hanna got on a Washington street 
car one day and had to borrow a nickel 
^ t he conductor to pay his fare, and 
tnat. sir l nomas Lipton never carries any 
money with ht m 
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The Right Bower of Management 

By RAYMOND C. WILLOUGHBY 

Cartoons by Stuart Hay 

THE CONSUMMATION devoutly wished by every business executive is a daily picture of his business that 
will enable him more intelligently to direct operations in every department. 

One business man put it this way: "I have my business so at my finger tips that I can sit in my office 
and look into the innermost operations of all departments as if there were plate glass partitions." This is neces- 
sary if a man is to direct his business as a captain directs his football team. Now, far-sighted executives are 
demanding— and getting— plate-glass windows through which they can observe the operations of their entire 
industry. This gives added zest to the job because it allows an executive to deploy his unit in the great strategy 
of today's production and selling. The glass window is figurative. But executives are getting this vital infor- 
mation through the proper use of figures. Note the word "proper." Many business men are impatient of the use 
of statistics because of a plethora of heterogeneous figures. The writer here tells of the proper use of statistics. 

— The Editor 



IT IS an axiom of gamblers that "you 
cannot win where you cannot lose." If 
it were otherwise, men who broke the 
hank at Monte Carlo or made big killings 
on the races would not have died penniless, 
nor would the mortality rate of business be 
so high. No one knows just how many 
plungers go broke when (heir bunches don't 
pan out, but the records of commercial 
failures in the United States are easily ac- 
cessible and their significance is unmistak- 
able. These death notices of once flourish- 
ing firms reveal to the probing eye the 
tremendous toll of guessing wrong. 

It is as true today as it ever was that 
where there is no risk there is no gain, 
though it is just as reasonable to believe 
that a considerable number, perhaps all, of 
the 21,773 insolvencies reported for 1026, a 
n n.> of 100.0 to each 10,000 firms, could 
have been prevented if the managers had 
hud ) letter information on which to base 
their decisions. 

Many of the bad guesses men make live 
alter ihcni in bankruptcy proceed- 
ings; the good are oft interred with 
the "bones" they pull. That marvel- 
ous sixth sense known as business judg- 
ment, so admirable when it wins, gets 
no cheers when it fails. 
Those hearty kicks busi- 
ness men bestow upon 
themselves for taking los- ' 
ing chances .-he mid all re- 
mind other business men 
they can make their own 
business post and busi- 
ness present guess-proof. 

Improvement of infor- 
mation for the guidance 
of business gets down to 
the need for figures, more 
and better figures — fig- 
ures that at any time 
would tell each manager 
the financial state of his 
business; figures that 
would show him at a 
glance whether he is mak- 
ing money or losing 
money; figures that would 
keep him currently informed on his selling 
. nst-: litrurcs that would reveal at once his 
operating costs, his overhead charges, the 
grate of collections, new orders, production, 



anil cancellations. They would fortify his 
judgment of the future, for the matters of 
chance and probability can be reckoned 
only on past performances and positions in 
the present- 
As facts told in figures free the individual 
man from doubt, so do they emancipate 
the group; as they enlighten one business 
so can they inform an association of busi- 
nesses. No erudite display of logic is need- 
ed to establish belief that the only sound 
business is the planned business. It was 
Henry Bruere, vice-president of the Metro- 
politan Life Insurance Company, who said: 

The successful business of today is the 
husinos that plans. Hunan/a methods air 
obsolete. A planned business must be man- 
aged with consideration of all the factors of 
competition and inter-play of other business 
activity on the market in which operations 
arc carried on. A planned business must be 
aware of the need to leam from the experi- 
ence of others how to improve its methods. 
A planned business takes into consideration 
the benefits to be derived 
from cooperation with others 
in the same line of activity 



"Business men are learn- 
ing that the practical cure 
for many social and in- 
dustrial ills rests on the 
availability of accurate 
information" 




through trade associations. A 
planned business is a business thai 
has windows to look out upon its world 
and through which the world mav look in 
turn. 

That compact glorification of the gospel 



of planning is another testimonial to the 
sovereign business virtues of knowing the 
facts. It is a commentary to freshen reali- 
zation that this age, above all others, h;is 
exalted fact-finding and fact-use. The sta- 
tistician, the cost accountant, the efficiency 
engineer are mighty men, for they speak 
with the authority of truth. Because the 
speech of these oracles has not yet been 
denatured of the mystery of temple terms, 
they have not always been understood by 
the laity. 

The very name "statistics" is formidable 
and rough-cornered, and its litany is no less 
so when read by the high priests. The de- 
light of academicians in unraveling the the- 
oretical threads of the higher calculus is 
not likely to be shared by the ordinary 
man who wants a statistical control of his 
business. It would be as reasonable to 
expect the quarry worker in quest of a 
crowbar to be captivated with a professorial 
treatise on the laws of physics. 

To Make Statistics Practical 

r pO TAKE statistical science out of the 
* text -books and to simplify its principles 
in behalf of a broader field of practical ap- 
plication is the timely job to which a 
considerable number of first-rute minds arc 
now directed. Among the most vigorous 
evangels of this cause is Ernest DeDrul, 
general manager of the National Machine 
Tool Builders' Association. With illuminat- 
ing precept and phrase he has labored for 
the "humaniaing" of statistics. To a con- 
vention of statisticians he declared that: 

Using terms like quinquennial means, in- 
stead of five-year averages, is pedantic hocus- 
p.-nis that serves only to kill interest. Writ- 
ing statistical articles in such term* makes 
them hard to read, and therefore prevents 
the promotion of the science. It may be 
treason to pedantry, but it is not treason to 
science to use simple language wherever it 
will properly express a thought. 

In those sentences is a suggestive ex- 
I'l'^'tn,,, ,,; ,„,. inertia that must be over- 
BMW if statistical science is to serve more 
Inismess men, not because thev are blind 
o the promised benefits, but because they 
DWJC at the labels put on the various parts 
Of the mathematical mechanism. All busi- 
ness men want more business, and prob- 
ably all of them have other desires in com- 
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mon — (o control expenses, to gauge the 
producive eilinency of their plant-- and 
offices, to get a better understanding of 
labor management, to anticipate the need 
for new equipment, to know what articles 
should be manufactured and when, to have 
a better line on industrial processes, to keep 
talis on the buyers, to come out ahead on 
the jol>— but not all of those wistful busi- 
ness men know that the installation of a 
cost system would he the must pract icahlc 
means of making all those wishes come true. 
The freer from frills the accounting and 
statistical method the better, for. to borrow 
another crisp text from Mr. DeI3ruI: 

Through Rood presentation of statistical 
facts, statisticians can and should give busi- 
ness men true pictures of conditions. Stat- 
isticians can and should show the causes 
and effects of these conditions in plain, un- 
derstandable language and charts. Then busi- 
ness men will come to see the wisdom of 
producing more and better data, and will 
be qtiick instead of slow to use statistical 
information as a guide to good business 
policy. When he really setls just such sim- 
ple crowbars to business, the true worth of 
the competent businesslike statistician will 
be recognized and properly rewarded. 

Increased Business Stability 

IMPORTANT in accelerating the move- 
" rnent for the wider acceptance of statis- 
tical information by the business community 
are the United States Department of Com- 
merce and the Chamlier of Commerce of 
the United States, A measure of the prog- 
grcss made is provided in Secretary Hoov- 
er's report for the year 1926. When con- 
sidering the increased business stability 
ihrough the reduction of Iwoms and slumps, 
he writes: 

The Department has steadily enlarged its 
services of business statistics during the past 
five years.- To this has been added a large 
increase in the statistical services of trade 
associations and our various economic and 
educational institutions. Certain fundamen- 
tal information can be collected only through 
ko\ eminent agencies, but the policy of the 
Department, lias been to encourage private 
and institutional action in every field where 
their success is possible. ■ The enlarged pub- 
lication of all these data in the public press, 
the steady increase in subscribers to the de- 
partmental publications and those of other 
institutions an an indication of the growing 
application of these services to the every-day 
course of business. In five years the De- 
partment has expanded the number of items 
of current business statistics in important, 
lines of commercial and industrial activity 
which it Hiipplies to the public from 200 to 
more than 1,500. During the last fiscal 
year 189 new items were added covering 3.S 
commodities. 

We are rapidly approaching the time 
when a business man will be able to de- 
termine the exact position of his industry 
in relation to production, stocks, orders, sales, 
conditions of sources of supplies, the consum- 
ing market, credit, business activity, and 
broad economic currents— both at home and 
abroad — ■which may influence the conduct, of 
his particular occupation. The individual 

Judgment has thus been greatly strength,' I 

Statistics are like weather reix>rts in their 
relation to business conditions. They can be 
made to convey warnings of every incipient 
movement toward over-production or infla- 
tion so that individual action becomes a neu- 
tralizing force' 

Cooperating in this useful work of pro- 



viding warnings for the guidance of busi- 
ness men is the Chamber of Commerce of 
the United States. Through its Depart- 
ment of Manufacture it has counseled indi- 
vidual firms and trade associations on the 
value of adequate figure facts. It has con- 
tended with convincing reason that the 
peaks and valleys of supply and demand in 
commodity markets are due in no small 



"It would be as reasonable to expect the 
quarry worker in quest of a crowbar to 
be captivated with a professorial 
treatise on the laws of physics" 

it 




degree to the lack of dependable figures to 
guide or influence judgment in the "individ- 
ual regulation of production and distribu- 
tion. The costly consequences of guessing 
wrong in business are brought, into sharp 
focus by the Department with bulletins, 
pointing out that individual errors in guess- 
ing on production, shipments, and on stocks 
in the aggregate often culminate in over- 
production the stagnation of distribu- 
tion. Unemployment and market demorali- 
zation are two expensive by-products of 
this confusion. 

Statistical Deterrents 

T)l*T all is nut doubt and chance in busi- 
ness, for the Department of Manufac- 
ture reports that several important indus- 
tries are now using statistical information 
for the control of their operations. Wider 

: 'ptanee of statistical methods is del iye.1. 

the Department explains, by reason of the 
slow appreciation of the value of figures in 
business management, the deterring com- 
plexity of forms preseril>ed by statisticians 
overcome with academic zeal, and the vague 
fear that disclosures of individual opera- 
tions will in some way play into the hands 
of competitors. 

These obstacles are part and parcel of 
the problem of inertia encountered by all 
change and innovation. Solution of this 
problem, in great measure, will lie deter- 
mined by the resourcefulness of trade asso- 
ciation executives, and the Department has 
offered to them its accumulated knowledge 
and experience. The task of the trade 
association, as defined by the Depart- 
ment, is: 

First, to convince its members of the great 



value of developing vital facts as to what is 
going on in the industry and the practical 
use which may be made of them in control 
arid management. Second, since the Supreme 
Court has stamped with its approval the 
gathering and distribution of trade statistics 
as information, as a legal and legitimate ac- 
tivity for trade associations to engage in, 
associations should reconstruct where neces- 
sary their machinery and methods of devel- 
oping and reporting facts of interest to those 
concerned. 

It is also desirable, the Department be- 
lieves, that these reports 1» standardized 
to the extent that they will be reasonably 
comparable with reports in allied lines. 

These recommendations have passed from 
paper into the structures of many indus- 
tries, and testimonials as to the value of 
their application are readily accessible in 
i lie files of the Department. In those files 
are informative appraisals of the value of 
the tactual data collected and exchanged 
by representative groups of industries. 

Value of Data Proven 

HP UK president of a large hardwood con- 
* cern writes: "Trade statistics gathered 
I'V our association are decidedly helpful in 
the operation of our business. In fact, they 
are a necessity." 

From the secretary of a paving-brick 
eompany comes this tribute: "The statisti- 
cal reports gotten out by our' association 
contain wonderful information for us in 
several ways." 

,.rp A P rotluL '?r of pnper boxes reports that 
Trade statistics have been of considerable 
help o us in checking our progress, as corn- 
ered with the industry at large and in 
helping us to save money in purchases." 



May, 1927 

Positive is the comment of the president 
of a zinc-producing company that "There is 
no doubt whatever that statistical infor- 
mation showing an industry's status in 
the matter of production, stocks, shipments, 
etc., are of great value in the intelligent 
direction of any industry' or an individual 
member of such an industry.'' 

Similar commendations have been re- 
ceived from men who shape the policies of 
other industries— men who have eliminated 
guesswork and who now base their judg- 
ments on facts, men who have taken the 
initiative in making possible the develop- 
ment of statistical information for the bene- 
fit of business. These testimonials suggest 
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i hut business has made a beginning toward 
the coordination and consolidation of its 
records tor use in charting its future course. 
They fiwitot that biiMness i.» "stilietiiuting 
intentions for opportunism in management." 

Control by Accurate Facts 

HPI1EY suggest that business men are 
*■ learning that the practical cure for 
many social and industrial ills rests on the 
availability of accurate information, and in 
getting that information into use as the 
basis for managerial policy. 

Desirable as figure-fact control of busi- 
ness may l>e, it will not be generally estab- 
lished until the statistical tools are better 
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adapted to the needs of the ultimate users 
— until the statisticians decide to give men 
"the plain, simple crowbar statistics that 
business ought to produce and use." 

By that decision statistical science would 
be transformed from a cult into a con- 
venience. Then business could clarify its 
purposes with the enlightening leaven of 
facts; it could set its goals with full knowl- 
edge of its strength and its weakness; it 
could coordinate its efforts; it could make 
itself sensitive ami adaptable to changes 
in the national and the international eco- 
nomic structure; and it could give com- 
pelling confirmation to Carlyle's belief that 
"what a man kens he cans." 



Fighting Fires in Bygone Days 



DR. NICHOLAS BAR BON, son of 
Praise-God Barebones of Crom- 
wellian fame, opened in 1067 what, 
was probably the first fire insurance office 
in England. The Medieval Guilds had re- 
imbursed their members for losses by fire 
but. their payments had been made from the 




Firemarks such as these indicated that a 
building was protected by a particular 
insurance company 

Guild's general funds and were not, based on 
any sound principle of insurance. An at- 
tempt to provide fire insurance was made 
by some citizens of London when they pe- 
titioned Charles I in 1635-3$ for a patent 
of monopoly to insure against losses at the 
rate of one shilling for every twenty pounds 
of rent. The association was to rebuild or 
repair damaged houses, maintain a per- 
petual fire watch in the streets and con- 
tribute 200 pounds a year to the rebuilding 
of St. Paul's Cathedral. However, in sub- 
sequent disorders the proposal was lost 
sight of. 

When Fire Protection Grew 

IN SPITE of the fact that the Great Fire 
of 1666 had impressed people with the 
necessity for fire protection, Barbon met 
with but indifferent success until he com- 
bined with several other men in 1680 and 
formed the Fire Office. This company had 
figured out that an average of 750 houses 
had burned in the 14 years since the Great 
Fire with an average loss of £200. A fund 
„f 140,000 had been subscribed as guaranty 
and this fund was to be increased £20,000 
for every 10.000 houses insured. The inter- 
est from this fund alone might be expected 
to meet the losses and leave a surplus, so 
business grew rapidly. Within a year there 
was a proposal that the City of London in- 
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sure the houses of its citizens at a rate 
lower than that charged by the Fire Office. 
The Common Council passed the proposal 
but the courts put a speedy end to thiB 
movement of government in business. 

Inspired by the success of the Fire Office 
a mutual company, called the Friendly 
Society, was organized in 16S4. In an at- 
tempt to stifle competition the Fire Office 
asked the King for a patent of monopoly 
on writing insurance. With a delay worthy 
of the best modern practice the govern- 
ment handed down its decision in 1687 giv- 
ing the Friendly Society a monopoly for a 
year but alter that time they could only 
sell policies alter- 
nate quarters of 
the year. The 

Fire' Office had 
hard slcddinc and 
in 1693 had to 
become a mutual. 

These offices 
maintained fire 
fighting forces giv- 
ing the men uni- 
forms and silver 
badges. Just ex- 
actly what fire 
quenching equip- 
ment these early 
companies had is 
not clear but it. 
must have been 
com pa rat ively 
primitive for we 
find in an English 
publication of 
1634 an only too 
meagre descrip- 
tion of the equip- 
ment used then. 
To one accus- 
tomed to the mod- 
ern engines and 

trucks, this description conjures up pictures 
of pitifully inadequate methods when one 
reads of: "Divers quirts and petty engines 
to be drawn upon wheels from place to 
place for to quench tier among buildings." 

An even earlier mention of fire fighting 
equipment is that of Appolodorus, archi- 
tect of the Emperor Trajan, in which he 
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The "Tout Ensemble" of the well-dressed 
firemen of pre-Revolutionary Days 



writes of leathern bags to which were 
attached pipes, the water being forced 
out by squeezing the bags. 
On May 11, 1752, in Philadelphia, wa3 
held the first directors' meeting of the first 
lire insurance company to do business in 
America. The company was and is "The 
Philadelphia Contributionship for the In- 
surance of Houses from Loss by Fire." 
Among its board of directors was Benjamin 
Franklin who in 1736 had organized the 
L'nion Fire Company, a volunteer fire 
fighting organization. 

There was no direct connection between 
the volunteer fire fighters and the insurance 
companies though the latter did contribute 
large amounts to the volunteers. 

Firemarks, now in such demand as 
antiques, were 
then used on in- 
sured houses to 
distinguish them 
from those of the 
uninsured so as to 
make sure of pro- 
tection. The mark 
of the Contribu- 
tionship is directly 
traceable to the 
Hand - in - Hand 
Company of Lon- 
don which was es- 
tablished in 1696. 
The English com- 
pany used two 
clasped hands. 
The design was 
changed by the 
Contribu- 
tionship into the 
Lady- to- London 
or Saddle Setit 
grip which is prac- 
tically unbreak- 
able. 

Description of 
dinners given, 
with fines col- 
lected tor non-attendance at directors' meet- 
ings, reveals these men as of Rabelaisian 
appetites and capacities. At one time by 
curbing their appetites due to an access of 
enthusiasm for the public welfare or an 
excess of food and drink they were able to 
acquire a fund large enough to mark the road 
in New York with thirtv-one milestones. 
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Progress Rides in on Rubber Tires 

^ By CHARLES PHELPS CUSHING 
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Transportation, said Carlyle, is civilization. 
Here's a story from the Ozarks that proves it. 



RVir.WAV building in the United 
Stales has almost, ceased, so far as 
new trunk lines are concerned. Ex- 
tensions of old systems continue, and cut- 
offs are being constructed, hut the railroads 
are not opening up much new territory. 

The latest and most absorbing phase of 
our transportation development is a tre- 
mendous outpouring of capital into gasoline 
motor vehicles and into the construction 
of permanent highways. 

Which comes first — whether good roads 
beget the motors, or the motors beget good 
roads — we may leave to those who can an- 
swer the old poser about the primogeni- 
ture of the hen and the egg. A more vital 
question at this moment is whether gaso- 
line transportation, if given a suitable test- 
ing ground, can do for civilization anything 
comparable to what was accomplished by 
the old Iron Horse. 

Where Theory Becomes Fact 

GPEEAD your map of the United States 
^ and search it for such a testing ground. 
Some section you should tind which in- 
cludes some counties not reached at all 
by railways, other counties where the rail- 
way touches only a corner or a border, 
and many into which the only rail service 
is a single short "Toonerville Trolley" or 
"Corntassel Pilgrim." 

To make conditions ideal there should l>e 
even in certain of the "railway counties" 
numerous communities which are practi- 
cally off of the map because of almost 
impassable side roads. Then, suddenly, 
this once-isolated inland territory should 
Ik? furnished, as if by the imperial man- 
date of a Louis XIV or a Czar, with a 
magnificent network of modern highways 
Rather a "large order" to fulfill in 



present - day United 
Stales, you may think. 
Where might you hope 
to discover such a sec- 
tion? And, having found 
it, how in a republic 
sueh as ours might you 
hope to get that sudden 
and miraculous bestowal 
of '"king's highways"? 

Yet such an ideal trial 
ground exists, and such 
a test of what gasoline 
transportation and good 
roads can do to open 
and remake a back- 
country section, which 
long lias lagged in com- 
parative isolation, is 
actually in 
progress at 
this moment. 
Almost at the 
renter of your 
map will you 
find the sec- 
tion. Here, 
from amiil 
the prairies, 
rises a region 
of big hills, 
long labeled 
in the geog- 
raphies, the 
"Ozark 
Mountains. 
The greater 

part of this 
highland area, 

fully half, 

spreads over 

most of 




Improved farming methods 
came in with improved roads, 
and the "hill billy" gives 
way to the progressive tiller 
of the soil 



southern Missouri. This part and 
an additional third which bris- 
tles in northwestern Arkansas 
concerns us here more than those 
smaller remainders which extend 
in spurs into the southern tip of 
Illinois and i he upper right-hand 



In remote Ozark re- 
gions modern motor 
cars work the same 
transformation that 
railroads once worked 
elsewhere. Below: A 
typical back-country 
trail and ford in the 
isolation days. On the 
next page (lower) is 
the same road and ford 
today 
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comer of Oklahoma. In all, the Ozark 
Highland is as big as the state of Ohio. 
IL is the onlv extensive section long 
hampered by inaccessibility; and at, the 
heart of it, in consequence, a distinct 
flavor of the backwoods lingered on, 
even well into the twentieth century. _ 

The Ozarks— especially in Missouri 
and Arkansas— hail L'issreil pathetically 
in development, meanwhile appearing 
all the more primitive, of course, by 
sharp contrast with I he ultra-modernity 
of next-door neighbors. Progress was 
,1 idem enough in strips along the trunk 
railway lines. But "back in the hills 
struggled hundreds of communities not 
yet emerged from the primitiveness of 
their log-cabin days. 

Transformations of Twenty Years 
no SHORT a while as fifteen to 

0 twentv years aa« 1 roamed all over 
the more remote rural parts of the 
Ozarks, photographing both their scenic 
charms and their lingering primitiveness. 

The beauty of the big hills 
and shining streams and the 
gigantic, springs of the re- 
gion fascinated me; and 

1 admired no less the 
people — the "pure 
quill" American 
stock for many 
generations, 
most of i hem, 
d e s c endants 
of the "hill 
country"' 
first families 
of Virginia, 
the Caro- 
linas, Ken- 
tucky and 
Tennessee; 
struggling 
gamely here 
against adverse 
fate, and all the 
while as good- 
humored and hos- ^ 
pitable a people 
as any that ever 
breathed. As honest, 
too, and as intelligent.! 
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■R^^ "Nor were 
they, as the 
sequel shows, ad- 
verse to hard work 
if such labor "got 
them anywhere." 
All they Teally 
lacked was oppor- 
tunity. 

The situation 
found in the Ozarks 
interested me so 
much that it forced 
me to learn a new 
trade, photogra- 
phy. I found that 
1 could not make 
"outsiders," even 
those living so close 
to the scene as 
Kansas City and 
St. Louis, believe 
the t r ti t h about 



Motorized rail transport saves the day 
for communities served by branch rail 
lines unprofitable to operate by steam 



these backward conditions without camera 
evidence in proof. After that, it was 
easy for me as a photographer, no 
longer ago than a decade and a half, 
to iind in the Ozarks such emblems 
of the primitive — nor have they all 
disappeared even yet — as old-time 
water-wheel grist mills, mule-back 
circuit riders with saddle-bags and 
current-driven ferryboats which were 
operated by windlass and cables. 
There were scores of horse- or BOUte- 
drawn mail stages, with their thick- 
tircd hickory wheels set wide-gauge 
as an extra precaution against tip- 
ping over on the formidably rough 
roads. There were many hundreds 
of log-cabin homes — some of these 
mud-chinked and with newspapers 
serving for wall paper; and once in a 
while, even so late as 1010, 1 came across 
u barefooted, bearded, overalls-and- 
hick*ry-shirted, old-fashioned "hill billy." 

Farmers Under Protest 

A GOODLY number of the backwoods folk 
had never been thoroughly converted to 
farm life. So far as possible, many of them 
continued to draw much of their suste- 
nance from fishing, hunting and trapping", 
and gathering whatever else; "grew wild." 
Working a few cleared acres in the brush, 
planted chiefly to corn, potatoes and a lit- 
tle tobacco, constituted most of the farm 
labor for which they felt much inclination. 
For the rest, their cattle and chickens for- 
aged for themselves and their fleet-footed 
razorback "hawgs" ranged half wild in the 
oak timlier and hickory woods. 

With their surplus nf these hugs ami 
with wagonloads of axe-hewed railway ties 
they drove at intervals to the nearest "cross- 
roads general store and bartered for such 
necessities as they required from the out- 
side world. Some of them did not handle 
so much as $10 a year in "cash money." 
In these remote backwoods there was 
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little incentive to ambitious effort. To eke 
out a bare existence was fairly easy, but 
to garner even a tiny fortune from a hill 
farm appeared almost impossible. Often 
handicapped both by the painfully hard 
hauls over rough roads and by a thin, 
rocky soil not suited to profitable general 
farming, it seemed an utterly hopeless task 
to attempt to compete in the city markets 
against neighbors who tilled rich, black 
prairie loam or bottom lands, and enjoyed 
the advantage of passable highways and 
cheaper railway transportation. 

Those Who Lived Alone 

WE ARE speaking now of the folk who 
dwelt back in the hills in isolation. 
Certain other Ozark sections, notably some 
in southwest Missouri and northeastern 
Arkansas were fortunate — or progressive — 
enough to have discovered early that their 
salvation os farmers lay in specialization. 
These more alert communities were stead- 
ily progressing even twenty years ago. But 
next-door neighbors, more remote from the 
railways and too impoverished to build de- 
cent roads, continued, down-hearted and 
listless, to keep marking time. 

Then — only a few years ago — came that 
long-awaited opportunity. Today the old 
isolation of the inland hill dwellers from 
the rest, of America is vanishing. The most 
remote sections are testing again, with a 
new type of "iron horse" which is cheaper 
and far more elastic than the old, the Cnr- 
lyle dictum that "civilization is transporta- 
tion." They are testing it thoroughly, and 
they are finding it true. Thousands of 
miles of modern good roads, all suddenly 
bestowed upon regions where in the normal 
course of events they should not have been 
expected to arrive for many more years, 
now arc working miraculous changes. 

Into the rugged third of this great cen- 
tral highland which bristles in northern 
Arkansas, highways built by direct district 
taxation — which, unfortunately, sometimes 
proved almost too burdensome for rural 
communities to bear — have l>een penetrat- 
ing for half a dozen years. Happily, the 
weight of this direct tax now is being dis- 
tributed; it's "one for all, and all for one" 
today, since a state road commission has 
taken over the job in Arkansas. At the 
same time the lack of cooperation between 
districts is ended, and highways are being 
driven from one end of the state to r h«- 
other instead of being scattered around in 
little patches and big gaps. 

. No "Reckless Optimism" Here 

A PHRASE Herl«rt Hoover once used 
1 ■» felicitously, "reckless optimism," no 
longer describes Arkansas road-builders. 
They know what they are about today; thev 
are oiii to u r,.| il, P j r f„l| mone y' s wor th, anil 
by the aid of increased gasoline and motor 
vehicle taxes, they now avoid crushing the 
landowner into bankruptcy. Some of the 
first roads of the Arkansas Ozarks were 
bought at an almost ruinous cost to their 
communities. Rut that's a concern of the 
past. The thing of importance now is that 
these folks have roads, and. that more are 
coming. And vital enough they all are! 

Meanwhile, to transform a much larger 
portion of the Ozark area, which spreads 
over half of Missouri, conservative Old 
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Mizzou herself — and no pussyfooting about 
it, either, but with a loud blare of trumpets 
— has plunged into a sudden gigantic pro- 
gram of highway construction which is on 
a scale to compare with the greatest engi- 
neering projects. 

Upon the highways of Missouri, the 
sparsely populated and comparatively im- 
poverished hill counties of the Ozarks re- 
ceiving their equal division of funds along 
with the richest and most populous coun- 
ties of the north, $2(t(i,0O0,000 is being ex- 
pended—nearly half as much as the total 
cost of the Panama Canal! 

It all has happened so swiftly that 
most Missourians themselves scarcely ap- 
preciate what transformations are un- 
der way, especially in that southern "hill 
country" which for a hundred years, fet- 
tered by lack of proper road facilities, 
never has had a chance to prove its worth. 

Now for an example or two. From Stone 
County, Missouri, comes this incident, for 
which the writer vouches as a witness. 
This happened not more than fifteen or 
sixteen years ago and in a county which 
had a railway cutting a long diagonal across 
its very center. 

A Sample of Provincialism 

T^OR FOUR days we had been voyaging 
1 by Ozark toothpick, skiff on a "float 
trip" down the James River and the White 
from Galena. By this time we got to won- 
dering whether we weren't Hearing some siz- 
able town. So, to the first native we spied 
on the bank— a youth almost old enough to 
vote — we shouted an inquiry: 

"How far do you call it, please, from 
here down to Branson?" 

"Dimno," the youth replied. "Hain't 
never been tith Branson." 
"How far is it, then, to Galena?" 
"Dunno. Hain't never been tuh Galenv 
neither." J ' 
A rock-littered, stumpy road wriggled up 
from the shore past a few cabins and on 
OVei the hilltop through the woods. Per- 
haps that might furnish a clew? 
"Where does that road go?" 
"Thet thar trail? Nowhar pertic-lar. 
.lest back in the bresh a piece." 

Real provincialism for you! This young 
man had vegetated all his life in one small 
cove, had never visited the nearest, county- 
seat towns or even heard the whistle of a 
locomotive. 

The chances are excellent, however, that 
his horizon has widened since. In the past 
few years this immediate neighborhood has 
attraeled droves of automobile tourists; 
and the resilient s of Stone County now 
boast not only of such tokens of progress 
as Galena's new courthouse and the new 
school buildings, but also of the fact that 
in the last winter they possessed in their 
own right 1,322 motor cars — ;">71 of these 
purchased since June 1, 1925. 

Today the lowest number of cars regis- 
tered in any county of the Missouri Ozarks 
exceeds 550. From that the figures run on 
up to the jieak attained in the "flats" of 
Oreene County, of which the capital is 
Springfield, where the total on January 1, 
1027, reached 16,776. 

Motor ears had become a commonplace 
of life a dozen years ago in the prairies of 
Kansas, Oklahoma and northern Missouri, 
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but in the Ozark mountain region they 
were being operated bv only a few of the 
boldest trail-breakers. The experience of 
such a hilly spot as Shannon County, Mis- 
souri, is typical. Though at this writing 
there are S«3 care in Shannon, we hear 
that there wasn't, a car in the county in 
1912j and in 1913 there were only two. 

The capital of Ozark County, farther 
west — in inland isolation nearly 50 mile* 
from the nearest, railway— got its first big 
thrill at the sight of a "horseless carriage" 
in 1911, when two adventurous lads from 
a West Plains machine shop drove proudly 
into Gainsville. 

The attempt to transport the Gainsville- 
West Plains mail regularly by a hard-rub- 
ber-tired motor hack proved a failure even 
so recently as 1914. After that, we hear, 
the owners of the hack sold out for $125. 
Then the new possessor, likewise, got 
"plumb discouraged" and left it to rust in 
the rain. Luckily, the flivvers which gamely 
began their conquest of the county at about 
the same period "stood the racket" much 
better. And now behold the contrast: 

Where the old Gainsville mule-team mail 
■stage used to bump for ten painful hours 
along the road to West Plains, the modern 
mail stage over the same route is a 24- 
horsepower gasoline truck which makes the 
run easily in three hours. 

Where the freighter wagons by which all 
heavier goods used to be imported into 
Ozark County required from two days, in 
the best of weather, to four or five when 
the roads were heavy, you now see loads 
of goods weighing from 3 to 5 tons go roll- 
ing down the length of the drive in a sin- 
gle morning. As one consequence the 
once-burdensome tax for freighting has 
been cut in half. 



Now Farmers Profit, Too 

IF THE merchants profit directly, and the 
* consumers, so do the farmers of the 
Oainsville neighborhood, who used to herd 
their fattened cattle and great droves of 
turkeys down the long, rough road afoot, 
every weary mile taking its heavy toll of 
marketable weight. All this trudging, all 
this lost time and costly shrinkage now are 
lwing eliminated by the more modem 
method of transportation by motor truck 
What has all this done for Gainsville, in 
terms oi dollars and rents? Within the 
past two years— the period since good 
road* and a new .fUCI/UHl bndge have -pot 
the town upon the map"— deposits in the 

wSSf k ll!lve berea8ed more aian 

, The cut in the heavy tax for freighting 
is not, of course, the only reason for this 
new prosperity. Improved farming meth- 
ods came in along with improved roads; a 
real incentive to greater production arrived 
when it became possible to market at a 
larger margin of profit 

In these once-remote Ozark regions good 
roads and modern motor cars work ore 
eisely the same kind of transformations 
that railways once did in winning the west 
ern prairies. 

On rubber tires instead of by the old 
"iron horse" a complete new set" of stand- 
ards of living now arrives, in short, a new 
cation; the last backwoods have Z 
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Taking The Guesswork 
Out of an Industry 



By CHESTER LEASURE 



The paper maker cannot follow the re- 
treat of the forests: plants are too big 
and too expensive. This makes the paper 
and pulp industry an aggressive supporter 
of practical reforestation 



FIFTY years 
ago t he paper 
makers of the 
country quit going it alone and trusting to 
luck to shape the destiny of the larger af- 
fairs of their business. 
Common interests brought them together. 
Questions of markets; questions of pro- 
line ion — the industry's capacity to meet 
the nation's demand for paper yet. avoid- 
ing disastrous over-production; questions 
of raw materials; questions of foreign 
competition involving national tariff leg- 
islation; questions of domestic competi- 
tion, perplexed the individual paper manu- 
facturer. Alone, he was unable to cope 
with them satisfactorily. His vision was 
hemmed in by the immediate horizon of his 
own plant and distorted a bit, perhaps, by 
little devils of suspicion as to the square- 
ness of competitors. No matter how care- 
ful his study, his own judgment was nut. as 
incisive and accurate as the collective judg- 
ment of his group. Going it alone the best 
that could be hoped for was a sort of 
"by-guess, by-nosh" solution of the larger 
problems of the industry. 

Beginnings of an Industry 

HP I IE BEGINNINGS of paper making in 
* America run back into colonial annals. 
As early as 1690 a mill for the making of 
paper by hand process from rag pulp was 
established at German town, Pennsylvania. 
But not until the War for Independence 
shut off the supply of paper from England, 
did the domestic industry acquire anything 
like impressive proportions. With this- war 
embargo on paper imports Continental 
government officials appealed to the people 
to save rags so that sufficient paper might 
be made to meet the more urgent and 
pressing needs. Under this stimulus many 
small paper mills sprang Into existence, 
producing hand made rag pulp paper, and 
from then on until the outbreak of the war 
between the sections in the sixties there 
was a steady increase in the number of 
paper-making enterprises. 

Two events gave the paper-making in- 
dustry great impetus. 

First was the invention of the Fourdri- 
nier machine bringing the aid of mechanics 
to the art of paper making. This made for 
increased and cheaper production. 

Second was the discovery of wood pulp 
as a substitute for rags as raw material 
lor paper manufacture. This came about 
the lime the guns of Civil War ceased fire. 

During all this time paper makers oc- 
casionally got together. But these were 
more or less chance gatherings and repre- 
sented no approximation of a fair repre- 
sentation of the industry. During the 
sixties and early seventies these meetings 
grew more frequent and attracted larger 
interest among individual manufacturers. 
Contact brought acquaintance. Acquaint- 
ance brought better feeling. Better feeling 



brought exchange 
of experiences 
and this a grow- 
ing group consciousness and a spirit of con- 
fidence. Gradually it dawned upon the in- 
dividual paper maker that his competitor 
was a pretty decent sort of fellow after all. 

Beginnings of Organization 

A DEFINITE gesture toward inclusive 
*!* organization was made at a meeting 
of paper makers assembled at Springfield, 
Massachusetts, July 20, 1878. This meet- 
ing issued an invitation to all makers of 
writing, book, manila and newsprint paper- 
to meet at Saratoga Springs, New York, 
on August 28, to discuss common interest, 
and to effect an inclusive trade organization 
widely representative of the industry. 

One hundred paper makers responded to 
the invitation and organized the American 
Paper Makers Association with William 
Whiting of The Whiting Paper Company of 
Holyoke, Massachusetts, as its first, presi- 
dent. The Association has been continuous. 
Recently the organization whose name was 
changed in 1S97 to the American Paper 
and Pulp Association with a membership 
widely inclusive of paper merchants, pulp 
and paper manufacturers observed its semi- 
centennial. The association thus is dis- 
tinguished as one of the oldest trade organi- 
zations in the country. 

In the call for the Saratoga Springs meet- 
ing its purposes were thus set forth: 

It is expected that all matters affecting the 
genera! good of the trade will be considered 
at the meeting, especially the question of 
demand and supply and the best means of 
insuring stability to our business. 

The meeting, thus called, assembled and 
the participants officially resolved: 

The time has come when an intelligent 
sense of duty and interest calls upon the 
paper manufacturers of the country, one and 
nil, to unite in a well directed organized ef- 
fort to rescue their business. 

They pledged faith in the principle of 
organization in this language: 

By acting intelligently together we can make 
our business what it ought to be and place it 
upon a basis more satisfactory and sure than 
it ever has been or ever can be while we 
work in ignorant, independent rivalry. 

Summing up conditions confronting the 
industry, General Plunkett, of Adams, 
Massachusetts, chairman of the meeting, it! 
his opening address, said: 
Now we have new vagaries coming up. Free 
trade notions— communism and other so- 
called reforms are looming large. 

The life span of the paper-making in- 
dustry in America is a bit over two hun- 
dred years. That of the association of 
paper and pulp makers and merchants is 
but fifty years — a scant fourth of the time 
since the first paper mill was established 
in America. Is it merely a coincidence. 



2.S 



NATION'S BUSINESS 



May, 1927 



that into this Inst quarter of the industry's 
existence is crowded a ror-nnl of achieve- 
ment, of expansion, of progress far snr- 
passing the record of the previous century 
and a half of the industry's life? 

In common with Jill industry, to be sure, 
mechanics, invention and applied science 
jrave i he business of paper making a tre- 
mendous forward impetus, but the alertness 
of the industry to grasp opportunities 
opened before ir by invention and dis- 
covery was the contribution, not of in- 
vention nod discovery, but of the vision 
and courage of organization ! 

Invention and discovery made possible a 
vastly increased product ion. This mass 
production made possible a much less ex- 
pensive product. 

Hut the Fourdrinicr paper-making ma- 
chine and the discovery of wood pulp a< 
a raw material did not expand markets 
nor find new uses for the increased produc- 
tion. That was the work of organization 
within the industry— the accomplishment is 
an impressive exhibit in the case for the 
trade association as an invaluable adjunct 
of modem business. 

"Go-It-Alone" Is Passe 

THE EXISTENCE of these group or- 
gainzaiions i> evidence that the manu- 
facturer and business man are convinced 
that the go-it-alone policy is neither satis- 
faetory nor profitable. 

His identification with a trade group is 
a recognition that association with others, 
producing or distributing the same com- 
modity, enables him through group action 
to do those things which he could not af- 
ford to do alone. Moreover, suspicion and 
injurious "cut-throat" competition give 
way to a spirit of friendly cooperation antl 
of confidence. 

Membership in such a trade group in- 
volves neither loss of individuality nor of 
initiative in the profitable development of 
the member's own enterprises. On the 
contrary he is stimulated to greater initia- 
tive. He is instructed in more effective 
business methods through the mutual ex- 
change of experience. By joining forces 
with his group he copes more effectively 
with the needs of his industry' in research, 
in contacts with government, in foreign 
competition, in overcoming fogy notions 
and beliefs ami in outlawing abuses within 
the industry, without waiting for ambi- 
tious statecraft to set up the hue and cry, 
"there oltabealaw!" 

A Revolution in a Lifetime 

THE TRADE association, moreover, is 
essentially a democratic organization. It 
tolerates neither dictators nor autocrats. 
It is not "bossed." 

But. to return to our muttons — the paper 
industry is, perhaps, the only American 
industry whose principal raw material has 
changed completely within a generation. 
This was of tremendous importance, not. 
only to the industry but to the social and 
intellectual progress of the country. As 
recited, pulp made from wood came into 
use in paper making about the time of the 
elose of the Civil War but not until the 
seventies — significantly coincident with the 
organization of the industry into a cohesive 
trade group— was the process of reducing 



wood to pulp developed to a degree per- 
mitting its general use. 

In this day of great metropolitan news- 
papers, magazines and low-cost books it is 
difficult to visualize conditions which 
existed when all newsprint and all of the 
tetter grades of paper were made entirely 
from rags, and quite largely by hand. 

Enter the New Competition 

GRoT'NDWOOD or mechanical pulp 
produced by pressing blocks of wood 
against ;i revolving stone, like a huge grind- 
stone, and produced in quantity rapidly and 
cheaply, made cheap newsprint and book 
paper possible. This, in turn, resulted in 
I ngger and speedier paper-making machines 
feeding huge printing presses producing 
tremendous editions of daily newspapers, 
popular weeklies, monthly magazines and 
"best sellers." 

Equal in importance to the reduction of 
wootl to pulp by mechanical means are the 
developments in the reduction of wood to 
pul]) by chemical agency. Research and 
exchange of experience through group 
association measurably advanced these 
achievements just, as they are the inspira- 
tion of continuing experimentation in the 
refinement of wood pulps and their adapta- 
tion to an increasing variety of uses. 

Millions of pounds of rayon from wootl 
pulp! 

Millions of yards of wood cotton! 
Synthetic woolens ! 

These are of far-reaching effect upon the 
life and habits and industry of the country. 
And the end is not yet. The explosive 
power of steam— the method used to 
produce the "food shot from guns"— is pro- 
ducing a wood pulp of literally tremendous 
potential possibilities adapted to structural 
uses and doing it in minutes where the older 
processes took hours. This, too, cheap- 
ens production and puts a new weapon 
into the arsenal of the New Com])etition ! 

Untold values in forests. Trees and 
scientists— competitors of the silk-worm, 
the cotton spinner, woolen textiles and the 
structural material industries! This is but 
a glimpse of the vista that unfolds. 

An Industry That Stays Put 

WITH the substitution of this new raw 
material, wood pulp, the paper-making 
industry' became dependent upon the for- 
ests, but unlike the lumber industry which 
is more or less nomadic in character — cut- 
ting here and then moving on to new stands 
of timl>er, the paper industry is more fixed 
in character. Once a mill is located it stays 
put, unless there is a complete exhaustion 
of its raw materials within a radius of un- 
prohibitive transportation costs. 

A modern, paper mill is a complicated 
manufacturing plant requiring the services 
of skilled workers and artisans. It is esti- 
mated that erection and installation costs 
of such a plant are some #4(),()()() per ton 
daily production capacity. Obviously such 
expensive aggregations of plant equipment 
can't be hauled 'round from place to place 
without tremendous cost and loss. Then, 
too, adequate water supply is imperative. 

This inability of the paper maker to 
follow the retreat of the forests makes the 
associated pulp and paper industry an 
aggressive advocate of practical forest a- 



tion. Nor is the paper maker actuated 
entirely by self-interest for, vital as wood is 
to his welfare, the paper milker consumes 
but 4 per cent of the annual cut of timber 
in this country. 

The most desirable woods for pulp are 
the so-called soft woods, the evergreens, 
spruce, balsam, fir and hemlock. Increas- 
ing scarcity of these woods has directed 
the paper maker's research into experi- 
ments with hardwoods. Practical experi- 
ments have proved the utility of such 
woods as beech, birch, maple, bass-wood, 
cottonwood, gum, yellow poplar, and the 
like. One of the popular national weeklies 
is now printed upon a book pajier produced 
from hardwood pulp. 

The associated industry participates in 
these searches for substitutes to bridge the 
industry over until such time as reforesta- 
tion assures a supply of the soft, woods. 

Done in quick strokes, such is the picture 
of past and present activities of trade or- 
ganization as typified in the pulp and paper 
industry. Through its half century the 
association has had its tips and downs yet 
it has piloted its course toward its major 
objectives — sound and permanent solutions 
of common problems through cooperative 
intelligence and enthusiasm. 

A Record of Achievement 

A BRIEF enumeration of major associa- 
■f*tion activities suffices to establish defi- 
nite results of its service to its industry. 
Noteworthy among these are: 

A membership expanded until it repre- 
sents the entire industry. 

A comprehensive statistical service cover- 
ing all groups within the industry — a ser- 
vice that interprets the facts of general 
business in terms of the interest of the pulp 
and paper industry. 

Cooperation with other national agencies 
in support of helpful legislation and in op- 
position to hampering legislative proposals. 

Friendly contacts with the pulp and 
paper industry in Canada and European 
countries and contacts for better relations 
between the industry and the manufac- 
turers antl distributors of accessory ma- 
terials used in paper making, such as casein, 
glue, resin, coloring pigments, China clay 
and the like. 

Assistance to individual mills in develop- 
ing new markets for their products as 
substitutes for other materials, through 
group selling. 

Standardization of paper grades and sizes 
accomplished through the activities of the 
association and its affiliated organizations 
in cooperation with the federal Department 
of Commerce. 

The promotion of a comprehensive for- 
estry program to insure a supply of raw 
materials. 

Adoption of rules and regulations for 
weighing, sampling and testing wood pulp, 
acceptable to both domestic and foreign 
manufacturers. 

Fostering more effective cooperative rela- 
tions with the Department of Commerce, 
the TJ. S. Forest Service, regional forestry 
experiment stations, the Bureau of Stand- 
ards and other governmental agencies. 

The promotion of a public appreciation 
of the essential character of the industry 
and an understanding of its problems. 
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VI— -CELESTIAL CATHAY 



TJTfQNG FOO BABBITT, newly elected president of 
the Dragons' Club of the City of Unspeakable 
Bliss, is about to set forth to purchase a dozen petrified 
pigeons' eggs— no small task in those early days of much 
government regulation. Mr. Wong has read seventeen 
volutnes of laws regulating street traffic and the thirteen 
volumes regarding purchases {especially Vol. IV [eggs], 
Sec. 2 [pigeons]; see People vs. Wing 146 Canton 283). 
His wife and child bid him farewell— perhaps forever 
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Let the Public Know 

TN 1900 most public utilities were locally owned and 
^ iocftliy operated. During the past twenty-five years, 
however, phenomenal progress has been made in both 
plant and service expansion of these utilities — electric light 
and power, local transportation, telephones, telegraph, radio 
— and huge investment of private capital in such enter- 
prises. With this growth has evolved the principle that 
government, local, state or national, has the right to issue 
utility franchises and to regulate utility rates, without 
wresting management and financing from private enterprise. 

It is a tribute to the adaptability of American business 
and to the common sense of our people as well that in this 
short time a system of governmental regulation lias been 
evolved that leaves management and operation to business 
enterprise. Private management and operation retains an 
initiative and freedom rarely found in governmental bu- 
reaus. For example, our Congress has so hopelessly ham- 
strung the Bureau of Internal Revenue by creating a Con- 
gressional Committee to pass on certain tax refunds that 
no one in the Bureau dares make a decision against the 
Government for fear of political investigation. But that is 
another story — 

Recently, the movement toward consolidation of public 
utilities has been marked. The benefits of these consolida- 
tions in improved service and in decreased cost of service 
have been of obvious advantage to the public. 

But with these combinations and consolidations come 
new questions which must be answered sanely and with 
justice to all interests, else we are likely to come into an 
era of public distrust and political baiting of these most 
essential industries. 

These public utilities have been built and consolidated by 
the initiative and genius of business men. Once installed 
they become necessities and, according to our American 
philosophy, must not be used to exploit the public for the 
benefit of the few. 

The governmental commissions have been inaugurated 
to see that this principle is carried out. As a whole these 
commissions are working in the public interest. 

Management must have a sufficient financial return to 
insure the necessary funds for replacements and expan- 
sion of facilities necessary to the development of service. 
Rates, therefore, must be fixed by governmental agencies 
at a level that will bring such returns. It is essential, more- 
over, that the public know and understand the methods of 
financing, the problems of control, the actual profits and 
the reason for rates charged. 

An understanding of these subjects in relation not only 
to the local service companies but to the holding companies 
h necessary to a proper relation between the public and 
these indispensable agencies. 

The great majority of these public service corporations 
have a keen appreciation of the public interest and enjoy 
public confidence. 

The small percentage of doubtful ones should not be 
allowed to undermine public confidence in this great basic 
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industry. The effective defense against political clamor 
and ignorant criticism is a frank revelation of the facts. 
And the facts will prove beyond question that the prin- 
ciple of private ownership and operation with proper 
governmental regulation is sound. 

The Tabloids Discover America 

RATION'S BUSINESS has been accused of being ma- 
™ terialistic, of trying to measure the greatness of 
America by the bath tubs, the telephones, the radios and 
the automobiles it enjoys. 

The truth is that Nation's Business has said that mate- 
rial comforts and conveniences are not the measure of a 
country's greatness, but that a full stomach, a warm home, 
opportunities for travel — all these things are helps towards 
happiness; in short, that it is better to have them than to 
be without them. 
But when we read this we rebel: 

"Tabloids * * * are as truly expressive of modern 
America as World Series baseball, skyscrapers, radio, the 
movies, Trudy Ederle, Billy Sunday, taxicabs and beauty 
contests." 

If these things arc "truly expressive of modern America," 
we can but feel that possibly Columbus made a mistake. 

Who Wants to Be Typical? 

SUBSCRIBER wrote to us recently to criticize an arti- 
cle on retail selling. He pointed out that the retailer, 
who was successful, was not a typical storekeeper. 

As a matter of fact, he was unusual. That was what 
made him worth writing about. And isn't every retailer 
trying to be just that? If the "typical" grocer has a busi- 
ness life of just seven years, then the best thing for any 
merchant is to be unusual. John Wanamaker wasn't typi- 
cal, nor was Marshall Field. And how many of their 
contemporaries are remembered? 

A Novel Index of Business 

J^AID a business visitor: 

"I've been traveling for severul days now, sleeping each 
night on a Pullman, and I'm inclined to think business isn't 
as good as it has been." 

"Why? Pullman smoking-room talkers?" 

"Nope," was the answer. "It's easier now to get lower 
berths than it was. Some months ago you couldn't get a 
tiling without a reservation. This trip I could get 'em 
right up to train time." 

A business impression based on peculiar grounds. 

Let the Biggest Law Suit Go On 

HPHE "Biggest Law Suit of the Century" may now pro- 
1 ceed. It was temporarily halted on February 21 when, 
in deciding the Los Angeles and Salt Lake case, the Su- 
preme Court declined to review the valuation methods of 
the Interstate Commerce Commission on the ground that 
the Commission's valuations are not subject to injunction 
until they are actually used as a basis for rate making, or 
for recapture, or for some other purpose. 

On March :!1 tin' Commission accepted this challenge and 
used its valuation of the St. Louis k O'Fallon Railroad as a 
basis for directing that road to pay to the Government 
$228,000 of "excess earnings." In its decision the Commis- 
sion said: "What we do in this case we must in principle do 
for all the railroads in the United States." 

This case will undoubtedly be carried promptly to the 
Supreme Court of the United States. The railroads will 
urge that cost of reproduction at present prices is the basis 
that should be used in fixing the value of the railroads of 



the country. The Commission will condemn the use of cost 
of reproduction at present prices as the "sole or controlling 
criterion in the determination of values for rate-making 
purposes," nnd will defend its own method of valuation at 
1914 unit prices with the valuation brought up to later dateB 
by the addition of actual recorded investment expenditures 
less depreciation. 

The O'Fallon decision is, of course, not final, and it may 
be reversed by the Supreme Court ; but it has already ac- 
complished one very desirable purpose — it has made possi- 
ble an immediate appeal of the whole question of railroad 
valuation to the Supreme Court of the United States under 
the terms prescribed by the Court itself in the Los Angeles 
and Salt Lake decision. 

Stick to Your Trade Association 
'T'TTE TRADE association movement in this country is no 
*■ new thing. It has been tried and not found wanting. 
Tiiat is one thing that makes valuable the article on the 
work of the Paper and Pulp Association which we print 
elsewhere. 

Hut the article has a larger purpose than the mere report- 
ing of the work of an association which is just celebrating 
its half century of usefulness. Nation's Business hopes 
that this and similar articles which we have printed will 
serve the double purpose of stimulating other industries to 
organize or to perfect their existing organizations and to 
teach the business man how important to him is his trade 
association. 

In these tremendous- < lays uf competition between indus- 
tries, of dependence upon research, of need for more 
knowledge, the man who tries to fight alone is foolish. 

Where Big Offers Go 

COME of the testimony at the hearing on the taxes due 
from the Ford minority stockholders was devoted to 
the value of Ford, not Fords nor the Ford plant, but Ford 
himself. Bankers who testified rolled out huge figures of 
what they would give for the business; but what they 
meant, and what they sometimes said they meant, wjas what 
they'd give for the Ford name. the. Ford reputation, the 
Ford ability at management. 

Just the other day it was reported and not denied that 
Gerard Swope, president of General Electric, was asked 
to take charge of another concern which had been in trou- 
ble, at a salary of $230,000 a year and a bonus of a million 
or so in stock. The value of a name when that name means 
managerial >kill ! 

And probably of a million or two aimless-minded youths 
who read the announcement, half said: 
•"Gee, the lucky stiff!" 

Antl the other half said: 

"$250,000 a year! One year for me, and then I'd take 
life easy." 

But somehow the man -who thinks such things are luck 
and the man who wants to work a year and quit aren't 
the ones to whom the offers are made. 

A Tribute to Business 

YAfHEN J. P. Morgan testified that "character" was "the 
V * bottom fact" in business, and that he dealt with a man 
primarily on that basis, his judgment aroused considerable 
carping comment. That his belief was well-reasoned time 
has made plain. But something more than approval of 
character in the abstract is recorded in a court decree which 
commends the trustees of the general and refunding mort- 
gage of the Chicago, Milwaukee & St. Paul Railroad Com- 
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pany. In this long-drawn litigation charges were made that 
the trustees, the Guaranty Trust Company of New York 
and Vice-President M. P. Callaway, were pressing Tor the 
foreclosure and sale of the property in order to favor one 
group of bondholders to the injury of another. It was 
Judge Wilkerson's opinion that the charges were not sus- 
tained, and he declared that 

the trustees have acted in strict accordance with their duties under 
the terms of the mortgages and indentures of which they are 
trustees. ... To very high degree the trustees have acted in the 
interests of all the bondholders, giving due effect to the terms of 
the mortgages and indentures, which are binding upon the trustees 
and all bondholders alike. 

An appraisal so approving of the trustees can hardly 
avoid fortifying their belief in the rectitude of their conduct 
in a proceeding involving a debt of $400,000,000. But with 
the deserved commendation, it, also has the useful quality 
of emphasizing to a larger area of faith the assurance that 
honor and humanity are the standards by which "big busi- 
ness" has become genuinely "big"— a conclusion long ap- 
parent to those who know most about business. 

Millinery on Both Ends 

pART of the women's shoe business left New England for 

Brooklyn and Newark a few years ago. Whv? 

Various reasons are advanced. One, set forth by a dis- 
tinguished New England merchant, was that the neighbor 
manufacturers failed to realize that the women's shoe indus- 
try was very upset by new influences from without. 

Said he: "Shoes for women are no longer just something 
to protect and cover the feet. They're styles. Women now 
wear millinery on both ends of 'em." 

A failure to recognize "the new control." 

Adventure and Youth 

^RE THE young men of today as adventurous and 
adaptable as those of a former generation? A nauti- 
cal friend suggests that they are not, and bases his belief 
upon the. exploits of certain youngsters who once served 
in high command upon the sea. 

A captain of 21 took a brig to China, bought a cargo, 
carried it to South America and sold it; a boy of 18 
captained a schooner down to Norfolk, loaded it with coal 
nnd returned to Boston; a U. S. Senator from a New 
England state, as a boy of ID, was captain of a ship on a 
voyage to the Far East, which he reached after a series of 
thrilling incidents. There he sold his cargo, bought another 
and returned home. His companions on the voyage were a 
mate of 20, a clerk of IS nnd a second mate of 24. 

The son of a New Bedford merchant of the ripe age of IS, 
commanded a ship on a voyage to the Baltic, and made a 
honeymoon voyage of it by taking along his young bride 
of a few days. Then there was John Boit, Jr., who in 1794, 
commanded the 64-foot sloop Union on a voyage from 
Boston around Cape Horn to the Northwest coast, where 
he bought a load of furs that he sold in China. After load- 
ing with silks and tea he returned home bv way of the Cape 
of Good Hope, thus circumnavigating the world And this 
was accomplished without any of the modern aids to 
navigation by a matured sailor of 191 

These are interesting, not to say remarkable exploits 
And yet last summer four college boys sailed a schooner", 
much smaller than the Union, across the Atlantic to Cowes 
participated in an ocean race to Fastnet, on I he Irish coast 
and returned safely home. ' 

And it may be that youth is now doing with automobiles 
and aircraft what its grandfathers did on the sea. 

Nation's Business 
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McDuffle Recognizes Russia 



TWO YEARS ago George McDuffle 
had very definite ideas about Russia. 
"The Bolsheviks believe in world 
revolution and I don't," he would say. 
"They want to destroy private property 
Bad private enterprise. They arc against 
the family, religion and bourgeois? morality. 
If they kept those ideas in their own coun- 
try, it would be bad enough, but when 
they announce that their goal is the over- 
throw of all capitalistic governments, in- 
cluding our own, and the substitution of 
their foolhardy, contemptible theories— 
I'm against them." 

That, I have said, was two years ago 
when everylx>dy knew what the bolshe- 
viks expected to do to us, and the issue 
was very clear — we either favored their 
ideas or we opposed them. 

But yesterday when I visited McDuflle's 
home he was a different man. He sucked 
the end of his cigar reflectively and hung 
his head on one side. 

"Maybe," he said to me, "maybe we 
have been a little too hard on those Rus- 
sians. Perhaps — perhaps we might even 
recognize them." 
I gasped. 

"Hut how about their contemptible the- 
ories?" I managed to exclaim. "Their the- 
ories on marriage, religion, and private 
enterprise?" 

"Oh, well," he smiled, "of course some 
of the extremists in Russia want all these 
things, but then take the menshiviks, or 
even Stalin himself. After all, he's not 
such a bad sort." 

McDuffle pointed to an article in 
The Daily Blot, which deserilwd in 
great detail the new Russian art. 
It was one of a scries on 
Russian drama, Russian 
opera, Russian literature 
and Russian civilization. 

Last night lie told me he 
had witnessed the lavish 
movie spectacle, "Breaking 
Chains." A week ago he had 



By H. A. JUNG 

Commissioner, National. Clay Products 
Industries Association 

Cartoon by Charles Dunn 

heard Chaliapin. This very noon he had 
listened to the head of the polit.ictd science 
department of a university recount his ex- 
periences in Moscow. On his library table 
were copies of Utopia in Charm, and A 
I'risoner of Trotsky's, the latest issues of 
77ie Nation, The New Re-public, The Chris- 
tian Century, The Liberator, The New 
Masses, and a half dozen "liberal" maga- 
zines. 

McDuffle, you see, prides himself that he 
"keeps up" on all these things and that he 
even subscribes to The Daily Worker. 

And as we ait there discussing a plea for 
the recognition of Soviet Russia, written by 
a Y. M. B. A. secretary for Current His- 
tory, 1 could hear emanating from the radio 
loudspeaker in the living-room, 
strains from The Volga Boatman, 
followed by announcement that Mr. 
Sherry Keddy, who has 
just returned from an ex- 
tended studv of Russia 



with a mission of business men, would 
speak with authority on "Why Russia 
Should Be Recognized." 

"Oh, George," Mrs. McDuflle gushed , as 
she stuck her head through the library 
door, "that's the Mr. Keddy who is one 
of the lecturers in our Russian series. He's 
going to speak on, 'The New Russia — Why 
the i'niffd Stales Should Recognize Her,' 
next Tuesday noon. Wouldn't you men like 
to come? We'd be tickled to have you ! " 

Evidently the McDuffles didn't hear what 
I murmured. 

"Yes, come along, old scout," invited 
McDullle. "1 went lasl week and heard Dr. 
Parket on the same subject. He's a whiz. 
Just got back from eight weeks' intensive 
study of Russia. You'll like him — his 
broadminded outlook — his appreciation of 
art and all that." 

Then as a clincher, because McDuffle, 




Back of Russian literature, Russian 
music, Russian drama, excellent in them- 
selves, perhaps, as manifestations of art, 
are the stark facts of the real Russia 



after all, is p. business man, George's eye 
lighted on two little paragraphs as he was 
scanning the market news of The Evening 
Wow. One indicated that our exports had 
been hit by the heavy export of wheat from 
Russia. The other told that a syndicate 
of prominent American capitalists had 
been granted oil and timber concessions 
by the Soviet Government. McDuffle 
lighted his cigar, blew a reflective smoke- 
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riiiR toward the ceiling and remarked with 
an air of deliberation: 

"You know they can't lie such a bad lot, 
after all. Look at their wonderful art — 
their theaters— their music— the culture of 
their leading representatives. And when 
a crowd like the Paraxon Oil Company de- 
cides to invest in Russian oil, conditions 
must he pretty solid. Why, Dr. Whosit 
told us last week that life and property 
are safer today in Moscow than they are 
in New York or Chicago or San Fran- 
cisco!" 

"But. how about the world revolution?" 
I asked. 

McDuffle positively 
beamed at me and 
puffed very gently on 
his cigar. 

"You forget 



magazine articles 
— Russian books — 
Russian lectures — 
Russian radio 
talks! .Ml are 
having their ef- 
fect, 

McDuffle and 
the rest forget 
that communism 
means the de- 
struction of our 
present civiliza- 
tion. They are 
too busy listening 




Stalin," he 
said. "The 
government 
is gradually mod- 
erating its policies. 
It's not the same 
as it was under Lenin and Trotsky and 
Zinoviev. Why, Stalin has stated officially 
that he is discontinuing all foreign propa- 
ganda and concentrating his efforts on de- 
veloping Russia's resources. He is letting 
foreign capital enter. He is re-establishing 
private enterprise. Under Stnlin, Russia 
is turning its back on communism and the 
world revolution and there's no reason in 
the world why we shouldn't recognize such 
a moderate government. In fact, it would 
simply encourage Stalin and his followers in 
their present course. Don't you see?" 

And only two years ago McDuffle was the 
red-hottest opponent of recognition of the 
Soviet Government I knew. 

What has happened to McDuffle has hap- 
pened, no doubt, to thousands of other ordi- 
narily hard-headed business men in this 
country. They have Income Russianized. 
They have been exposed to Russian influ- 
ence from so many directions that it has 
gradually oozed into their systems, Russian 
ar t — Russian music — Russian drama — Rus- 
sian opera — Russian literature — Russian 



to exquisite Russian music. They forget 
that communism means the overthrow of 
every element of Christian civilization. 
They are too absorbed in contemplating 
Russian art. 

McDuffle's ears have become so filled, 
his eyes so bedizened and his brain so be- 
fuddled with Russian culture and civiliza- 
tion, that he is no longer able to perceive 
what he saw so clearly two years ago — 
that communism is a vicious philosophy 
thai threatens McDuffle's entire world. 

A Viper with Angelic Voice 

'T'HE FACT that communism threatens 
1 the world has absolutely nothing to do 
with Russian culture or Russian civilization 
or Russian charm. A communist, plotting 
the overthrow of western Europe, may 
have the face of an angel, the culture of a 
French savant, the voice of a Caruso or 
the sex appeal of a Rudolph Valentino. 

Besides, communism is an international 
movement. It happened to establish itself 
in Russia, because a handful of interna- 
tionalists were able to honeycomb the army 
and navy with their propaganda and nver- 
throw the powerful czarisfc regime by a 
coup d'etat. Most communists believed the 
world revolution would come in Germany 
or England or even the United States. 

Now just suppose the same handful of 
internationalists had been able to paralyze 
the British Government, unit take hold' of 
it. Would the excellence of British culture 



or music or art or literature or character 
have had the slightest thing to do with the 
merits of the world revolution that the lit- 
tle group of dictators were plotting? Ob- 
viously not. 

Yet this is the same fallacy precisely to 
which thousands of McDulHes arc succumb- 
ing — they confuse Russian civilization and 
culture, which existed for generations be- 
fore Lenin and Trotsky ever swung into 
the saddle ami which will undoubtedly con- 
tinue and develop for more generations 
under emperor, president or dictator — 
they confuse these things with communism 
and the communist dictatorship. 

Let's get this straight. Communism i3 
as much an international movement as it 
always was. Its leaders still plan to over- 
throw- all other forms of government and 
establish the Union of Federated Socialist 
Soviet Republics all over the world. Their 
tactics have changed somewhat from the 
dear-cut attempt of Lenin to propagandize 
and revolutionize all foreign countries— 
that is all. The Third International, the 
organization formed to carrv out the world 
revolution, has taken a subtler, more in- 
direct tack. It is working under cover it 
)" pining good will for things Russian, 
it is inveigling foreign capital and capti- 
vating th c hard-headed industrialist and 
business man by promise of concessions. 

Take t wo of the principal points of com- 
munist foreign policy: No. 2. "To conduct 
a peace policy to form the center of the 
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whole foreign policy of the Soviet govern- 
ment ami to he at the basis of all its inter- 
national actions." I Perhaps you've noticed 
the pacifist propaganda in America.) No. 5. 
"To take all measures to consolidate the 
defensive forces of the country (Russia I 
and to strengthen the 'Red' army, navy 
and air fleet." (Probably you have not 
observed the military propaganda in Rus- 
sia.) 

The pacifist propaganda is going over 
great with McDuffle, although, or perhaps 
because he doesn't know where it ema- 
nates. He doesn't know that the shrewd- 
< i'rams at the command of ihe Soviet 
government are flooding the United States 
with pacifist literature under the cover of 
a dozen American organizations. He doesn't 
realize that the lecturers who begin by 
telling him how much better things are 
done in Russia and who wind up with a 
plea in favor of internationalism and pacif- 
ism, are communist emissaries. 

Can You Blame McDuffle? 

CAN you blame McDuffle, when his own 
pastor hasn't been ahle to see through 
the propaganda scheme? Like a hundred 
other clergymen, in fact, he spends a great 
deal of his time preaching pacifism, draw- 
ing up resolutions against all forms of mili- 
tary preparedness, circulating un-American 
pledges against taking up arms, no matter 
what the provocation and getting still 
other leaders in the church to join his in- 
terdenominational society. 

Every reason that led to our policy of 
non-recognition five years ago exists to- 
day, in spite of all this smoke-screen propa- 
ganda. Our government gave as its rea- 
sons for refusing recognition, that. Russia 
had repudiated her legitimate debts to 
other nations; refused to acknowledge our 
claims against her: was carrying on nefari- 
ous propaganda and inciting revolution in 
every country. 

The communist government's own rea- 
son for carrying out such a program was 
Hiat it could nol exist alone surrounded 
by "capitalist" nations. Therefore it had 
to overthrow the other governments and 
establish the Soviet form universally. It 
wanted recognition for two reasons: 

1. So that communist consuls estab- 
lished in principal American cities could 
use their consulates as propaganda head- 
quarters in promoting the revolution of 
the .American proletariat. 

2. So that American capital could be in- 
duced more readily to invest its millions in 
the development of Russian resources — 
after which it could be kicked out at the 
propitious moment. 

Lenin, in announcing t he New Economic 
Policy, rather "spilled the beans" by ex- 
plaining that he was inviting capital into 
Russia fur the purpose of building up Rus- 
sia industrially, but that he expected to 
confiscate all foreign property as soon as 
Russia'* industries were in running order. 
He said that communism was simply walk- 
ing backward toward capitalism in order 
io get more room for its final jump toward 
the world revolution. 

Stalin displays more finesse. In spite of 
all this subtle propaganda that is envelop- 
ing my friend McDuffle, M. Stalin boldly 
declares that his government is not carry- 



ing on any propaganda. As general secre- 
tary' of the Communist I Third I Interna- 
tional and head of the Politbtireau (Politi- 
cal Bureau), he should know. Official 
spokesmen of the Kremlin announce that 
Stalin is engagerl in solidifying the party, 
winning over the peasants, modifying the 
power of the proletariat (city worker), uni- 
fying Russia. He is pictured as a sort of 
William McKinley, a good party man, a 
conciliator, a nationalist and a man of 

peace. 

Stalin, for all that, is as ardent an advo- 
cate of internationalism — of all those things 
that McDuffle hates and would fight 
against lo his last drop of blood — as is 
Trotsky or Zinoviev, his political rivals 
and factional enemies. 

World revolution is their common goal. 
They differ merely as to the best tactics 
to reach that goal. 

An astounding document, that I have just 
received from Geneva, seat for many years 
of the communist, movement, throws a clear 
light on the situation. 

"The present rivalries within the Rus- 
sian Communist Party must not lead one 
to Iwlieve that one of the two opposing 
factions is disposed to deny the bolshevik 
gospel," reads- one of the paragraphs, 
"Apart from personal questions which may 
divide them, it is simply that, each of these 
factions has a different method of solving 
difficulties resulting from the economic dis- 
organization and the increasing resistance 
of the Russian people to its tyrants. The 



MATERIAL changes have taken place 
in the coal industry in the last few 
years. In order to present these 
changes to the National Chamber's mem- 
bership the Natural Resources Production 
Department has prepared a statement re- 
viewing the situation. 

Since the four and a half-month bitumi- 
ous coal miners' strike in 1922, the pro- 
duction of non-union fields has been in- 
creased at the expense of union fields, It 
is this non-union production that is con- 
sidered the deciding factor in the effects 
and results of the suspension. The best 
estimates of. non-union production give a 
hgure of about ten million tons a week. In 
addition to this, there will be some pro- 
duction from "outlying" unionized districts. 
The weekly averages of consumption during 
the last five years has been approximately 
9,250,000 tons. 

A Huge Coal Reserve 

CTOCKS of bituminous coal on hand in- 
^ dicate that on April 1 there were about, 
75,000,000 tons, which is greater than any 
previous figure. 

To this figure should be added the coal in 
transit, which is probably 20,000,000 to 
•-\ r .,0(X),<Rm tons, making a total of reserves 
on April 1 of somewhere near 100,000,000 
tons. 

However, in considering these figures the 
coal user must bear in mind that, though 
the figures are for the country as a whole, 
in actual practice coal is not evenly divided 
among different parts of the country or 



opposition of Trotsky and Zinoviev de- 
mands that the peasants be more effec- 
tively mastered and made to give up the 
resources needful for the maintenance of 
the dictatorship and the development of 
world revolution. 

Stalin and His Friends 

"CTALIN and his friends arc more clever 
and, therefore, more dangerous. Fear- 
ing that too great pressure on the peasants 
would precipitate a catastrophe for the 
Communist Party, they desire to temporize 
with them and to give an impression of 
moderation abroad, so as to obtain the 
credits indispensable to the dictatorship and 
the world revolution. They desire care- 
fully to camouflage the action of the 
Cornintetn (Communist Internationtd) 
abroad, which does not signify that they 
have abandoned it." 

Are Stalin's tactics superior to those of 
Lenin and Trotsky before him? If you 
have any doubt, take another look at Mc- 
Duffle. He has swallowed the Stalin bait 
in one vigorous gulp. Lenin and Trotsky 
left the hook too bare — the hook of Soviet 
recognition. McDuffle knew exactly what 
we would be recognizing, several years ago 
—world revolution and destruction of pri- 
vate enterprise, the church, bourgeoise 
morality and the home. He has forgotten 
the price that England, Italy, France and 
China paid for their recognition of the 
Soviet government. 

Let us not be caught by the same bait. 



among different classes of consumers. At 
a meeting at Miami on February 15, 
called in accordance with the terms of the 
Jacksonville agreement which ended April 
1, the operators proposed a wage scale 
"continuing and at all times a competitive 
scale with the wages and conditions pre- 
vailing in West Virginia and Kentucky." 
This wage scale to be determined by a com- 
mission selected by the respective parties 
to the agreement. 

What the Miners Proposed 

'pHE MINERS proposed that a new con- 
1 tract be entered into for two years, and 
that a joint, continuing assembly of opera- 
tors and miners should strive for conditions 
in the industry to maintain and advance the 
living standards of those employed in the 
industry, give a proper return to capital in- 
vested therein, lessen fatahties and injuries, 
promote a policy which will destroy the 
present practice of selling coal below actual 
cost of production, adjust freight rale-, 
protect the industry from adverse legisla- 
tion, and encourage the enactment of legis- 
lation of value to the industry and helpful 
in the saving of human life. 

The outstanding subject of discussion was 
the operators' proposal for a method of de- 
termining a wage that would be "continu- 
ously competitive" with the non-union 
fields. 

In support, of their position, the opera- 
tors gave figures of large losses during the 
past three years from the union to the non- 
union fields. 
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Beauty 

and 
Utility 



On this and the next two 
pages are reproduced some 
of the nation's most artistic 
office buildings. They 
were selected by a number 
of distinguished architects 
who unofficially chose some 
outstanding examples of 
art applied to business 
architecture. 



Right: The new home of the American 
Telephone and Telegraph Company in 
New York City 
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Two of the homes of 
the Metropolitan Life In- 
surance Company; oval: 
the San Francisco office; 
left : the New York office. 

On the right is the 
Pacific Telephone and 
Telegraph Building, San 
Francisco, California. 
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Frozen Rhythm 

Above- The Wool worth Building, New 
York City, one of the world's largest build- 

Ovafc Traveler's Tower, Hartford. 
Kight: Cunard Building, New York. 
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The U. S. Treasury, Jack of Many Trades 
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The traditional duty of the 

Editor's Notk: This is the second of the 
series, _ "Who Gets Your New Tax Bil- 
lions?" The articles arc predicated on 
these two entries from the ledgers ol the 
Federal Government in the Treasury Depart- 
ment at Washington: 

1913 — Civil and iniseellaneous establish- 
ments, $170,829,673.42. 

1925 — Civil and miscellaneous establish- 
ments, * 1,396,455 ,947.06. 

The entries cover comparable spending? of 
the Government for the last pre-war and the 
latest post-war year. They embrace the 
spending of the government departments, 
Congress, the courts, the White House and 
the independent boards, bureaus and commis- 
sions. 

They include only i>cai-e-t.imo routine. 
They do not include moneys spent in either 
year for: The Army and Navy, Pensions, In- 
terest on the public deht, Public debt retire- 
ment, Panama Canal. Indian affairs. 

The entries show that: 

Routine expenditures in 1913 were about 
$500,000 a day. 

Routine expenditures in 1926 were nearly 
$ 1.000,0011 a day. 

In 1913 there were 97,028,497 people in the 
United States. 

En 1926 there were 117,135,817. 

On that basis, had these expenditures been 
apportioned, share and share alike, they 
would have cost each and every man, woman 
and child in the country $1.76 in 1913. In 
1926, these expenditures represent a cost to 
each person of $11.92. While the population 
was increasing 20.107,320. expenditures at 
Washington increased $1,225,026,273.64, or, to 
put it another way, while population in- 
creased 20.7 per cent, expenditures went up 
717.4 per cent. Expenditures, in other 
words, increased out of all proportion to the 
increase in the number of people. 

These articles tell why the increase and 
wliat we get for that additional three and a 
half millions a day. 

In this article, Mr. Helm deals with the 
rising cost of maintaining and operating the 
activities of the Treasury Department. 

FOR SWIFT and spectacular expansion, 
no department under the federal Bag 
lias kepi the pace set by the Treasury. 
A few short years ago, this department sat 
on its bookkeeper's high chair and jotted 
down the record of receipts and spend- 




Treasury Department is to collect and disburse government revenue 



By W. P. HELM, Jr. 

Cartoons by Albert T. Reid 

ings — that and little more. It was the 
trusted - employe who collected the hills, 
made up the pay-roll, and had the com- 
bination to the safe. A few odd jobs, too, 
came under its eye, all related to its main 
work, such as minting metal and making 
currency; over-lordship of national bank*" 
supervision over the revenue cutter ser- 
vice and its twin, the life-saving division; 
and, less relevant, general direction of the 
public health service, then relatively small 

And, of course, it was "straw boss" for 
the White House over the Government's 
two bill collectors, the Internal Revenue 
Bureau and the Customs Service. 

Those were its job — little more. 

But today it's boss of the works. AH its 
old duties are still in its kitbag and with 
them a host of new ones. To it has been 
entrusted such work as building a fence 
along the Mexican border, fighting Rum 
Row, supervising farm loans, printing liquor 
permits, drafting certain treaties, enforcing 
the anti-narcotic and dry laws, simplifying 
taxes, guarding members of the President's 
family, maintaining homes for lepers, sur- 
veying rural sanitation, and planning a 
great building program. 

A Dollar Escort 

AND lastly, through the Bureau of the 
«■ Budget the Treasury today tells every 
other branch of the Government except 
Congress and the courts how much money 
it may spend each year. Having done that, 
it follows through, sending an escort with 
almost every dollar to guide it safely to 
efficiency. 

In the pre-war age, the Treasury went 
down on the public pay-roll for about $65,- 
000,000, refunds and everything else ex- 
cept interest on the public debt. Today- 
last year — its comparable spendings ex- 
ceeded $335,000,000. Five times pre-war 

rtf* ■ m the ma e nit 'Kie of Ha tasks and 
the volume of its spendings, it stands out 



today, the most conspicuous example of 
«'hat can be done by a hustling government 
department when it sets out to get on in 
the world. 

Now it may be that an up-and-at-'em 
treasury Department, doing today five 
things for every one done yesterday, spend- 
ing today five dollars for every one spent 
yesterday, ia just the kind of Treasury the 
people of the United States want. Con- 
ceivably, however, there may be those who 
hold that this mammoth branch of the 
government has gone too far afield and 
that its bills are too great a tax on the 
public purse. 

Facts; Not Fault-Finding 

VAfHA'iJsVJSa the thought, this artieieis 
neither critic nor advocate. It neither 
attacks nor defends the present scheme. Its 
one motive is to draw briefly a word-pic- 
ture that will show the Treasury during the 
pre-war year of 1813 and again thirteen 
years later, or in 1920. Here's your Treas- 
'] r > ol 11IJ3; here's vour Treasury of to- 
«ay. How do you like the new model'? If 
vou like it, all's well; if von don't, what 
have you',' 

And don't let's forget that, after all, the 
Ireasury of 1920 is just as much the crea- 
a M m \ mnkin S 113 Treasury of 1913. 
All that he Treasury did in 1913 and all 

™n i Tf* V )day is t0 obev our com " 
manus if lt has accumulated a horde of 

? u"* J*"" 1 * the swiftly changing 
Zf t , d ° ne so at our behest. We, the 
22ri throu Bfc our ^sentatives in Con- 
hufgutd forth" F0Ck a " d thC Water 
4 * ■£J ta * t0 concrete cases. 

®m SIS' totals are 

mrahle 3 ,IC0 V al,lll ''^d so that only com- 

al le L P v Dt mKS may be s "own Thp 
■ r dcKsn t show all ,!,, mendings. Manv 

^"Vt^TZ^ m ™ G al " 3car 

WWW the 1920 nor 1913 headings. 
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And from the 11)20 ami 1013 spending* 
have been omitted items which do not 
:ippear in the 10211 s-pcndiitgs. 

Those eleven bureaus constitute the back- 
bone of the department, with each bureau 
■, vertebra. Hence the tabulation Sivt^ a 
dear and definite idea of the backbone ot 
expenditures last year and again m 19:0 
and 1913. What do the fig- 
ures show? 

They show that those eleven 
main bureaus spent last year 
nearly one-third more than 
they spent during the fiscal 
year beginning July 1. 1010 
(when the nation was at the 
height of its post-war read- 
justment), and nearly four 
times as much as they spent 
in 1013, the year before the 
European conflict started. 



compensation. The movement is heading 
up and may succeed. 

Internal Revenue Bureau costs, next (ten 
on the list, stand today at a level half as 
high again as in 1020, and more than six 
and one-half tunes the cost of 1013. This 
showing, however, covers the bureau's en- 
tire work, so the discrepancy is more ap- 



How Come? 



RISING COSTS OF RUNNING THE TREASURY 



llurinv er Strrice ItWS 

Customs Service (No Refunds) II6.7I4J63 

Internal Revenue (No Refunds) 48,279.718 

Cout Gunrd (a) 24,058,1*1 

rturcnu Engraving and Printuii; 7.4U2.48S 



Coat of Operation during tin* Year 



half cent in 1920; and in 1926 it was about 
a cent and one-fifth. The increase, meas- 

ureil that wa\ , has ' n about 1411 per mn 

in the past six years. 

But the big increase in the bureau's total 
spendings lies in the cost of enforcing pro- 
hibition. In 1020, first year of enforce- 
ment, the bureau spent about $2,000,000 
in drving up America; last 
year $11,000,000. The prohi- 
bition unit is a part, of the 
Internal Revenue Bureau. 



Public Health Sen-Ice (b). 

Opf TUT Pul'lir HllllillllES 

Chief Clerk and SiiirfTintrtid'tiT . 
Treasurer of the United States... 

Comptroller of the Currency 

Mint imtl Assay Offices 

Print tug and Stationery 



» .034 .054 

!UW.nfK 

WI.1S1 
I m;.v..| 

I tio.1 3t,s 
882,157 



too 

111. 182.789 
311.543 .07 1 
jd.3:'i 'i |i i 
5 77'.- Sd 1 
21,911.550 
7,108.(193 
! ('Ill .875 
1 .585.0!!) 
1.553.787 
1.545.235 
'■ 10 23(i 



m» 

\\\. 040 .008 
6,017.401 
4.911.520 
3,538. 14G 
2.230,245 
4.704.203 
307.474 
877.759 
184.677 
1,007.609 
IIS.863 



WHAT is the reason? 
Why is the Treasury 
spending so much more today 
than it spent in 1920? Why 
are its expenses four times as 
large as they were in 1913? 
A brief survey may help find the answer. 
At the top of the list stands the Customs 
Service, In 1913, just before the Under- 
wood Act became law, virtually all the cus- 
toms had to do was to collect duties. Its 
pay-roll that vear amounted to $ll,040,00S, 
and it collected $318,000,000. 

In 1926, tJhe customs pay roll had risen 
to $16,744,263, or about half as much 
ana in as that of 1913. In that there was 
nothing sen.-iitinnal; in fact, the increased 
pay roll failed to keep pace with the in- 
creased cost of living or the increase in 
commodity prices, which, roughly, amount- 
ed to al»ut 67 per cent. And in 1926 
collections ran to nearly $580,000,000. 

So, on that basis, a calculation shows, in 
1013 it cost somewhat more than 3% cents 
to collect a dollar in eustoms and in 1020 
the cost was less than 3 cents. While the 
amount of the pay roll has gone up 50 per 
cent, the cost of collecting each dollar has 
gone down. This, too, in the face of addi- 
tional duties placed on the customs service 
since 1913, chief of which relate to its par- 
ticipation in prohibition enforcement. 

A coming change, however, throws its 
long shadow over these figures. Customs 
employes are pressing vigorously for higher 



J121.258.934 193.200.01)0 135.027,803 
(n) Futures for 1013 cover Revenue Cotttr Service, t2.568.910, and Life- 
Saving Service, {2 344,610. Tlicse have been consolidated since 19!3 as 
the Coast Guard. 

(Ij) Included in totals are )>ny of personnel nnd maintenance of hospitals, 
19211. 15.129.Sti3; 1920, H4,U44.968, the latter figure rowing the Service's 
work atjioug soldiers and sailors during the year beginning July 1, 1919. 



A Long Trail 



E 



patent than real, when applied to the cost 
of collecting taxes. For since 1013 the 
Government has adopted an entirely new 
policy, that of prohibition, and much of the 
cost of enforcing that policy is included in 
the Internal Revenue totals for 1926. 

Sumptuary Costs 

IN FACT, more than $11,000,000 of the 
* 1026 lotal under internal revenue was 
spent to enforce the dry laws and the anli- 
narcotic measures, neither of which was on 
the statute books in 1013. Deducting that 
item, one finds that the actual cost of col- 
lecting the revenue in 102(5 was about, $35,- 
000,000, which compared with $30,500,000 in 
1920, less prohibition spendings that year. 

In the cost of collecting a dollar of fed- 
eral taxes, there has been a sizable increase 
since 1020. The record discloses pavments 
of about $33,350,000 for salaries and other 
simon-pure collection costs last year as 
compared with about $2S,500,000 six years 
before. The increase has been nearly 20 
per cent. During the same period collec- 
tions have dropped from $5,40().OuO,000 to 
>j,m ih.i mii.ii(K). 

Roughly, therefore, the cost of collecting 
the internal revenue dollar was about one- 



NFORCEMENT also 
leaves a wide trail in the 
swollen cost of conduct ins; the 
Coast Guard. Back in 1913, 
when there was no Coast 
Guartl and the present or- 
ganization was split between 
the old Revenue Cutter Ser- 
vice and the Life-Saving Ser- 
vice, they spent less than 
$5,000,000 combined. 

The Coast Guard was cre- 
ated in 1915, a merger of 
those agencies, and was piloted 
into the Navy during the 
war. When it reassumed its identity after 
the armistice, it was burdened with read- 
justment problems. Those helped run its 
operating costs up to more than $10,000,000 
in 1920. Three years or so thereafter bol>- 
bing lights that marked the first Rum Row- 
were strung along the coast line, and not 
long thereafter, as everyone knows, Con- 
gress ordered a little dry navy of hundreds 
of small swift craft to thwart the bootleg- 
ger of the sea. That Navy's cost and the ex- 
penses of maintaining it have been plumped 
in full into the Coast Guard's budget. 

The result has been an increase of more 
than 140 per cent, in the cost of the Coast 
Guard's routine since 1020. One finds to- 
day a $20,000,000 pay roll for this service. 
In 1020 the Coast Guard's pay roll was 
alxmt $9,500,000, and repairs alone ran to 
five times the 1913 figure. 

Similarly, there has been a big increase 
hi the running costs of the Bureau of En- 
graving and Printing, but much of that 
increase trails back to the war. In 1913, 
when a! 'cut all the bureau had to do was 
to manufacture national bank and treasury 
notes, then the chief forms of currency, 
and postage stumps, the cost of the bu- 
reau's work ran to alxmt $3,500,000. 
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Many have boon the additional duties 
plaml on it since then. The advent, of 
the Federal Reserve Board alone, which 
carried the necessity for turning out fed- 
eral reserve currency, increased greatly the 
bureau's work. Other big jobs since IMS 
include the designing, engraving and print- 
ing of vast quantities of bonds and notes 
not only foT the Treasury but for the fed- 
eral farm loan board and the joint stock 
land banks; a heavy increase in postage, 
revenue and customs stamps; turning out 
pension checks by the hundreds of thou- 
sands monthly as compared with quarterly 
checks before; printing all liquor permits, 
passports, drafts, warrants and transporta- 
tion requests. 

In addition the bureau prints all the 
postage stamps, currency and bonds of the 
island possessions. Its work has more than 
trebled since 1913 and probably is fit) per 
cent heavier today than it was in 1920. 

Expenses of the Public Health Service 
stand today at more than four times their 
1913 volume, largely because of certain 
activities conducted on a large scale during 
the war. Of the- $9,000,000 sjwiit last year 
by that branch of the Government, for in- 
stance, more than half, or $5,129,000, went, 
to pay of personnel and for other expenses 
in maintaining hospitals. In 1920 the item 
ran to more than $14,000,000 and included 
the work among soldiers and sailors. 

Some bureaus, small in 1913, have grown 
man-size since. Look, for instance, at the 
office of the Comptroller of the Currency, 
whose duties have multiplied under the 
federal reserve system. In 1913 this office 
spent but $185,000 and of that more than 
$41,000 was reimbursable. Today itsspend- 
ings are nearly 15 times as great, a single 
item — salaries and expenses of national 
bank examiners — amounting to $2,204,000. 

Another growing bureau is the office of 
the Supervising Architect. The record 
shows his expenditures in 1926 to have 
been double the $4,7(X),IKK) spent in 1913, 
a showing that will surprise few familiar 
with such costs. 

Another Rising Cost Factor 

BUT — the expenditures of the Supervising 
Architect's office arc due for a sensa- 
tional upswing in the near future. It lies 
just around the corner. One cannot execute 
a building program calling for $165,000,000 
or more, such as Congress has authorized, 
without spending some dollars for super- 
vision. As the program progresses to its 
completion, operating costs likewise will in- 
crease. The chances are that tin- spend- 
ing! of the supervising architect will be on 
the wing from this time on. 

Certain minor items, too, attest to the 
great growth of the department as a whole. 
One finds, for instance, an item of $38(5,000 
for stationery alone for the office of the 
chief clerk of the Treasury in 1926. 

Again, distinctive paper for Government 
securities (exclusive of currency) cost 
$1,585,000 last year, nearly five times as 
much as in 1913. The telephone bill of 
the Bureau of Internal Revenue in 1926 
exceeded $121,000— more than $10,000 a 
month — as compared with a total so small 
jn 1913 as to preclude its separate listing. 
And there were spendings by minor divi- 
sions of the Treasury, not listed in the 



tabulation presented here, which included: 

Division of Bookkeeping unci Warrants. . (376,383 

lli-n-ral Sii|i;.h t -,!,„,,»<.>• I I2.IXI 

Pulilic Debt Service 4.913.577 

U.n.nii ai iho Kwlgot 1M.M4 

Federal Farm Louu Bureau 432,900 

Only one of those five bureaus appears 
on the 1913 record of spendings, the divi- 
sion of bookkeeping and warrants, and its 
spendings for that year were $85,667. The 
other four are new, although the public 
debt service covers work that was done 
in 1913 on the then outstanding national 
debt, 

Its date-book crammed with all sorts of 
miscellaneous assignment the Treasury is 
rapidly becoming Uncle Sam's Jack of all 
trades. Its duties, some old, some new, ap- 
parently run the range of human activity. 

On the scientific side it acts as wet nurse 
to billions of disease bacteria, feeding them 
many pounds of extract from fine beefsteak 
every week, guarantees anti-toxins, feeds 
narcotics to monkeys, inoculates jack rab- 
bits, wages war on rats, takes the tempera- 
ture of arriving immigrants, measures lati- 



X Jt THENEVER I hear a man begin 
V I/ ranting about the terrible younger 
generation I want to put a guiding 
hand under his elbow and lead him around 
to have a look at the broad plate glass of 
my hardware store. 

My son Jim came home from college at 
the end of his Junior year and said he 
didn't want to go back. Moreover, he 
wanted to come into the store. 

"I thought you wanted to go on antl be 
an engineer," I said, 

"Changed my mind," he said. "Make 
more here. Want to get married." 

"How soon can I have a partnership?" 
Jim asked. 

I blinked. 

"When you earn it," I said. 

"Fair enough," he said. "Ill Btart now. 

I came to have a new respect, for my 
Iwy: he could get at the heart of things. 
In support of an argument, he said: 

"This has become a commuters' town. 
It's a different town. You're not selling to 
this town at all. You're selling to the old 
town, or what's left of it." 

And again: 

"We've got to knock the partition out 
and have that other store room, and put 
in a plate glass front that lets light in and 
shows things up. Got to catch the com- 
muters' eyes. I know this community." 

I had to grin at that. He said some- 
thing then, judging by the way I'd seen 
him lead the strangely clad parade of 
youngsters. 

"AH right, you're an expert," I said. 
"You sell the commuters. I give you a 
free hand." 

"Then I get the other store room?" he 
said quickly. 

I surrendered. Privately I liked the idea 
of seeing my name across a broader front, 
I suppose. I didn't think it would make 
any difference, and I could stand the gaff. 
But that was only a beginning. Such 
things happened as: 



tude and longitude, fights venereal disease, 
designs the national currency, ami samples 
100,000 bottles of bootleg liquor every year. 

On the business side, it collects the reve- 
nue, run-: down counterfeiters, assists in 
halting bootleg immigrants, pays all bills 
against the Government, runs the largest 
engraving plant in the world, trails the 
President, controls potable water on all 
trains and steamships, repairs all public 
buildings, buys and distributes most of the 
federal supplies used in the District of 
Columbia, superintends the spending of all 
moneys by other departments, buys gold 
and silver, protects Alaskan game, enforces 
the sponge-fishing laws, operates thousands 
of miles of leased and government-owned 
wires, takes care of sick seamen, lends 
money to the farmers, forecasts the yield 
of prospective tax changes, regulates the 
national banks, runs a fleet of motor trucks, 
conducts a far-flung educational campaign 
on public health, operates a life-saving ser- 
vice and destroys derelicts at sea. 

And that is just the beginning. 



"Got any fire grates, Dad?" 
"Yes, down the cellar somewhere." 
"Gonna get em up and put 'em in the 
window." 

"Who's getting old-fashioned now, Jim? 
This town is steam-heated. We don't sell 
any fire-place stuff any more, not any to 
speak of." 

"No?" he said. "And the town full of 
folks who have moved out of steam-heated 
apartments and who'd like to look at a fire." 

He not only sold what we had — which he 
condemned roundly as regards style — but 
shocked me by putting in a big order, and 
then again by selling every last one of them. 

I needn't go into detail about what hap- 
pened. The kind of "hardware" I knew got 
shoved farther and farther back to the rear. 
Lawn seats, fire screens, scout knives, hunt- 
ing equipment, fishing tackle, brightly 
colored kitchen ware, electric washers, 
electric irons, electric heaters, antiqued 
iron "baskets" for holding fire-wood, flower- 
seeds, bulbs, tools for amateur and profes- 
sional gardeners — 

Well, you figure it for yourself. This is 
a suburban town, but towns are changing 
everywhere. The motorcar helps make the 
change; but it is only one of dozens of fac- 
tors. The change is rapid and the small 
merchant in any line can fall behind, lose 
contact in a few years. 

Jim saved me. At tremendous expense. 
I had to trot across to the bank to raise 
some cash to keep pace with him once. 
But in three years he's increased our busi- 
ness to such an extent that, based on net 
earnings, it should be valued at about, 
sixty thousand dollars more today than it 
was before he came home. Of course it's 
"our" business: he's a partner. And has 
given me a grandson besides. 

—and at this point, though I had said 
nothing against the younger generation, the 
old hardware merchant led me out for a 
view of the plate glass front that had let 
light in on his business. 
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Chapters from the Life 
of a Pioneer Merchant 

By HERBERT ADAMS GIBBONS 

JOHN WANAMAKER presented many sides to the public. 
He was active in Republican politics in Pennsylvania and 
served as Postmaster General under Harrison, lie was a 
religious leader, especially in the field of Y. M. C. A. and Sun- 
day School work. But above all he was a pioneer in modern re- 
tailing — one of the fatliers of the American department store. 

It is that side of him, that we seek to bring out in these 
scattered chapters from his life by Herbert Adams Gibbons. 

Tower Hall, to which Mr. Gibbons refers, was the largest retail 
clothing store in Philadelphia where Wanamaker had worked 
until he teas nineteen. 

Here is the story of his first venture for himself, presented 
by special arrangement with the publisher of Mr. Gibbons' 
book, "John Wanamaker " ■ — The Editor 

I— BEGINNINGS OF A GREAT ADVENTURE 




fa* 



THE TOWER HALL experience im- 
pressed upon the youth in his teens 
the fertility ai retail selling as a field 
of experimenting in new ideas. 

The trails to be blazed in merchandising 
challenged him. lie proposed buying a 
small interest in Tower Hall. Colonel Ben- 
nett (the owner of Tower Hall) would have 
been glad to have his old salesman back, but 
he wanted no partner. The refusal was the 
best thing that could have happened. 

John's adventurous spirit demanded hard- 
ships, hazards, constant uncertainty, the 
lack of faith of friends, and the bitter and 
determined opposition of competitors. And 
it was always to be that way with him. 

He turned to his brother-in-law, Nathan 
Brown, and proposed that they pool their 
resources of less than $4,000 to go into the 
men's clothing business. Nathan agreed. 
But family friends tried to dissuade them. 
The time was unpropitious ; the capital was 
insufficient; and what did the youngsters 
know about running a clothing business, 
anyway? 

George H. Stuart, most, intimate of coun- 
selors, was greatly troubled. He did not 
discount his young friend's ability and en- 
ergy, and he knew that people who waited 
until they had enough capital never got 
anywhere in business. But the United States 
was inevitably drifting into the Civil War. 
None but an adventurer would have dreamed 
of starting a new business at such a time. 
"War is certain," he declared, "and soon 
grass will be growing on Market Street." 

A Slender Capital 

NEVERTHELESS in March, 1861, John 
and Nathan began to figure on store 
fixtures and initial stock. Before the young 
partners had a roof over their heads they 
were compelled to pay $375 for fixtures and 
over $700 for the first stock of cloth. On 
April 3, when they signed the lease, there 
was an additional outlay for rent in ad- 



vance. The capita] d 
was hazardously 
small to start a cloth- 
ing business. 

They were lucky 
in securing a good 
location, right in the 
heart of the retail 

section, which was slowly moving west- 
ward. It was the corner shop in the six- 
story building (so large for the time it was 
built that it was called McNeille's Folly) 
at. the southeast corner of Sixth and Market 
Streets, only a few doors west of Tower 
Hall. J. R. Houghton, one of Bennett's 
cutters, threw in his lot with them at a 
salary of $1,300 for the first year, more 
than either of his employers had ever 
earned. 

The First Customer 
/"\AK HALL opened its doors for business 
on Monday morning, April 8. Before 
the end of the week Fort Sumter had been 
fired upon and had surrendered, and the 
following Monday President Lincoln called 
for 75,000 volunteers for three months. 
None expected a long war. It was thought 
(hat a determined show of force would end 
the dispute. The South would be taught 
a lesson by the occupation of Richmond. 

The risks which everyone delighted in 
pointing out to the two "rash young men" 
were the probability of a temporary sus- 
pension of the power or desire to buy and 
the difficulty of securing credit for any new 
business. Philadelphia, with its prosperity 
so largely due to trade with the South, 
seemed bound to be gravely affected, even 
if the war did not last long. 

On the morning of the opening day, be- 
fore the sign was up, came the first cus- 
tomer—James Dunlap. The junior partner 
unrolled bolts of cloth. A pair of trousers 
was ordered. It was not a suit or an over- 
coat, to be sure, but it was an order! As 




Autograph and last 
photograph of John 
Wanamaker 

Dunlap walked out, accompanied to the 
door by the firm, he wished them good luck. 
At that moment the exit was blocked by 
the ladder of the painter, putting up 
WANAMAKER & BROWN 

"How long is it going to stay there?" 
ventured Dunlap. 

He did not live to see it come down and 
it is still there. 

Several others looked at the goods, but 
there were no more sales that day. 
Through the window the anxious experi- 
menters watched people pass without so 
much as a glance at the new store. When 
the sign was in place it conveyed no mean- 
ing. Nathan wanted to "give them time," 
but he had to agree with John that wait- 
ing for what might happen was a risk 
Wanamaker & Brown could not run. They 
had to have business right away. Instead 
of seeking to explain the lack of customers 
by adverse conditions, Wanamaker de- 
clared that the fault lay in the meagerness 
and unattractive character of the stock. 

An Urgent Situation 

"W E ^ IUST have goods that will sell 
» * right away, and plenty of them, and 

then we must let people know that we have 

them, he said. 
The next morning the staff of Oak Hall 

was reduced to the junior partner and the 

errand boy. The senior partner was off to 

iSew \ ork to buy goods, taking Houghton 

with him. 

New York seemed to the two Philade!- 
plnans more upset than Philadelphia over 
the impending war. As thev went from 
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place to place it was difficult to keep t lie 
conversation on business. They learned a 
lot about qualities and styles of summer 
woolens, but also that Wanamaker & 
Brown were expected to pay cash. Cash 
thev did not have. To save expenses they 




John Wanamaker as he appeared at 
19, at the start of his business 



shared a room at a modest hotel on Tues- 
day night. 

The next morning the weary and dis- 
heartening round of wholesalers was con- 
tinued. Finally back at A. T. Stewart & 
Company, where they had been turned 
down the day before, William Libbey al- 
lowed them to take several hundred dol- 
lars' worth of woolens. The terms, thirty 
days, were almost as bad as spot cash, hut 
it was the best they could do. Bright and 
early Thursday morning — the day the first 
shot of the Civil War was fired — the goods 
from New York were on display. 

Orders still failed to come in. A fortu- 
nate opportunity presented itself of buy- 
ing lip several lots of ready-made clothing 
left on the manufacturers' hands throueh 
canceled orders. Because they could not 
otherwise have been sold, wholesalers were 
willing to let the new firm have them on 
credit. The first advertisement appeared 
in the Public ledger on April 27 to an- 
nounce this bargain stock. It read: 

OAK HALL CLOTHING BAZAAR 
Southeast corner Sixth & Market Streets. 
\\ uniimakcr & Brown desire to gay to 
their many friends and the public gen- 
erally, that they open today with an en- 
tire new and complete stock of ready- 
made clothing; and having purchased 
their goods under the pressure of the 
times at very low rates, will sell them 
accordingly. 

JOHN WANAMAKER 
Whole Suits For Three Dollars. 



Attracted by the low price, scores of pur- 
chasers were readily found for the $3 suits. 
Of profit there was virtually none, but the 
money that kept coming in was a godsend 
to meet bills due at the beginning of May. 
The advertisement cost $24. With suits at 
•■ftf the volume of sales had to be pretty 
lug to make that pay. 

This was not the way they looked at 
advertising outlay, however — John Wana- 
maker and Nathan Brown needed to get 
their names known. If they could carry on 
from month to month, investing their ready 
cash in advertising, the turn-over would 
take less time and grow in volume. 

Surplus Used for Advertising 

r PHE PROBLEM of finding money for 
* advertising was solved by going out after 
business, with the promise nf immediate 
filling of orders and delivery as the sales 
talk. It was learned that the Philadelphia 
Custom House needed uniforms. Wana- 
maker & Brown got the business. John 
Wanamaker delivered the suits in a wheel- 
1 'arrow and was paid cash. On the way 
back he left his barrow outside the Inquirer 
office and went in to invest most of the 
money in more advertising. Having ascer- 
tained that the rate was the same, he broke 
up his announcement into half a dozen two- 
line insertions. It brought in enough trade 
to meet bills due on May fi and to pay 
the first month's salaries. 

The Oak Hall account books tell the 
story of the strictest economy except in 
increasing stocks and advertising. 

The partners did all the work except cut- 
ting and sewing. They brought in the 
goods, broke up the packing boxes for fire- 
wood, looked after the stove, swept the 
store, kept the Iwoks, and delivered the 
orders. The errand lx)y seems to have been 
dispensed with. Even luncheon money 
went into advertising. It is true that 
the new firm, not having 
laid in stocks already, was 
lucky in getting goods 
that wholesalers could 
dispose of only in the 
local market at a sub- 
stantial reduction, and 
which John and Nathan 
were in a position to re- 
tail without competing 
with existing stocks. 

It is true that if the 
wholesalers had not been 
in straits they would have 
refused to grant Wana- 
maker k Brown easy 
terms. But the greatest 
handicap in favor of the 
Oat Hall partners was 
t he very' inexperience and 
youth that everyone 
thought would work 
against them. For the 
new conditions demanded, 
above all things, un- 
bounded faith and tireless 
energy. 

In the first weeks at 
Oak Hall the business 
policy of John Wana- 
maker was decided upon. 
He was going to buy idl 
the goods he could and 
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keep telling the public about what he had 
to sell. It was hard sledding when they real- 
ized that competition on the main thorough- 
fare of Philadelphia demanded distinctive 
goods, and that advertising would have to 
feature variety and quality as well as price. 

Moving job lots quickly over the counter 
was a way to make money, perhaps, but it 
was drab business — and ephemeral. Just 
to buy and sell was not Wanamaker's con- 
ception of a mercantile career. Making 
Oak Hall a clearing house for bargains was 
a danger to be avoided. 

At this crisis, at the very beginning of 
the business, the national tragedy aided 
Wanamaker & Brown instead of breaking 
them, as all had predicted. 

The Philadelphia volunteers were calling 
for uniforms in a rush. Wanamaker fig- 
ured on the back of an envelope, having 
in mind not profits, but the opportunity 
to maintain and enlarge his business equip- 
ment and strengthen his credit. He se- 
cured the contract to clothe the officers of 
two regiments. This was followed by a 
contract for overcoats. Space on the floor 
above was rented, tailors were taken on, 
Wild an organization for manufacturing 
clothing w-as built up within a few months. 

Wanamaker & Brown did not become 
army contractors on any large scale. From 
the fact that the sales for the first eight 
months amounted to only .$24,000 for all 
Oak Hall's activities, it is probable that 
Wanamaker it Brown clothed only officers. 
They did not attempt to create facilities 
for volume production. 

The army contract business required 
large capital and established manufactur- 
ing connections; and with the methods of 
getting the business Wanamaker did not 
want, to become acquainted. The first 
years meant "heavy plowing early and 
late," as Wanamaker put it. 

(Otiitr chapters to jullow,) 
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Oak Hall. Philadelphia, the theater of Wanamaker's early 
retail activities 
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because Oj 
Dependability, Fine Appearance 
and Economy — now the worlds 
most Popular Gear-Shift Truck ! 



,— * at these 
Low Trices! 



I-Ti>n Truck 
Slake Body 

1-Ton Truck 
Panel Body 



$ 680 
*755 
*610 
s 495 
*395 

All prictJ f. o. b. flint, Mich- 

In addition 10 rbwe lot* pricrt 
Chevrolet'! delivered price* in- 
clude the lownt band inc an J 
fiiu n. ins chanjc* available. 



Cab and Chaaail 

l-Tnn Truck 

Vi-Tun Truck 
Chaui* 



In every section of the country 
Chevrolet Truck sales are break- 
ing all previous records — defi- 
nitely establishing Chevrolet as 
the world's most popular gear- 
shift commercial car. 
This decisive preference for 
Chevrolet is based on a matchless 
combination of fine appearance, 
dependability and economy — 
plus the public's confidence in a 
product of General Motors. 
With a cab enclosure that 
matches passenger car design 
in comfort and beauty — with 
sweeping crown fenders and 
bullet-type headlamps — the 
Chevrolet Truck is one of the 
handsomest haulage- units seen 
on the streets and highways. 
Chevrolet dependability under 
every condition of usage has long 



been traditional; yet recent im- 
provements in the powerful 
Chevrolet valve-in-head motor 
— improvements typified by a 
new AC air cleaner and AC oil 
filter — have made Chevrolet 
Trucks even more dependable, 
with even longer life and more 
satisfactory performance. 

Extremly low consumption of 
gasoline and oil, combined with 
day-after-day dependability that 
reduces maintenance costs to the 
minimum, makes the Chevrolet 
Truck the most economical haul- 
age unit available — a fact that 
has been conclusively proved by 
the experience of every type of 
user, from the single truck oper. 
ator to the largest fleet owner. 
If you use trucks in your business, 
see the nearest Chevrolet dealer! 



CHEVROLET MOTOR COMPANY, DETROIT MIPHIPAm 
Division »fGm~*lM*u^<^t£z, 1 1 « M1CHIGAN 



e WORLD'S 



LARGEST BUILDER OF GEAR-SHIFT TRUCKS. 

When buyino Cimmoixr Trucks please inentum .Voffon'j ttmmeat to the dealer 
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What the World of Finance Talks Of 

By MERRYLE STANLEY RUKEYSER 



than in the past. 



19— 



BUSINESS men in the 
United Stales appear 
to be growing in- 
creasingly introspective. They are search- 
ing their own minds and their own be- 
havior more critically 
(This is, of course.'a 
broad general ten- 
dency rather than a 
universal disposi- 
tion.) 

Astute managers 
are more suspicious 
than ever in the past, 
of the deceptive lure 
of prosperous sym- 
bols which inspire 
ovcrexpansion. They 
are disinclined to kill 
their markets by un- 
duly speeding up 
their productive fa- 
cilities. In main- 
lines manufacturers 
have been adjusting 
themselves to the 
fashion of hand-to- 
mottth buying, and 
are making merchan- 
dise only on order. 
They are unwilling 
to pile up stores of 
goods in anticipation 
of future demand, 
and thus permit a 
large visible supply 
to bear their own 
market. 

In the past pros- 
perity frequently 
ended because the 
beneficiaries overex- 
ploited their oppor- 
tunities. Manufac- 
turers, doing a good 
business, increased 
their productive fa- 
cilities and in time 
the factories began 
lo turn out merchan- 
dise in excess of the 
effective demand of 
ultimate consumers. 
As soon as the new 
situation was recog- 
nized, merchants and 
manufacturers, with 
huge accumulations 
of merchandise, got 
frightened, and 
dumped their goods 
on the market, de- 
pressing prices. Then 
lenders of credit be- 
came alarmed, and 
pressed their debtors. 
The cycle of liquida- 
tion started in this 
way, spread from the 

weak debtors to btisi- 1 

ness men generally. 

A sense of restraint on the part of pro- 
ducers, hand-to-mouth buying by distrib- 
utors, abundant credit and an assurance 



under the new banking system that in any 
circumstances solvent borrowers will be 
taken care of by the banks, though the 
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g^VrMMir, May I. — May Day: The Rods 
are blue because prosperity has made discon- 
tent a scarcity produrr. 
Now Moon. 

WMnvinr, Mir 2.— Low ii-1-s, first fall ul 
Meteoric atones at Concord. Ohio, reported. 

Consensus 1 of opinion among forecasting ser- 
vices ii» that stock price* will go lower, if Ihcy 
resist further efforts to advance. Business 
Will Improve, Unless Recession* Occur. As- 
sociation For the Cnrrying of Water on Both 
Shoulder* I )riiMiiirM CompclitJuu from Kroii- 
oniists. 

S^Tuwuiay, M»Y 3. — Banker* assemble non- 
voting slorkliohlers nnil explain uliy en- 
franchising small investors would be fraught 
w ith [ *-ril. 

BP~Wnijijc8iiAY, May 4.— W. JS. Ripley, Sar- 
iar.1 '..c.iimiiiiic sage, peruses clippings and dis- 
covers lias been drnugisl fiom frigid page t,. 
book review sis'tluli. 

hi 1900 President Roosevelt, in special mes- 
sage to Congress, announced plans for pros- 
pe tition of Standard Oil trust. 

ZJF" i 'MM, iv. M.iv 5.— Defying Competi- 
tors, Henry ford Denies Trade Rumor that 
He Will Hilt An Extra Spring in the Back 
Seal i,i His Cur ; \"t ii Philanthropist, He 

Says. Wall Street inn bulls General 

Motors. 

0»~Fxiday. May 9.— Ten stocks, which 
brokers said could not go lower, decline five 
points on the average. 
iJP-SATiTRDAY. May 7. — Reported that Casaba 

I-'rilM Company Will Cut, Melt, u, 

J^ Scmiay, May 8.— Moon, First Quarter. 
■FMokday, May 9.— George F. Batter, 
Grand Oid Man of Widl Street, again De- 
clines to Give The Tabloids Interview on Ten 
Holes For Success. 

In 1001, it was suddenly discovered that de- 
liveries of mure Northern Pacific stock hail 
Iteen contracted for than could be bought or 
borrowed ; price ruse m an hour from 160 to 
1,000, 

M^TMMT, May 10.— Rankers Expected to 
Offer t2.(ICO.I)00 ol First and Refunded Honds 
of Roger Wolfe Kahn's Le Perrnquet de Paris. 
Texas Guinnn Guarantees Principal and Inter- 
est by Indorsement. 

In 18811 wheat rose to 11.83 a bushel at 
Chicago, a price only once exceeded in the 
previous 30 years. 

In 1900 the Populist Party in convention 
held at Sioux Falls, S. Diik., nominated Bryan 
on the basis of a demand "for the reopening 
of the mints of thr U. H. for the Tire and 
unlimited coinage of stiver." 

a»— Wi'Jwiisimy, May 11. — As a Result of 
quietude in the Stock Market, W. C. Durum, 
President Durnttt Motors, Inc.. Gives His Un- 
divided Attention to Manufacturing Problems. 

PTT«t)aituAY. May 12.— Sun rises 4:47 
A. M.. sed 7 :08 P. M. 

High Tides at Governors Island: 5;I8 A. M., 
5:J0 P. M. 

Lee Higginson St Company, Bankers ami Job 
Providers for Httrvitrd Graduates, Decide Not 
to Offer Partnerships to MeXary and Hnugen. 

Sold Out Bulls Propose T>ast on Hundredth 
Anniversary of Birth of John Ooe Who 3>js- 
eovured that You Can't Go Broke Taking 
l'r ..ii i j lioilisrlidds ("out i ilnile to Fund. 

fi^"Fa.i0AY. MtY 13. — Customer Owner of 
American Telephone iv Telegraph Company 
Calls up W. S. Gilford, to Suggest Increased 
D ividen d : Gets Busy Number. 

aWSaturdat, May M. — Anti-Smokers League 
of America Denounces Chltrles G. Dnwes as 
Presidential Candidate of the Dunllill Pipe 
Tni.l 

Harvard University Issues llnta Showing 
that W | M . r r ,^,|. „f , UI , Amateur Margin Spec- 
ulators Who Buy on "Sure Thing" Tips Lose 
Their Money. 



JWSi-n.uy, M'.v 15.— Frost ill low grounds 
Dear Boatoo, 1880. 

p^MONur, May 18.— Full Moon. 

Lady Byron died, aged 65. 1860. 

Bankers Hefund Sixteen Junior Issues on 
Roxy's Talents. Microphone Carried at |L 

§#*Tuesiiay, May 17,— Clarence Dillon Nom- 
inates F. A. Seiberling For tho Hall of Fame. 

eWWowksday. May 18.— E, H. Gary, Mov- 
ing into New Homo on Fifth Avenue, Sees 
Continued Prosperity. 

Edinburgh Chamber of Commerce Passes 
Resolution Criticising Andrew Carnegie's De- 
cision in 1001 in Insisting on U. S. Steel 
llond* instead of Common Stock as Contrary 
to the True Spirit of the Scotch. 

gWSATTODAT, May 21.— Ninth Anniversary 
of rjuip that the man who colled it near beer 
was a poor judge of distance, 

•WStmiitr, Mat 22.— Baby Ruth Takes 
Over American Sugar Refining Company, is 
Report. 

^^TvrsinY, May 24. — Second anniversary 
of i lie denial of the proposed merger of J. P. 
Morgan & Company and tho Great Atlantic 
iiinl Pacific Tea Company. 

Country Startled by Sinister Charge of Mi- 
nority on Chesapeake ,fc Ohin. that Van Swer- 
ingeiH Show n Profit Stock Holdings. 

Moo n. Liod Quarter. 

WWedncshay, MtY 25.— Sun rises 4:33 
A. M. ; sets 7:1» V. M. 

High Tides Governors Island; 2:15 A. M.. 
3:18 P. M . 

Report thai Frame Offers to Arcept Mellnn- 
Ik'ienger I Mil Si-i ti.un.uir Plan ii tin- United 
States Treasury Will Establish Chairs in In- 
terallied Debts at Columbia anil Prite-elon 
Unreersities. 

B**Titrusiuv. Mir 26— Bankers, Having 
Recently Returned from Mediterranean 
Cruises and from Florida, Start. Thursday to 
Tuesday Week-End Scrumn on Long Island. 

Stock Market Crashes on Shanghai Cables 
that Civil Warfare lias Resulted in Ten Per 
Cent. Slump in Consumption of Chewing Gum. 
Soviet fnflucr.ro Seen. 

Milwatiki-c, St. Louts, and Cincinnati In- 
dorse Candidacy of Ailed E. Smith. 

Jp-FmiuY, May 27.— Annual Traffic Jam in 
F.uclv.li CliiLiine] Heporltii as Swimmers Si-ek 
to Bel ter Crlrnde F.derle's Rironl, 

S»~.Satu»iiay. Mat 28.— John Smith Sus- 
peuoeil froi i I |ou Slock Exchange [or Ap- 
pearing nn Floor without Sflk Hat and Cut- 
away : Vulgar Inluence of Western Markets 
the Cause, London Statist, Charges in Heated 
E ditor ial. 

tthBWntT, Mat 20— Major Oinflaw of 
Americans to Paris and Other Overseas 
American Slimmer Resorts Starts. French 
Taxi Drivers Begin to Cultivate Fiendish Look 
and to Develop Skill at Pourboiro Grabbing 
Motiou. 

Boston Curb, Tightening Rules, Forbids 
Wash Sah-s, 

In 1.20 New York Feilernl Reserve Bunk 
ra ised the retlisci.unt rata to 7 per cent. 

g^VMn.MiAY, Mat .10.— EUttttieu anniversary 
,,f discovery that public can make money by 
buying on breaks anrl selling on bulges. Sev- 
siiiv-ntnth anniversarj' of rirt-t suicide of cus- 
tomer who failed to find any customers' 
yachts among brokers' regatta at Larchmont. 

Fruudulent I'r nooti-rs Department of the 
Fort Leavenworth Jail Alumni Seek to En- 
join Nuteimil IkHir I'-n-iii.--.- Buiiitu Fioin 
Enlightening Suckers; Harmful to Their 
Vested Interests, They Allege. 

2er~TCT«t>AT, -May 31.— Odifurma Ideal 
Summer lb--i.it, Snvs. Los Angeles Clialnlier 
of f 'omnii'in'. I'rpm: T«'iiri.-ts Not to Mihs 
Beauties of San Francisco Harbor. 

In 1002 end of Boer War. 



prices heighten the pre- 
vailing policy of prudence. 



r piIE i'a-hiuii among the wary is to dis- 
*■ count recession, and thus avoid acute 
smashes. Whatever turns in the cycle of 
trade have been an- 
ticipated are calmly 
accepted. The in- 
tense crises of the 
past have resulted 
from the unprepar- 
edness of business 
managers for changes 
tif an adverse char- 
acter. In 1920, for 
example, in spite of 
warnings, the major- 
ity of operators pro- 
ceeded serenely and 
confidently on the 
naive assumption 
that the era of in- 
flated commodity 
prices would 1* in- 
terminable. They 
were unready for the 
precipitate slum]). In 
the new frame of 
mind, adjustments in 
particular industries 
have been made 
quietly and without 
disturbing the gen- 
eral situation. If the 
economic foundation 
had been weaker, 
such a dramatic in- 
cident as the collapse 
of the Florida land 
boom could have 
readily upset the ap- 
ple cart of natiomd 
prosperity. 

A willingness on 
the part of produc- 
ers to let the con- 
sumers set the pace 
for the volume of 
business is a healthy 
sign. There would 
be genuine cause for 
alarm if manufac- 
turers generally were 
out to break 192G 
peak records at any 
cost. 



rate of interest may be high, are the essen- 
tial factors that are tending to prolong 
reasonably good times. Falling commodity 



eokoe E.Roberts, 
^ J vice-president of 
the National City 
Bank, in commenting 
on the willingness to 
show restraint in the 
face of the 1920 high- 
water marks, said: 
"Clearly business 
generally is still 
above the normal, 
and there is nothing 
in sight to indicate 
that it may not go on this way for some 
time. That it will overtop the record of 
1926 seems unlikely in view of the improb- 
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60 miles per hour 
20 to 30 miles to the gallon 
5 to 25 m.p.h. in 8& seconds 
Climbs 11% grade in high 
Turns in 18-foot radius 
Entire rear deck opens to big 
baggage compartment 



Equibment-EnkhnSt-xBiismesiCoitpe. 

S2f-e5e«i» n g four-wheel brakes bumpers 
front nrJ rear; motomcrer; full s.ze balloon 
tires; two-beam headlights; p,l filter; rear 
traffic signal light; cowj ventilator; one-p.ece 
windshield; thief-proof coincidental, Jock to 
ignition and steering; automata w.ndshield 
cleaner; rear- vision tmrror; , hydrostatic g aso- 
line gauge on dash; genuine leather upholster- 
ing; large luggage space :n rear compartment. 



Studebaker presents a 
new-type car for the 
new-day need in business 

The business world has been waiting for such a car as the 
Erskine Six. No big car ever rode with more comfort— no small 
car ever approached ir in riding ease. That's because a springbasc 
equal to four-fifths of the whcelbase cradles the passengers from 
every shock and jar. 

Though compact in size, its interior is so well designed that 
there is plenty of head and leg-room even for 6-footcrs. The 
rear deck lifts to give access to a big baggage compartment. 

20 to 30 miles to the gallon 

It is most economical to operate— 20 to 30 miles pergallon of gas. 
Fleet as a hare in traffic's tangled mazes, it turns in an 18-foot 
radius— parks in spaces other cars must pass up. 

A wonder for covering the ground. The Erskine delivers 60 
miles an hour without effort— accelerates from 5 to 25 mile speed 
in 2>Vi seconds— climbs an 11% grade in high. 

Steel body — 4-wheel brakes 
And safe to drive! This Little Aristocrat has an all-steel full- 
vision body which gives the driver clear view of the road on both 
sides and in front. Rugged, self-energizing 4-whecl brakes give 
instant car control at any speed. See the Erskine Business Coupe 
now— try it with the needs of your men, or yourself, in mind. 



ERSKINE SIX 



THE LITTLE ARISTOCRAT 



Whtn buti'iie lilt ER8KINB Six plforc mcutior. .Yn/ion'j fiutinru to the dealer 
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ability or a farther expansion in the build- 
ing and automotive industries. That it will 
fall seriously below that of 1926 seems 
equally unlikely so Long as credit, supplies 
continue in their present abundance." 

Of course, in a growing country like the 
United States, the average increase in busi- 
ness each year over the long pull is about, 
3 per cent a year. Merely standing still 
in any one yeur is, therefore, in a sense, 
falling behind. 

The advantage of the present liquid 
state of business is that men of commerce 
are ready for any contingency. That the 
economic foundations are sound is sug- 
gested by the calm in the face of recent 
disquieting political news from abroad — 
fi l China, the Balkans, Mexico, and Nica- 
ragua. 

V/fEN who climb all the way up from 
the bottom rung of the business lad- 
der frequently find it difficult to adjust 
themselves to small extravagances inci- 
dental to a high standard of living. They 
can get used to huge expenditures for the 
maintenance of yachts more quickly than 
they can accept the ordinary custom of 
lavish tipping. 

W. G. Skelly, president of Skelly Oil 
Company, and one of the conspicuous inde- 
pendent oil operators, originally worked as 
a laborer among the derricks and drills. 
Personal advancement has not dulled his 
sense of humor. 

At a recent visit to New York he was 
annoyed by the habit of l>ell boys, maids, 
and other staff members of the Vanderbilt 
Hotel of bringing his telegrams to his room 
one at a time. He sometimes received as 
many as ten telegrams in the morning. One 
day a bell boy brought one telegram in the 
usual manner. Instead of tipping him, Mr. 
Skelly said, "Son, go and get the other 
nine, and 1 will give you half a dollar." 

Later the oil operator took an associate 
to breakfast, and the check was more than 
$6. Bran crumbs were served for seventy 
cents. Mr. Skelly asked the German waiter 
how the hotel could afford to sell them so 
cheap. The latter hesitated, and then 
replied in deadly earnest: "I guess they 
make it tip on trio rooms." 

EMlRY time the annual financial state- 
ment of the First National Bank of 
New York is published and tremendous 
profits are revealed, the office equipment, 
vendors must writhe in pain. The First 
National violates all the superficial rules of 
business success. Marble fronts and gor- 
geous mahogany interiors are not for it. 
The bank does not even avail itself of a 
street entrance. Patrons, who wish to visit 
the bank, must walk up a flight of stairs. 
Entering the bank, which is at the corner 
of Wall Street and Broadway, opposite 
Trinity Church, the visitor finds no pre- 
possessing surroundings. The stranger 
might decide that he wants a more pro- 
gressive looking bank. The furniture in the 
First National i3 of the mid-Victorian pe- 
riod. Physically, the bank is sombre and 
old fashioned. Yet the bank pays 100 per 
cent dividends on its stock, which at this 
writing sells for about $2,900 a share. 

There are a thousand banks in the United 
States with fancier physical accoutrements, 



but none which consistently shows so high 
a rate of earnings on its capital. 

Geuriie l'\ Baker, oernirenarian head of 
the First National, once heard a rumor that, 
another bank wished to buy control of his 
institution. He met the president of the 
other bank at luncheon, and asked him why 
he wanted the First National. "To find out 
how you make so blamed much money," 
was the answer. 

A financial institution must be judged by 
its financial reports, not by its furnishings. 
The bucket shops have traditionally been 
the largest splurgers in Oriental rugs and 
furniture of the finest woods. 

'piIE DECLINE in the ancient art of 
■I walking has l>een disturbing the men's 
shoe industry. 

In an attempt to come* back, the shoe 
industry has sponsored the slogan, "Walk 
and l>e healthy," but apparently the public 
suspected that the hygienic advice was not 
entirely disinterested. If walking has be- 
come less popular, what is the reason? 
Possibly the rise of competitive pleasures — 
another . phase of the new competition. 
Motoring, attending the theaters and movie 
houses, ocean travel, listening to radios — 
all these newer pastimes tend to keep the 
customers off their feet. 

Henry Ford and other automobile manu- 
facturers are inclined to believe that the 
troubles of the shoe industry are due to 
the fact that it has not followed the ex- 
ample of the motor industry and widened 
its market by raising quality while lower- 
ing prices. Mr. Ford once told me that he 
thought shoe manufacturers ought to strive 
for the economies of intense specialization, 
concentrating on the production of a single 
size and style. He added, however, that 
one manufacturer had tried that experi- 
ment, and failed. He ascribed the defeat to 
incompetent management. 

There have been signs of improvement 
in the sole-leather industry. Further re- 
duction of stocks, which has been going on 
since 1922, brought inventories early in 
the year to half what they were in the 
first part of 1922. Prices moved upward 
in the first quarter, and the volume of 
production rose to the highest level since 
the winter of 1925. 

\ yiLLIAM L. DeBOST, fortieth presi- 
»T dent of the New York Chamber of 
Commerce, who is also head of the Union 
Dime Savings Bank, told me that, accord- 
ing to his observation individuals who reg- 
ularly visit the savings banks are at least 
20 per cent better dressed than the ordi- 
nary run of folk. He also believes that 
shabbily dressed persons have virtually dis- 
appeared in the United States. In Europe 
the average person of humble means does 
not dress nearly so well — not even in 
Paris. 

tpDWARD J. CORNISH, president of the 
* J National Lead Company, has recently 
taken up the cudgels for the preferred 
stockholders. He enunciates the somewhat 
novel doctrine that the preferred stock- 
holder is more than a convenience to the 
corporation, who can be dispensed with as 
soon as prosperity permits. In the re- 
capitalization of his company, Mr. Cornish, 



who as an attorney in Omaha used to debate 
the free silver question with William Jen- 
nings Bryan, insists that the right of his 
company to redeem the preferred stock l>e 
relinquished. He believes that preferred 
si ockholders are real investors, who are dis- 
posed to support conscientious manage- 
ment more constantly than speculative 
common stockholders, who are primarily 
interested in a chance to sell at a profit. 

AMERICAN and European universities 
have resumed the pro-war custom of ex- 
changing professors. Under this system, 
a Harvard sage spends a year at the Uni- 
versity of Berlin, and a professor of the 
Sorbonne a semester or two at Columbia. 
The purpose is to stimulate a foreign ex- 
change market in ideas. It would be in- 
teresting to apply the same principle to 
the editorial sanctum. The editor of The 
Wall Street Journal ought occasionally to 
contribute to The New Republic, and the 
editor of The New Republic in turn ought 
sometimes to write for The Wall Street 
Journal. Too many editors through their 
own medium reach only congenial minds. 
They win no new adherents. 

GEORGE EASTMAN, captain of 
Kodaks, has always had a genius for 
detail. After looking over the architect's 
plan several years ago for the theater with 
0,000 seats which he was planning to give 
the city of Rochester, Mr. Eastman indi- 
cated general approval, but thought there 
was room for two more seats in the or- 
chestra. 

"Why raise the issue about two seats 
when there are to be 0,000 in the theater?" 
queried the architect. 

Anil Mr. Eastman is reported to have 
replied: "Each extra scat, for which there 
is ample room, would bring in an additional 
revenue of 30 cents a show, making sixty 
cents for the day, or $3.00 a week, fig- 
uring six performances. At the end of 
the year, the revenue would amount to 
$187.20, which, incidentally, is the interest 
on $3,120 for a year." 

Mr. Eastman by the way is slightly bored 
by the overproduction of success stories in 
which every business man who has made 
money is held out as a hero. 

When a turn in the cycle of prosperity 
occurs, think of the worries of editors of 
success magazines! By the time the peri- 
odicals are on the newsstands the idols 
who have been sketched may have gone 
broke in the stock market. Corrective re- 
actions frequently deflate sham reputations. 

APPARENTLY, among the 250,000 sub- 
scrihers to Nation's Business are 
some zealous anti-Babbitts. The editor of 
Weekly People, a Socialist Labor publica- 
tion, which is trying to keep the torch 
lights of radicalism burning in the United 
States despite the widely diffused pros- 
perity, seemingly occasionally makes a fur- 
tive glance at the contents of this maga- 
zine. In a recenl issue, which was quoted 
in The Sun/laij World, New York, the pro- 
Marxian weekly commented on an excerpt 
from this department in the February num- 
ber of Nation's Business as follows: 

The apologists of capitalism who are ever 
concerned in showing the "impossibilism" of 
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Sales Executives 
and Salesmen Agree on 

^he New and Finer 
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COUPE 



Sales executives welcome its 
remarkably low first cost, its 
operating economy and its 
long life. They recognise the 
value of its ability to take 
their salesmen over the ter- 
ritory and keep them com- 
fortable, happy and eager to 
do their jobs. 



Salesmen want its arresting 
appearance and its six-cylin- 
der performance. They 
need its unfailing dependability, its comfort 
and the unusual convenience the car provides. 

That's why the New and Finer Pontiac Six 
Coupe is meeting such great success as a sales- 




men's car. It offers an amaz- 
ing combination of desirable 
qualities simply because 
the vast facilities and pur- 
chasing power of General 
Motors enable Oakland to 
produce such a car to sell 
at such low cost. 

No matter whether or not 
you plan to buy new cars 
for salesmen now, be sure 
to inspect and drive the 
New and Finer Pontiac Six Coupe ! 

Write to our Commercial Division on your 
company's letterhead for the details of our 
special Fleet Users' Plan. 



Sedan, S77S; SpOTt R, .,.,(>! e> ,.)./.„ .,.) $775; Sport Cabriolet, (■*-/>«*..) $S3S; / ..»..(„„ .Wan, $H95; De Luxe Lun. 
aau Sedan, $975: De Luxe Panel Deliver?, $770; De Luxe Screen Delivery, $760; De Luxe Deliver? ChauU, 
Oakland Six. $1025 to $1295. All pric« uj factory. Eary to fay on the Generul Molar* Time Payment Plan. 



OAKLAND MOTOR CAR COMPANY, PONTIAC, MICHIGAN 

When buyuip the Poxti.vc Six pbm mention Katmn't llurintu to the dealer 



Socialism and in laughing Karl Marx out of 
the court of appeals of political economy, are 
fond of "demonstrating" that Karl Marx 
knew not what he was talking about since 
lie went, wrong on hia foremost prophecy — 
the downfall of the middle class. 

Nation's Business, a magazine issued by 
the United States CrmniU r of Commerce: not 
for propaganda among working men but for 
sound information to business men, does not 
even bother to apologize to the apologists 
when hi its February number in an article 
on "What the World of Finance Talks Of" 
it says: 

The prosperity, which has been so widely 
heralded in published corporate reports, is 
to a marked extent the prosperity of big 
business. Ji has been selective nil her than 
universal. The present era of huge produc- 
tion and unprecedented consumption has 
been characterized by a heightened spirit 
of competition, and the large rewards have 
gone primarily to the most efficient factors 
in the business community, . . . 

These di.il inct ions must be kept in mind, 
if the favorable annual reports for 1926 
whieh are beginning to become available 
are to be harmonized with the wide-spread 
complaints of little, inefficient business 
men. 

In 1927, the emergence of the strong is 
likely to be even more conspicuous. . . . 

The present era is favorable to scientific 
management, which is capable of eliminat- 
ing waste, heightening the spirit of co- 
operation of working men, and of at timing 
production to demand. Well-financed units 
capable of mass production, chain stores, 
department stores, and mail-order houses, 
are in favored positions. The opportunities 
for individuals, to an increasing extent, are 
as hired men in the employ of successful 
corporations rather than as individual ven- 
turers setting up on their own. 

Comments on anything so well put, com- 
ing out of the highest authority of business 
in the country, could only spoil the effect. 

If disinterested rejiorting of current, eco- 
nomic trends give aid and comfort to the 
spiritual descendants of Karl Marx, 1 do 
not liegrudge them their satisfactions. Fi- 
nancial reporting is valueless unless the ob- 
server is willing to set down the facts im- 
partially. 

IT TAKES less courage to combat dead 
1 Socialists than misguided live capitalists. 
It is my belief that the way for intelligent 
business men to light Socialism is through 
the elimination of abuses, through milking 
business more efficient and more socially 
useful, through stimulating a further ad- 
's anee in the standard of living, and through 
democratic cooperation with well-paid 
working men. 

If the decline of the small and ineffi- 
cient business man, as here disclosed, tends 
to confirm a major economic prophecy of 
Karl Marx, there are other significant cur- 
rent tendencies in the United States which 
indicate that the father of Socialism be- 
longed to the bush league of soothsayers. 

Karl Marx has been the victim of his 
friends as well as of hia enemies. He has 
been as much misunderstood by the public 
at large as the average man thinks he is 
by his own family. As a matter of fact, 
Marx was little concerned with the ethical 
and sentimental arguments for common 
ownership. He was a hard-boiled econ- 
omist, who believed he saw signs that the 
f•()Iuin"■ of Socialism was inevitable because 



of the alleged approaching decay of capi- 
talism. Karl Marx has been dead for nearly 
forty-four years, and thus far the coming 
of Socialism, which he deemed imminent, 
is, to say the least, behind schedule. 

II ERE are some of Karl Marx's major 
1 ■ forecasts, set side by side with the 
deadly parallelism of current facts in these 
United States. 

Forecast: Concentration or Wealth in 
the Hands or an Ever-Diminishing Group 
of Magnates or Capital, Accompanied nv the 
Complete Disappearance of the Middle 
Class and the General Proletarization or 
the Masses. 

With the growth of big business in the 
United States, there has come the offset- 
ting factor of the rise of the small investor, 
who has become a part owner of the great 
units of production and distribution. In 
the last decade, the increase in stockholders 
and landholders has been many times more 
rapid than the growth of population. In- 
stead of a "diminishing group of magnates 
of capital" there has been a bumper crop 
of new millionaires. In New York, for 
example, the rapid increase in millionaires 
in the last ten years has led to traffic con- 
gestion, and single family houses on Mil- 
lionaires' Row— Fifth Avenue — are being 
rapidly replaced by mtuti-faraily apartment 
houses on Fifth and Park Avenues to take 
care of the expansion of the millionaire 
clas3. 

AT TIIE other end of the social scale, 
+ » with restricted immigration, the masses 
have been growing above the dingy, cold 
water flats of the East Side, which in spite 
of the real estate boom among tatter houses 
have tecome a drug on the market. In- 
stead of the complete disappearance of the 
middle class, the middle class has been 
greatly augmented by the development of 
employe and customer stockholders, who in 
increasing numbers have been joining the 
capitalist, classes. Thirty-seven labor banks 
in the United States, all established since 
1920, are likewise symbolic of the growth of 
economic power of the workers, who, de- 
spite Karl Marx's belief to the contrary, 
have something more to lose than their 
chains. 

Forecast: Increasing Misery of the 
Proletariat Accompanied by an Ever-In- 
creasing Class Struggle. 

Proletarians are those who are wholly 
without economic resources other than their 
current wage. The statistics of growth of 
American savings Itank, building and loan 
associations, and life insurance companies 
refute this prophecy. Working men in the 
United States in increasing numbers are 
ceasing to be "proletarians" by virtue of 
stock purchases, and other accumulations 
of capital. They are the largest owners 
also of the 22,000,000 automobiles in op- 
eration, the 18,000,000 telephones, the 14,- 
000,000 ice boxes — not to speak of radios, 
talking machines, small homes, electrical 
appliances, and the myriad of new com- 
forts which modern business has bequeathed 
to the masses The keynote of modern busi- 
ness in the United States is to encourage 
consumption by the multitudes on a high 
scale. Without mass consumption the 



policy of mass production would be eco- 
nomically suicidal. 

As for the ever-increasing class struggle, 
such new programs of cooperation between 
organized capital aud organized labor as 
the Baltimore & Ohio plan fail to confirm 
this dire prediction. The trend is definitely 
and unmistakably toward a better under- 
standing between capital and labor. 

Forecast: Commercial Crises of Ever- 
lNCHE.tsi.Na Magnitude, Due to Overfrodxic- 
tion. 

In the United States, the tendency has 
been to diminish commercial crises. More 
scientific management, hand-to-mouth buy- 
ing, the policy of attuning production to 
demand, and an improved credit system 
have caused business to move contrary to 
Marx's prophecy. 

The forecast to which the Socialist Labor 
organ proudly referred has by no means 
been completely fulfilled. 

Forecast: Rapid Concentration of Pro- 
duction in Industry and Agriculture and 
the Disappearance of Small Industrial 
and Commercial Undertakings. 

Despite the concentration of industry in 
the United States, agriculture has continued 
on an intensely individual basis. Such ex- 
periments as Thomas D. Campbell's large 
scale wheat farm in Molilalia and the cot- 
ton enterprises of It. E. Lee Wilson of Wil- 
son, Arkansas, and of the companies headed 
by L. K. Salsbury of Memphis, Tennessee, 
are exceptional, rather than typical. The 
recent development of cooperative market- 
ing agencies has been based on the con- 
tinuance of smidl productive units in agri- 
culture. Moreover, there has been in the 
United States nothing like a disappear- 
ance of small industrial and commercial 
undertakings, although it is true that the 
little fellow has become relatively less im- 
portant in this field. And yet numerically 
small business enterprises still overwhelm- 
ingly exceed big units. 

Moreover, in the fields where individual 
artistry and personal service are para- 
mount, such as in millinery, custom tailor- 
ing, and dressmaking, the survival of the 
small one-unit establishments seems beyond 
reasonable doubt. 

TMIE MORAL of all this is simply that 
A the future is unknowable: a secret of the 
gods, and even Karl Marx, founder of the 
religion of Socialism, was not privy to the 
riddles of the future. As an oracle, he had 
a low batting average. But he shared this 
defeat in common with non-Socialistic econ- 
omists. Scientists in the laboratory and 
men of vision in executive chairs are bring- 
ing about a transformation of economic 
values of which Adam Smith, David Ri- 
cardo, John Stuart Mill, and Walter 
Bagehot and the whole school of classical 
and respectable non-Socialistic economists 
of an earlier period never dreamed was 
possible. 

It is hardly just to denounce the framers 
of the American Constitution because they 
failed to make rules for subways, airplanes, 
automobiles, telegraph systems, and radio 
communication, and, if The Weekly People 
had not raised the issue, I would not have 
been disposed to demonstrate that Karl 
Marx was not infallible 
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Powerful WiruJ. t engine. Koom> cab and tarse-sizc sicer- 
in* irhr.-J ajsurc driver comfort. Auxiliary rear springs assure 
easy riding for varying toads. All types of bodies available. 



The New International 
"Special Delivery" 



WHEN you are in the market for the 
best value in a light truck — a speedy, 
good-looking truck that will cost you little 
to buy and little to run — a sturdy truck to 
carry your loads — 

See the new International "Special 
Delivery," an ideal truck for loads up to 
%-ton. 

The "Special Delivery" is a 100 % truck, 
built from the ground up for a long life of 
light, fast hauling. No compromise with 



passenger-car design here. Engine, clutch, 
transmission, springs, frame, rear axle, all 
are built to truck specifications. All are 
essentials of a good sturdy truck, and that 
is what you will find this truck to be. 

Easy riding, easy handling, speedy trans- 
portation at low cost — ready for your in- 
spection at 144 company-owned branches 
in principal cities throughout the United 
States and Canada, and there are reliable 
dealers everywhere. 



INTERNATIONAL HARVESTER COMPANY 



OF AMERICA 

606 So. Michigan Ave. (wcowohahh) 



Chicago. III. 



INTERNATIONAL 

TRUCKS 



The Inter national lint also includes Speed Trucks for 1 \ -ton and l'i -ton loads; Heavy' Duty Trucks ranging from 1 'i tons to 5 ton s; and Motor Coaches 
Also the McCormick- Deering Industrial Tractor. Write for catalog or drop in at any of the following company-owned branches. 



Oiiriai branch 
liousus in the 
United Statin 
are located in the. 
cities listed here; 
and In Addition 
thtire an: dealer* 
from one end of 
the country 
to the oLbcr. 

Alwrdecn. S. D. 
Akron. OHIO 
Alhuny, N. Y. 
Arnartflo, Tor. 
Atlanta, Gn. 
Auburn, N. Y. 



Aurora. 111. 
fealtliuore, Md. 
Minimal. Mont. 
IllnKhamUin, N. Y. 
lilrmluitluun. Ala. 
ltlsmarck. N. D. 
Boston, Mass. 
Bronx. N.Y. 
Brooklyn, N. Y. 
Hunu.li>. Y. 
Cairo, 111. 
Camden, N. J. 
Cedar Kails, Iowa 
Cedar Unplds. lown 
Cbarlottc. N. C. 
Cliattanuojta. Tcnn. 
Cheyenne. Wyo. 



Ctilcaao, lit. IX) 
Cincinnati. Oblo 
Cleveland, Ohio 
Columbia, s. <\ 
Columbus Ohio 
Council bluffs, Iowa 
Dallas, Texan 
Davenport, lowa 
Dayton. Ohio 
Denver, Colo, 
Pee Moines. Iowa 
Detroit. Mich. 
Dubuniic. Iow& 
l)ululli. Minn. 
But St. Loula, IU. 
Fau Claire, win 
Klrnlra. N. Y. 



F.l Paso, Toi, 
Krle. Pa. 
FvatinvlHe. Itid, 
Fargo. N. D. 
Fort Dodge, Iowa 
Fort Wayne, I mi. 
Fort worth. Tcxaa 
Cary, 1ml. 
Cram) Forks, N. D. 
Crnnd Kaplda, Mtcfo. 
(irecn Bay. Wis. 
llarrlsbure. Pa. 
Helena, Mont. 
HoiiHtnn. Texas 
Hutchinson. Kim 
Tnulannpolis. Itid, 
Jackson. Mich. 



Jacksonville, Fin. 
Jersey GIST, N. J. 
Kankakee, 111. 
Kaunas City, Mo. 
Knoxvlllc , Tcnn. 
l.lnculn. Nab. 
Little Hock. Ark. 
LoiiKblaridClty.X.Y. 
I.ua Anaeles. < "nllf. 
l.»ulHVIIIe. Ky. 
Madison. Wis. 
Mankato. Minn. 
Mnaon City, lowa 
Memphis. Tcnn, 
Milwaukee, Wis. 
Minneapolis. Minn. 
Mlnol. K'. D. 



Nashville, Teun 
Newark. N. J. 
New Haven, Conn, 
New Orleans. Jj. 
New York. N, Y. (3) 
iiRdmuburi!. N Y 
i iklahomat liv.i ,kiu 
Omaha, Neb 
Parkersburn. w, Va 
Parsons , Kin. 
Peoria, 111. 
Philadelphia, Pa. 
Phoenix, Aril. 
Pittsburgh, Pa. 
Portland, Me, 
Portland, ore 
Providence, R. I. 



Quincy. III. 
Richmond, In<5. 
Richmond, Vn. 
Rochester . N. Y. 
Kneklord, 111. 
Saginaw, Mlcb. 
Bt. Cloud, Minn. 
St. Joseph, Mo. 
St. l.-miln. Mo. l2> 
Sallna. Kan. 
Salt Lake City. Utah 
San Antonio. Texaa 

San Ujeeo. Calif. 
Sun Fran.'iKo. Calll. 
Be ran ton. Pa. 
Shrevcport. La. 
Sloui City, Iowa 
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Sioux Falls, s. n 
South Bend. Ind 
Spokane, Wash. 
Springfield, 111 
SprliiKticld. Maw. 
Springfield. Mo. 
Spniigllcld. O. 
Syracuse, N. Y. 
Terre ITaute, Ind. 
Toledo, Ohio 
Tnpekn. Knn. 
ITtfcu. N.Y. 
Waterloo, Iowa 
Watertnwn, 8. D, 
Wichita. Kan. 
W'llllnnisport, Pa. 
Winona. Minn. 
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The Map of the Nation's Business 




GOOD 



Large Map reflect* 
business conditions 
as of April 1. 



QUIET 



The Business Map of Last Month 





to 



The Map of a Year Ago 
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MARCH trade and industry partnnk 
of the irregularity that has char- 
acterized business since the last 
quarter of 192G. White some gains in dis- 
tribution were exhibited, a.s compared with 
the earlier months of this year, wholesale 
trade failed to measure up to a year ago, 
and retailing was somewhat unsatisfactory. 

Industry made a relatively better show- 
ing, but as a whole hardly reached the 
level of March, 1926. Mild weather early 
in March permitted the resumption of out- 
door farm work and building sooner than 
usual, thus helping the employment situa- 
tion; but frequent rains and comparatively 
low temperatures later in the month and 
early in April hampered spring planting 
and counteracted to a certain extent the 
influence of Easter buying on retail trade. 
High water in some areas interfered with 



By FRANK GREENE 

Managing Editor. "Bradstreet's" 

lumbering, and muddy country roads re- 
tarded the distribution of goods. 

Aided by continued ease in money rates, 
speculation was active. Transactions on 
the stock exchange early in April were the 
broadest ever known and prices generally 
moved higher, the average price of rail- 
road shares reaching the highest point in 
more than eighteen years. 

These heavy security sales and extensive 
Government refinancing operations served 
to lift bank clearings and debits for March 
above the totals of a year ago, and clear- 
ings at New York reached the largest ag- 
gregate for any month on record. 

Business failures fell slightly below 



March a year ago, but liabilities, swelled 
by numerous bank suspensions, were more 
than double the total for that month. 

The available records of retail trade, 
these unfortunately not including the busi- 
ness done by the great mass of smaller re- 
•ailers liberal,, th- prevailing irregularity. 
Hie chain stores led in the percentage of 
gam over March a year ago, while the mail- 
order houses reported a more moderate 
increase, and the department stores reg- 
istered a slight decline. 

For the first quarter of the year, the 
chain stores did a business well 'in excess 
ot a year ago, while the mail-order bouses 
;">d department stores exhibited small 
losses. 

Few of the well-known indices of trade 
and industry were on an equality with a 
year ago for the first three months of the 
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The country's foremost 
owners know that the 
White truck pays for itself 
more times than any other 
truck because the most 
money-earning miles are 
built into a White. ^ ^> 




WHITE TRUCKS 

and WHITE, BUSSES 



When writing for father information regarding White Trucks a»d Busses plane 
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year, declines being shown, with one or 
two exceptions, by even those measures of 
movements that made excellent, gains in 
March, such as pig iron and steel ingot, 
production. , 

It must be remembered, when making 
comparisons with the first three months of 
Inst year, that business in those months 
wns moving at an unusually high rate, so 
it is not surprising if some lines showed 
decreases in March from a year ago, while 
it is worthy of note that a few industrial 
divisions, steel being among the most 
prominent, actually registered small gains. 

Steel production, indeed, 
reached the largest monthly 
total ever recorded, exceeding 
March a year ago by 1.5 per 
cent, and the pig iron output 
was .also heavy. Some of this 
activity in the ferrous metal- 
was probably caused by the 
desire of consumers to build 
up their stocks of iron and steel 
products before the eommeiice- 
ment of the strike of union soft 
coal miners in the Central 
Competitive Field on April 1. 



with the activity in the bituminous coal 
fields was the comparative dullness of an- 
thracite mining, under the retarding influ- 
ence of mild weather. 

The heavy movement of coal swelled car 
loadings, which showed a small decline 
from a year ago in other traffic. A feature 
of the ear loading reports was the appear- 
ance of a ' million car week" in the middle 
of March, two months earlier than in any 
previous year. 

February gross railroad earnings showed 
a slight gain over a year ago, while net 
earning- exhibited a considerable increase. 



Steel Buying Heavy 



THERE was, however, con- 
siderable buying of steel for 
immediate use, tank plates for 
the oil fields being a prominent 
feature. Buying of automo- 
bile steels was not up to expec- 
tations, this reflecting the lower 
rate of operations at a few im- 
portant automobile plants. It. 
was estimated that production 
of passenger cars and trucks 
during the first qttarter of this 
year fell about 15 per cent be- 
low the like period a year ago. 

The tire industry was active, 
but declined slightly toward 
the month's end. 

Buying of cotton textiles was 
lighter than in February, but 
better than in March a year 
ago and the mills were busy, 
with more activity at the South 
than in other areas. Raw silk 
takings were the heaviest for 
any month on record. Wool- 
ens and worsteds presented a 
less favorable picture, with nu- 
merous reports of slackened out- 
put, some small mills being 
permanently closed. Shoe fac- 
tories were only moderately 
active and the best business was dune in 
highly styled lines, staples being quiet. 

Under the stimulus of the impending 
strike, production of bituminous coal was 
at the highest rate ever recorded for the 
time of the year, but the commencement 
of the strike apparently caused little un- 
easiness in the consuming industries. 

Stocks above ground on April 1 were 
estimated at from 80,000,000 to 90,000,000 
tons and it was pointed out that some- 
thing over 00 per cent of the country's 
soft coal is produced from non-union mines, 
so that there could lie no immediate fuel 
shortage. The output of soft coal for the 
coal year ended April 1 was over 600,000,- 
000 tons, a new high record. Contrasting 
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Better weather in February of this year, 
with consequently lower operating ex- 
penses, was given as the reason for the 
greater gain in net income. 

In addition to the automobile industry, 
already mentioned, declines were registered 
by building and lumbering. The value of 
building permitted for during March 
showed a drop of 10.8 per rent, from a 
year ago, this following an increase of 5.5 
per cent in February. For the first quar- 
ter of the year, a decline of 6.1 per cent 
was indicated. The decrease was not uni- 
versal, however, as nearly half of the cities 
reporting showed gains. 

Lumber production was further reduced, 
and some mill owners in the Pacific north- 



west discussed the advisability of putting 
the industry on a five-day week for the 
next few months. 

Unusual activity in the new Seminole 
field and other areas caused overproduction 
of petroleum, and prices of crude and re- 
fined oils were further reduced. Sales of 
copper were light throughout the month ami 
the other non-ferrous metals were dull, prices, 
with the exceptionoftinand zinc, being lower. 

The general level of prices, after a slight 
rise in February, again moved downward 
m March, the index for April 1 showing a 
lass of '12 per cent since the beginning of 
the year ami of 4.3 per cent 
from a year ago. Of the im- 
portant farm products, wheat, 
flour, hogs and cotton showed 
declines while corn, oats, bar- 
ley, cattle and sheep exhibited 
increases, none of these changes 
being particularly impressive. 

The final ginnings' report on 
last year's cotton crop showed 
a drop of about 700,000 bales 
from the December estimate 
but still left it the largest crop 
on record. This decline, with 
the reported heavy domestic 
mill consumption and exports, 
was believed to indicate a 
carry-over little, if any, in ex- 
cess of last year's; and fears 
were expressed that cotton 
planters might revise their ex- 
pressed intention to cut their 
cotton acreages this year. 

Cotton Acreage Lower 

A/T OST estimates indicated a 
*■ decrease of not more than 
10 to 15 per cent in the total 
area to lie planted to cotton, as 
against the reduction of one- 
third which was widely advo- 
cated last Fall. Some" cotton 
was planted in the southern 
parts of the belt during March, 
while in other sections farm 
work was hampered by rain. 
The mild winter favored the 
survival of hibernating boll 
weevils and they were reported 
to l>e emerging more numer- 
ously in Texas than last year. 

Most sections of the country 
had plenty of moisture, and the 
winter wheat crop was in good 
condition except in parts of 
southwest Kansas, where more 
rain was needed. The Govern- 
ment report on winter wheat showed the 
condition on April 1 as 84.5 per cent of 

I™', ,vhh 841 P er <-« it a >' ear 

ago and Si. 8 per cent on December 1, 1926. 

" s " -M»nl I condition was somewhat 

Mow trade estimates, which were for a 

>• 7 i J r^T' r 10 ; 000 bushels > snared with 
T'S , ] r hch of winter vvheat in 19213. 
of !, ^t ,wbal > lv be larger acreages 

e TL VV™ r ,han in 1Q 26, while H 
vhc thut , the arras seede J to spring 

£ °. ft durum, rice and sor- 

ton t Tn mK 'i! rgdy s, "Mtituted for cot- 
ton in some southern states. 
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Thourtnda of retailcri finil the llurrouittui 
Portable, with ita neatly printed liar ut itcmi 
ami accurate total* plcuea, hold* and brmjt 

f.iiHiiiiliiri 




Profmional men of all kind* coniider the 
Byrroufbrt Portable an ideal figuring machine 
for both orf.ee and home. 




Minn lacttj tin* concemi and lane firrai find 
thie these machine* in every department. *a»c 
time and eliminate errors. 




The Bnrrourh* Portable (i to convenient to 
carry lM> " 6 ,oon in brtak demand by every- 
one in the office who baa rtzurinr to do. 




In the caabier'i cace. 100, the Burroaetu Port- 
able it being quickly adopted because or the 
•mallipace it rojuir«a^italixhtninx'-likc9Dced. 





The 
Burroughs 
Portable 

*ioo 

$115 in Canada 
EasyTerms 



Over 62,000 Burroughs Portable Adding Machines are 
now in the hands of satisfied owners in every type and 
size of business. Thousands of Portables are on the 
counters of large and small retailers. Hundreds of 
wholesalers use them. They are to be found in pro- 
fessional offices and on the individual desks of large 
manufacturing concerns. 

The Portable is the "handy man" of figuring equipment. 
It is light in weight and small in size — has full standard 
visible keyboard— adds up to $1,000,000.00— has rapid 
one-band control. It is built in the Burroughs factory 
to Burroughs standards from the best materials Bur- 
roughs experience can buy — passing the same rigid 
inspection as the highest priced machines — carrying the 
same guarantees — backed by the same Burroughs 
nationwide service. A strong, durable machine for use 
on one desk or a hundred. 

BURROUGHS ADDING MACHINE COMPANY 
6275 SECOND BOULEVARD DETROIT, MICHIGAN 
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MACHINES 
FOR. EVERY FIGURE 
PROBLEM 
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When World Business 
Takes Counsel 

By C. J. C QUINN 

Manager American Section, International Chamber of Commerce 



THE HUGE lint crowded Concert Hall 
hushes to silence as eleven o'clock 
strikes and a white-bearded fururc 
with the perfect mask of a Viking rises to 
speak. 

It is easy to recognize K. A. Wallenberg. 
It is impossible to forget him. Ex-Minister 
of Foreign Affairs and one of Sweden's great 
bankers and business men, he typifies true 
Nordic ruggedness and force. 

He is speaking now. With grave and 
stately courtesy he is welcoming the busi- 
ness men of forty nations to Stockholm 
and, to Sweden. He is paying a moving 
tribute to the memory of Walter Leaf, 
scholar and banker. He is introducing Sir 
Alan Anderson, deputy governor of the 
Batik of England, steamship owner and rail- 
road director. 

The group at the speaker's table epitom- 
izes world business. Von Mendelssohn, head 
of the great Berlin hanking house which 
Iwars his family name, Pirelli, the brilliant 
Italian member of the Dawes Committee, 
Duchemin, the du Pont of France, Despret, 
president of the Bank of Brussels and one 
of the financial kings of Belgium. 

Wallenberg finishes. Sir Alan Anderson 
rises to a burst of applause. The Fourth 
General Congress of the International 
Chamber of Commerce has begun. 

This may Ik? forecasting instead of broad- 
casting but it is just about the scene that 
will unfold itself in Stockholm on the morn- 
ing of June 27. Germans, Argentinians, 



Czechs, Roumanians, Australians, Span- 
iards, business men of forty nations will be 
there to discuss their common problems, to 
learn what their foreign colleagues are 
thinking of, to pool their knowledge and ex- 
perience in Jin effort to better the relations 
of international business. And in this mod- 
ern world business knows no frontiers and 
trade has forgotten the limitations of 
geography. 

United States Well Represented 

r PHE United States will be represented by 
an important group. Lauding from Hie 
George Washington at Bremcrhaven on the 
Friday before, they will have come norlh in 
a special train, ferried across the Baltic to 
speed through Sweden in daylight and give 
the majority of the travelers their first 
glimpse of Scandinavia. 

The American group will not only repre- 
sent the Eastern States. It will represent 
not. only banking, not only manufacturing, 
not only trade. It will group all interests 
and all sections for effective American par- 
ticipation, with a mandate of influence and 
representation. 

Germany will be represented for the first 
time at a General Meeting of the Cham- 
ber and some 2tX) of her leading business 
men will have trekked north to show their 
colleagues that Germany is in the Interna- 
tional Chamber, in to work and in to stay. 

And these two important delegations will 
be matched by equally important groups 



IztV IZl Stock ^m. where the Inter- 
val t Chamb e* of Commerce will con- 
Tune 27 n S , F ° Ur L th Gsn ^al Congress, 
the JL e! T' the Concert Hail, where 
the masters of the world's business will 
meet 

from the other great commercial nations to 
<>rm a world forum of business, a congress 
ttitn no political inhibitions, talking the uni- 
versal language of business which saves it 
irom i the Babel of misunderstanding. These 
are the men who will gather in Stockholm 
on the morning of June 27. 

In the afternoon the scene shifts to the 
magnificent Parliament buildings, turned 
over to the Chamber for its business ses- 
sions, a „d it < JB there that each morning and 
I'lK-rnoon the business men of the world 
" group and general sessions will turn their 
. ttennon to the problems affecting (hem 
and in the correct solution of which thev 

an obvious and common interest. 
fcBJ 1 h^'e before them, as the major 
ZrW • he .r c,I "R. the subject of "Trade 

SSen ' , ram !f ,(;ation8 . a subject whose 
hTs lTven > + th ° Int ™ionaI Chamber 
It * t0 m;m - v ^understandings. 

a ! s not a concerted drive aeninst the 
American tarilT It* * . .U.liiim tin 
ki.nuaV.iili li Its tri " l »ment of the ae- 
£2t Si. ^ W**™ of tariffs is 
eonriie, ' fj* tllR vi^point of tlie 
ua ana tariffs corrugate an 
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economic interdependent continent and 
strangle reviving trade and commerce. 

The business men of Europe realize that 
the situation is serious, that it erics for 
remedy, that economic chauvinism has hurt 
and hindered and stilled trade. They have 
spoken their munis freely and lrankly 111 
the preliminary report of the International 
Chamber on Trade Barriers, which will be 
presented to the International Economic 
Conference. Parenthetically it may be 
: ul.U-«l that this report luis been accepted 
as one of the major documents ot the Con- 
ference and that the Chamber has been in- 
vited to participate in the Conference on 
the same basis as (he several governments— 
a recognition of its role as the single repre- 
sentative organization of world busmen. 

Equally freely and frankly the American 
n-roup has spoken its mind on the subject 

of l-irili's Their report to the Centra! (' - 

mit tee on Trade Barriers contains these 
candid comments: 

"The immediate problems would seem to 
center on an adjustment of the dislocated 
reninnnie machinery of Europe, before 
touching the relations of that area to other 
areas. The economic restoration of Europe 
is of first importance, not only to Europe 
but to the rest of the world. It therefore 
seems both logical and desirable, in con- 
sidering the problems under review by the 
Trade Barriers' Commit lee, In distinguish 
those of European focus from those of wider 
application. 

Puzzling Trade Barriers 

WE are in general agreement with the 
recommendations and proposals of 
the report as to existing barriers to trade 
in Europe. It is generally acknowledged 
thai, the absence of trade barriers through- 
out our whole area, nearly as large as Eu- 
rope itself, renders unnecessary in the 
United States many of the steps desirable 
in Europe. Instructed by our own experi- 
ence, the American Committee feel that 
substantially similar freedom of commerce 
and irade in Europe would inevitably re- 
sult in benefit to the European peoples. 

"On the other band, we believe we ac- 
curately reflect general business opinion in 
this country when we state that the United 
States is strongly committed to the prin- 
ciple that our high standards of living and 
wage scales require tariff protection to pre- 
serve them so long as such great disparity 
exists between them and other standards 
of living and wage scales." 

Quite apart from the question of tariffs 
the canopy of Trade Barriers covers a group 
of important questions more than justify- 
ing its choice a> the head liner. Prohibi- 
tions of importation and exportation, ex- 
port taxes and restrictions on production 
and export of raw materials, legal and fiscal 
treatment of foreign nationals and corpo- 
rations, the most-favorcd-nation clause in 
commercial treaiy policy, discriminations 
in tariff treatment, uniform customs nomen- 
clature, obstacles to transportation by rail 
and by sea, unnecessary and unreasonable 
customs regulations and procedure and a 
mass of other related subjects. And these 
questions of real importance to the busi- 
ness world will be considered and discussed, 
as they have been studied for eighteen 
months in preparation, not by academic 



Anticipating California's 
Future Qrowth 



meet the growth in California, 
the Southern California Edison 




Company added 429,000 horse 
power between 1921 and 1925. 
This increase is 114 % compared with 54% 
for the whole country in the same five-year 
period. 

The company's present capacity is 807,000 
horse power and another five years' growth at 
this rate will see a demand of 920,000 horse 
power more. 

A new plant now under construction will have 
the world's largest electric generators, the 
world's largest tandem compound turbines and 
the world's largest horizontal water tube boilers. 
It is designed for an ultimate capacity of 
1,000,000 horse power. 

This is the sixth time Southern California Edison 
Company has employed Stone dC Webster con- 
struction service in its program of extension. 



Stone&Webster 

INCORPORATED 



Bolton, 147 Milk Street 
New York, 120 Broadway 
Chicago, Firit National Bank Bldg 




Philadelphia, Real Eitate Trust Bldg. 
San Franciaco, Holbrook Bldg. 
Pittsburgh, Union Truat Bldg. 
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SWIFTLY the Eric salesman strikes any one 
of 39 rich markets — snaps back to Erie 
overnight — flashes away again next morning! 
He gives customers the constant, careful 
attention short order buying demands. 

This "close in" market 

■48 million people live within a 400-mile 
circle surrounding Erie. Here are 7 of the 
country's gteatest metropolitan centers — 39 
of the 80 big American cities of over 100,000 
population. . 
Four great railroads connect Erie directly 
with these rich consuming centers— they are 
within overnight reach of the Erie sales- 
man's home office! He spends less time 
traveling— more time selling. 

Less sales cost 
Investigate the possibilities Erie holds for 
your business location — your sales cost, 
your production, your raw materials, your 
labor, your shipping and receiving. You can 
get the complete story free — in "5 Great 
Advantages" — 32 pages of sound facts and 
figures, boiled down results of months of 
research and study. Clip the coupon and 
mail it today ! Or ask for a confidential sur- 
vey, applied to your own problems, by our 
Industrial Board. 

ERIE 

PENNSYLVANIA 

City of 5 great 
advantages 

I 

Erie Chamber of Commerce 

Picnic «ciul a copy of your booklet 
'5 Great Adv*AUGci." 
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theorists, not by uninitiated students, but 
by the men who ship goods to the world, 
who have foreign branches ami agencies 
dotting the globe, who buy raw materials 
over the seven seas — the men who know. 

It is not only to Trade Barriers, all in- 
clusive as the title seems, that they will di- 
rect their attention and their experience and 
their knowledge. 

They will have before them the work 
of the committee on standardization of 
commercial letters of credit, — standard 
forms of letters of credit and internationally 
uniform interpretation of terms and con- 
ditions. It has already been accomplished 
nationally in several countries. At the sug- 
gestion of the American group the Inter- 
national Chamber is attempting its inter- 
national extension. It is a wholly practical 
work— a re;il contribution to simplification 
ami betterment of international business. 
The draft regidations which will be pre- 
sented to the Stockholm Congress can there 
be given the acid test of practicability and 
soundings by (hi.. ni.'M of forty nations who 
h;ive daily first-hand experience on which 
to base Iheir judgment. 

Makers to Talk of Patents 

HP HE international protection of patents 
1 and trade-marks is a difficult problem 
but no one is better fitted to express a judg- 
ment on tli is troublesome question than the 
men who manufacture goods for the mar- 
kets of the world and the men who buy 
their wares. It is to these men that certain 
aspects of the problem will be presented 
by an international committee of experts 
a committee which no single individual' 
concern could possibly persuade or afford 
to assemble. 

Highway Transportation will have an 
important place on the program with an 
Opportunity of putting before an audience 
of influence and weight, the thesis that the 
motor car is not merely a luxury but an 
important economic factor as a unit of 
transportation— a point of view wluc]] has 
not yet gained universal acceptance. Fi- 
nancing of highways, coordination of high- 
ways and other transportation, city high- 
way planning and safety will lie among the 
subjects discussed at, this group session. 

On the basis of the practical experience 
of the International Chamber's Court of 
Commercial Arbitration, which has already 
handled 162 cases of international business 
dispute, the Congress will be asked to ratify 
certain changes in rules and procedure 
which practice has shown are desirable and 
which the Executive Committee of the 
Court, made up of the men who actually 
run the arbitration work, are proposing to 
the Chamber for adoption. 

"Communications" has been added to the 
program with a view to mobilizing the busi- 
ness opinion of the world in support of a 
demand for rapid, accurate and cheap com- 
munications as essential to the full devel- 
opment of international trade. Though the 
analogy is perhaps faulty it is a plea for 
the application of the principle of mass 
production to international communications. 

This lists but a few of the subjects of 
the meeting to which should be added bills 
of lading, international rail rates, through 
rail and air documents, international air 
mails, international private air law, double 
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taxation, bills of exchange, International 
Settlements, enforcement of foreign judg- 
ments, and other related subjects. 

It is a formidable program, but long and 
careful preparation by competent; commit- 
tees, common interests, and common knowl- 
edge on the part of those in attendance, a 
spirit of cooperation in the attainment of a 
common goal— these considerations give 
retd promise of tangible accomplishment;. 

Apart from the formal business sessions 
a series of luncheons have been arranged so 
that the business men in attendance may 
informally meet those with similar interests 
to establish contact, to exchange experience, 
IBM to lay the basis of that understanding 
and confidence which has characterized the 
work of those associated with the Inter- 
national Chamber. The Grand Hotel, the 
Roscnbad the Opera Kallaren, the Restau- 
rant of the Company of the North will at 
noon on the days of the Congress see busi- 
ness men of all the member nations in- 
lurmnlly assembled at these luncheons 
which were inaugurated at the Brussels' 
meetmg in 1925 with such a signal success, 
i ieture an American manufacturer at one 
oi these luncheons seated between a Ger- 
m „" ;m, 1 1 : '" ll »l'an manufacturer, whom he 
"HI l>n>lnib!v discover speak extrnordiiinrilv 
good English. Picture the three discussing 
a common problem of production-lunch- 
>ng together on the vine-clad and flower- 

£ v i"?/? ° f the Grand Hotel, facing 
the Royal Pa ace across the waters of the 
-Norrstrom Its understandable that the 
resistance of nationality crumbles, isn't it? 

week? T a « Sy and '' rmvtled W( * k . that 
wel of June 27 i n Stockholm. But it w,ll 
< be all work and no play. The Swedes, 
«"h be hospitality for which they are de- 

I ' « « m th„ s , Ju„„ Jlys iJ" , 
mgnts. that are never dark. 

A Meeting with Regal Settings 

TS? <,ity -,° f StocI *olm *iH throw open 
1 s magnificent town hall, built alongTe 

iid danrif ' t0 L he ,lelp & ate for dinner 

n "nth Th v 0 " th ;c nigl,t of tbe 

1 - The i King of Sweden will receive the 

he one , V* 1 at the R »>- ; ' 1 ™ a <* ™ 

J * at,onal Committee of the Inter- 
nanonai Chamber of Commerce will give a 

aZnZ r' dMCe ,h:U Sa ™ ovemiig and 
" ,,lf V'»^l»y"i S l.t. Ami two 
• fn C '"'"I 1<>ft °' )eu for st ^n.cr 
4r 1m ". Prof V he ms of ^e Skar- 
h : t ed ^thonsands of smalt is- 

5 J?£** he , fam ™* open air restau- 
reh rniiLt i° bad f n ° r Haselbacken and 
S ££. ^ *° h dear of the 

wiufc.^S nt, ^ ° f Stockholm 

s n s i° T m ° Ty ' just as thc 

in the L u w . ,11 , mnr k another milestone 
"r of C o n ° f In,er ™»>»al Ch,m- 

of the wor l 1 of the business men 
t on of Z i ,0 a Sane and solu- 
the worS ° m,e probi ™ a harass 
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STAINLESS 
STEEL 

ywPRODUCT 
IMPROVEMENT 



eie can you use 

STAINLESS STEEL 

in your plant 




IN plants where certain vital machine parts must come in contact 
with destructive acids — there genuine STAINLESS can probably 
save you costly replacements — can save you expensive time losses 
while such replacements are tying up production. 

In plants where machinery parts must withstand severe abrasive 
action — or where unusual strength of material is vital — there again 
STAINLESS is aiding industry by reducing to a minimum replacement 
costs. Lighter, weight material can frequently be used on account of 
its great strength. 

Wherever acids, alkalis, corrosion or erosion creates excessive costs, 
or where the material must withstand unusually high tempera- 
tures—there is the place to consider STAINLESS. 

Let us send you our booklet Stainless in Industry which 
gives in detail the wonderful physical properties of genuine STAIN- 
LESS — and then see if there are not several important ways in which 
STAINLESS can serve you. 




STAINLESS STEEL 

Genuine. Stainless Steel is manufactured only under the Jwtents of the 

AMERICAN STAINLESS STEEL COM PANK. COMMONWEALTH BUILDING. PITTSBURGH. PA 

Wlicn umUua tn Ambkmn Htainlhw Sim. Luumnt iiiea« mention Nation's Uwiucm 
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In the trough between the Cascades 
and the Bitter Root Mountains spreads 
an enormous vale, the size of h ranee, 
tilted southwestward to meet the warm 
Pacific winds. Through this vale flows 
the Columbia River and its rushing 
tributaries. Richly blooming valleys, 
famous throughout the world, open into 
it; and more than seventy lakes of daz- 
zling beauty are scattered like lambent 
jewels among the tumbled velvet and 
silver of the mountains that hem it in. 

This is the famous Inland Empire! 
In the heart of it rises Spokane, its 
shining metropolis. And here are factors 
that make it great: 

Power. Spokane River alone developing 
172,000 ftP. Hillionsofpotcntialhorse-powcr 
charging unchained away to sea. Priest 
Rapids Dam and Columbia River Project, 
both planned to surpass Muscle Shoals. 

Agriculture. One-fifth the Nation's 
honed apples. One-tenth the Nation's wheat. 
Last year's hew wealth of farm crops, 
>250,ooo,ooo. Orchards, $50,000,000. Fa- 
mous valleys of amazing fertility; and far 
greater valleys waiting to he tilled! 

Timber. Thirty-five million acres of vir- 
gin timhcrjanil, including largest stand of 
white pine in the world. 

Minerals. The center of probably the 
richest mineral region known. Already pro- 
ducing one-third the Nation's magnesitc; 
over one-third the Nation's lead; large quan- 
tities of silver, gold, zinc New mineral 
wealth last year, ?6 5,000.000. Close contact 
with the copper region of Butte. 

Trade. Spokane, regional center for 63 
cities and towns, distributing to 1,500,000 
inhabitants. Annual wholesale and Jobbing 
volume totaling $100,000,000. Greatest pro- 
duction of white pine timber in the country. 

Travsportattok. AU resources easily 
reached by railroad, river and highway. Ten 
thousand miles of improved roadway wind- 
ing through the valleys ami mountains. The 
trunk line of the Chicago, Milwaukee iN: St. 
Paul passing through the heart of it; and 
spur lines reaching out as feeders. 

A generation ago the Inland Empire 
was virtually a wilderness. But it has 
shared with the Olympic Northwest in 
an uninterrupted growth five limes faster 
than the Nation as a whole! With the 
marvelous maritime region of Paget 
Sound to the west, with the tremendous 
resources of Industrial Montana to the 
east, with its own inestimable richness 
of soil, of mineral deposits, of timber 
resources, of white power, of an incom- 
parable climate, the already famous 
Inland Empire is destined to become 
the center of a much vaster industrial 
and agricultural dominion. 

Lombardy in the Northwest 

Like Lombardy, ringed with Alpine 
peaks and tilted towards the warm 
scented winds of the Mediterranean, 
the Inland Empire is a land-locked vale 
strongly influenced by the warm breez j 
from the Pacific Ocean. Like Lombardy, 
but as large as all France! In the west 
Rainier lifts its glacier-crested peak. To 
the north and west stretch glorious 
wildernesses of mountain and primeval 
forest. Through enormous fertile val- 
leys, blossoming with apricot, melons, 
grapes, apples, pears, plums, peaches, 
alfalfa, wheat, rushes the mighty Co- 
lumbia under claret-colored headlands. 



In the lap of the Rockies 




SHORTEST AND MOST MODERN 
ROUTE TO THE 
PACIFIC AND THE ORIENT 
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How does the railroad reach 
the Inland Empire? 

It is directly in the path of the shortest 
and most modern transcontinental route 
to the Pacific! No region in America is 
more adequately served by great rail- 
roads. It was the railroad, breaking 
through the mountain barriers, that 
opened up its riches to the world. 

The Chicago, Milwaukee & St. Paul 
— pioneer in the last great American 
development, from Chicago and Mil- 
waukee westward — penetrates the In- 
land Empire with a marvelous electrified 
system, one of the world's greatest 
achievements in railroad engineering. 
Its feeders extend into the richest val- 
leys, timbcrland and mineral regions. 
Yet this is only part of the vast system 
— n,ooo miles long — with which this 
railroad serves the Northwest. 

It is like a great artery along which 
flows the life-blood of a waking giant. 
Farm implements, machinery, tools, 
seeds, pure-bred stock, and people pour 
through it, giving energy and lite. Puls- 
ing back comes the flow of raw products 
upon which the giant industrial centers 
of the East are fed. 

Far-sighted industrial and commer- 
cial leaders are already planning for the 
great trend towards the Pacific. The 
Pacific Northwest now leads the Coast 
in commerce. And the Chicago, Milwau- 
kee & St. Paul is the shortest link with the 
Pacific Northwest and the Far East! 

See it on your next trip West 

When you make your western trip, take 
this wonderful route. You will see the 
most diversified scenery in America — 
the golden plains — lush dairy country — ■ 
three of the greatest rivers in the world 
- — four tremendous mountain ranges: 
the Belt, the Bitter Root, the Rocky, 
and the Cascade Mountains — the glories 
of Pugct Sound — truly an empire burst- 
ing ripe with opportunities! 

Milwaukee passenger cars are now 
being equipped with roller hearings — a 
revolutionary improvement first adopted 
by this road. 



ILWAUKEE ^ROAD 





<Tiicai«. Milwaukee & St. Paul Railway 
Knom 884, Union Station, Chicago, III. 

Make 11 cheek before tile Teuton that interest! you. 

hare Ihe rhwe.u co-tiperiitEcjn *vKh ('tunning ' t' r - 

nierrr nod nl her business organizations who will suui.lv 
you with detailed imuiinitlon. 
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APrimaiy 
I Market 
v I of or Raw 
^Materials 

*\ New Orleans is des- 

SJ tined to be one of the 
ft world's greatest manu- 
jfacturing centers be- 
cause of economic laws. 
New Orleans is a "con- 
centrated" market for 
such basic products as 
Cotton, Oil, Salt, Sul- 
phur, and Lumber. All 
these commodities are 
produced in almost un- 
limited quantities near 
at hand. The manu- 
facturer who puts his 
plant at the source of 
raw materials obeys the 
first economic law. He 
cuts out unnecessary 
freightage and gets his 
supplies quickly and 
surely 

Transportation— Labor- 
Power. All available at 
Lower Costs 

Besides an adequate and prac- 
tically unlimited supply of the 
raw materials — not only those 
grown, mined, or produced 
within 50 to 100 miles of New 
Orleans hut such as can be 
brought at lowest cost from 
across the seas, its magnifi- 
cent transportation facilities, 
with its 8 great trunk rail- 
roads, waterways reaching 40 
states of the Union, Indus- 
trial Canal, Public Belt Sys- 
tem and Public Wharf System 
pcrmittingquick, efficient, and 
low-cost distribution — make 
New Orleans the ideal center 
for the location of great manu- 
facturing enterprises. Like- 
wise Ijibor can live cheaper in 
New Orleans and it is one of 
thecountry'smosts atisfactory 
labor centers. New Orleans 
also offers unusual financial 
advantages due to the fact 
it is a great metropolis. In- 
formation about the possibility 
of profit for any industry will 
be supplied by the New Or- 
leans Association of Commerce 
Address Room 202. 



The Changing Map of Industry 
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of competition of products from every 
source in every market, but there are 
economic limitations to the amount of 
competitive cost any market can absorb. 

Mounting costs of distribution reflect the 
incrca.-iug price paid lor uneconomic selling, 
shipping ami handling of goods. When 
products possess the same relative value, 
utility and consumer satisfaction, those 
which bear the least burden of cost of 
selling, transportation, and service will 
ultimately command a market. 

Advantage often rests with the newer 
manufacturing establishments in that they 
occupy plants of the most modern construc- 
tion and are equipped with the latest types 
of mechanical perfection, affording econ- 
omies of production not available to the 
older concerns. Comparison of per capita 
production and relative cost of production 
indicates that this is no inconsiderable item, 
in some industries. 

Heavy products of relatively low value 
are definitely restricted from greatly over- 
lapping the distribution from competitive 
centers by the cost of transportation. 



An increasing number of industries are 
finding themselves in a similar situation, 
because of the advancing cost of selling in 
distant markets. As the size of orders de- 
creases and the total volume declines the 
percentage of selling cost tends to become 
prohibitive. 

The domestic industrial map presents no 
political boundaries with tariff duties to 
pay, but it does nevertheless present to 
some industries economic boundaries that 
CM) only be crossed under penalty of pay- 
ing a prohibitive price for orders. 

In what I have here written, I have not 
undertaken to do more than point out how 
rapidly our geography of industry changes 
and to show briefly what some of the more 
important of these changes have been. In 
these days of the New Competition, the 
competition between cities and states, the 
competition of industry with industry, of 
material with material, it might well repay 
any business association to consider this 
question : 

"Where has my industry come from? 
What's its ue.xt move?" 



The Right Way to Get Factories 



Iiv W'.YHKKX Bishop 



NEW ORLEANS 

J^kSSOCIATION of COMMERCE 

IVhere production carts arc toiler 



THE "GO GET A FACTORY" idea in 
community development is losing 
ground. Chambers of Commerce and 
ilir towns and cities which they represent 
are fast learning that their cry should be: 
"Let's get a factory that belongs here." 
In other words, unless a factory fits into 
the community, unless it prospers there aiul 
the community prospers through it, the 
town is worse, nut better off, for the new 
industry. 

Getting Factories, the Topic 

IT WAS with this idea in mind and the 
I desire to discuss purposes and methods 
in industrial developments of communities 
that some sixty industrial bureau managers 
met recently at the Chamber of Commerce 
of the United States for an informal inter- 
change of opinions. 

One question that aroused lively discus- 
sion was this: "Who is behind the demand 
for more industries?" 

If we sav, "Our city needs more fac- 
tories," whom do we mean by "our city"? 
Is it an unanimous demand or are we 
simplv listening to the loudest, voices, while 
a more important part of the community 
remains silent? 

Speakers at th inference listed among 

those most active in calling for industries: 
Retailers. 

Real estate dealers. 
Power companies. 
Bankers. 

Their interest, it was pointed out, is 
plain. They all want more population in 

When writing to New On.MNa Association or Cumratu jiftxw mention 




any community. Less insistent but much 
to be reckoned with, are the manufacturers 
already in the community who must con- 
sider new industries from questions of 
competition, and labor supply. 

All these factors must be weighed before 
an active campaign is undertaken. 

One speaker thus summed up the de- 
mands in his part of the country. 

"There are two groups behind the de- 
mand for new industries. One group con- 
sists of those who feel that we need more 
industries to give employment to people. 
The other group consists of those who want 
more industries because they want more 
customers. As a matter of fact, they 
usually get left on that score. They get the 
additional wage earners and also an influx 
of merchants, mostly itinerants, which 
defeats their purpose." 

What Is Decentralization? 

"\A/^IAT is decentralization" was an- 
V Y other topic that stirred debate, 
Strictly speaking, perhaps the word ought 
to be applied to a movement tending to 
spread industry out to take it from one 
center to a number. 

The lumber industry has been in motion 
for a century, keeping always near the 
source of raw materials. Inadvertently one 
speaker told of a town which in 18S8 had 
47 saw mills and in Hi 10 hud none. Is that 
a migration or a decentralization? Prob- 
ably migration is a better word. 

Shoes were nearly all made in New 
England at one time. Now they are made 

Sat ion' t Butinett 
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The Forks 
of The Road 



Lower prices, and ever lower prices, bring salesmen in dejected. 
Many an able manufacturer hesitates. "Which way shall 1 turn in 
today's struggle for business? To meet competitive prices may be 
unprofitable — not to meet them may be disastrous." 

There isone way thatlcads unfailingly to better price conditions. 
Bartlett-Snow Engineers have shown it to many substantial con- 
cerns in various industries. Possibly they cando the same lor you. 
Systems of conveying machinery, properly designed and built, en- 
able workers to do the job better, quicker and at greatly reduced 
costs. Every industry has its examples of this truth. 

We are accustomed to serve substantial industries — to design, 
build and install equipment that makes production a continuous, 
progressive, cost reducing process. 

If you have reached the forks of the road in your business, a 
Bartlett-Snow Engineer will be glad to call on request to discuss 
your problem and our service, without obligation. 

The C. O. Bartlett & Snow Company 

(>20i.i Harvard Avenue, Cleveland, Ohio 




THE IDEAL LOCATION 



For your headquarters 
in the National Capital 



^- ■ _ Vs.* . 7 




1. Washington Building 

"The World Corner" 



1. While limine 

3. U. S. Treasury Dept. 

4. Washington Hotel 



5. New Wlllartl Hotel 

6. V. S. Treasury IWi 

7. Rlftfts National Bunk Building 



H. American Security & Trust Co. 
9. Union Trust Co. Builuinfi 
10. National Metropolitan Bank Biila. 



Now Being Erected in the Heart of Washington's 
Financial, Business and Professional Center 



Ten Story, Bank, Store and Office Build- 
ing, Finest Construction 

Facing Pennsylvania Avenue at 15th 
and G Streets and New York Avenue 



To be Completed for Occupancy about July 1, 1 927 

For Full Particulars Write 




EAVER 13 UO 



Rental Agent 



809 15th Street N.W. 
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in many other places. Migration or decen- 
tralization? Decentralization is the better 
term. 

It is with decentralization in its stricter 
sen.-e, m the setw of ;i diffusion of industry 
that factory-hungry communities are most 
conce rued. As one cynical speaker put it: 
"We are not talking about decentraliza- 
tion of industry. We are all talking about 
centralization of industry in our own par- 
ticular community. 

It was brought out that decentralization 
affects communities in three ways: 

Industries move bodily from one com- 
munity to another. 
Industries open branches at new points. 
Industries are built up where none 
existed before. 



Getting Down to Cases 

COME of the speakers seemed to feel that 
^ the second and third movements were 
more desirable to a community, yet it 
was pointed out that new plants in many in- 
dustries simply add to an already swollen 
productive capacity. One industrial bureau 
manager told of a manufacturer who asked 
thai his coming be not heralded since it 
could result in propaganda that there was 
already an over supply of his product and 
make difficult thn sale of his securities. 

The removal outright of an industry from 
one community to another is the most 
spectacular but perhaps in the long run the 
least effective form of industrial growth. 
In a check up for 1026 by the Organization 
Service of the National Chamber for S7 
communities, 618 new plants were reported. 
Of these 432 were new, 98 were branch 
plants and 88 were removals. Some com- 
munities, however, because of geographical 
position, thrive largely because of branches. 
One borough of New York City reports 
that 85 per cent of its industries are 
branches. 

Wherever an industry is moved bodily, a 
gap is left, in some town and some com- 
munities are finding it worth while to in- 
quire into "Why plants leave home." 

Two main factors seem to cause removals 
— factors other than inducements offered 
by the community to which the move is 
made: 

Large individual industries which mer- 
chandise nationally and seek to get nearer 
their markets. 

A tendency to leave larger cities for 
smaller towns, usually in order to bring 
about reductions in labor costs or plant 
investment costs. The tipward tendency of 
city real estate values seems to force some 
industries into smaller places. 

A specific instance was that of a large 
manufacturing plant of printing machinery 
which is considering leaving a very large 
city for a small town in the same state. 
Engineers have told the officers of the com- 
pany that production would be more profit- 
able in a factory all on one floor and ground 
floor factories don't thrive where land 
values arc talked of in dollars per square 
foot. 

Granted that decentralization in all three 
forms goes on, that existing plants move or 
open new (.ranches and that new ones 
spring up, what can the community wisely 
do to get its share (or more than its share) 
of industry. 
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Two things seem to be generally agreed 
on — that no community can successfully 
embark on a program of industrial expan- 
sion unless it has fully marshalled its facts 
and that the day of flat bonus giving is 
passing. The representative of at least one 
community admitted flatly that it gave 
bonuses at least to the extent of taking 
stock in a new enterprise in the name of 
the chamber. 

Various forms of aid other than outright 
giving of bonuses are in use and success- 
fully. One instance cited was of erecting 
with local money a building for a new plant 
to be paid for over a period of years. 

In other cities various forms of financing 
corporations have been started. In still 
others efforts are made to bring the new 
industry in touch with local financial in- 
terests, perhaps ;i committee of bankers. 

A Means of Financing 

ONE city which formerly gave bonuses 
now has an industrial corporation 
which makes building loans or working 
capital loans to new industries. 

All these and other ways of aiding new 
industries were recognized but it was the 
opinion of most of the experts at the con- 
ference that neither the outright bonus nor 
the remission of taxes was a satisfactory 
way of attracting industries. 

Some of the problems which confront 
those who seek to stimulate a community's 
industrial growth have here been outlined. 
There is another side of the Industrial Bu- 
reau's work which is taking its place along- 
side the task of bringing in new industries. 
That's the job of aiding already existing 
industries and most often that takes the 
form of interesting capital. 

In a New England city largely devoted 
to shoe manufacture the aid took this in- 
teresting form: 

Two and a half years ago one of the 
city's 120 shoe factories went into bank- 
ruptcy. One of the men connected with it 
went among the workers in the company 
and got them to use some of their savings. 
He raised $35,000. Today the factory is 
running successfully and a dozen others are 
running on the same basis. 



When you RECEIVE 



Qualities of Success 

1 ASKED two famous executives to de- 
fine the qualities that make an execu- 
tive successful. 

'"The main thing," said one, "is to know 
whom to believe. An executive must rely 
upon his assistants, but if one is sometimes 
a liar, or unintentionally exaggerates, and 
the boss doesn't know this, he will fail. 
The Secretary of War is almost never a 
military man, but succeeds, if he does suc- 
ceed, because he is able to tell which in- 
formation coming from his military sub- 
ordinates is prompted by ollice politics, and 
which is reliable." 

The other executive said: "Most impor- 
tant of all is courage. If a man has cour- 
age, he will make his decisions quickly. The 
sooner he makes them, the more he will 
get done. 

"Not all of them will be correct, but 
even wilh a few decisions wrong he will 
accomplish more than if he procrastinated 
and couldn't make up his mind." 




It's an important link 
in a long chain 

Purchasing, Stock-keeping, and, 
very likely, Sales and Production, 
have been expecting that ship- 
ment. They wish to be notified 
of arrival. Accounting wants to 
to know if shipment is in good 
order and checks with invoice 
so that the bill can be paid. The 
proper tying together of all these 
responsibilities is a typical Redi- 
lorm job. 

Receiving is a KEY 
Operation 

Protect it — efficiently! 



Rediform 



CARBON COPY/ RECORDS 

FOR TH E KEY 
OPE RATION S 
OF BUSINESS 



for Buying ~ Receiving <- Stockkeeping 
Production '-Selling — Shipping ~ Billing 
with Rediform Sales and Manifold Books 



'Wrz"Autographic Registers— Continuous 
Interfoldcd or Continuous Interleaved 



/ 



A principle that protects 
profits. Business control, by 
Rediform key-operation records, 
protects profits in several ways. 
It assures accuracy and prompt- 
ness in relaying original in- 
structions; it notifies oil persons 
having responsibility; it speeds 
up correlated operations; it pro- 
vides effective follow-up and 
checking; it forestalls losses by 
theft, delay and error; it aids 
prompt billing and therefore 
collection. 

There are two reasons for 



that — one is inherent in the 
product itself. First, Rediforms 
are made by the originators of 
the sales book and of almost all 
subsequent improvements in 
carbon-copy forms and devices. 
Second, our wide experience in 
servicing 100,000 concerns gives 
our representatives a better 
equipment for serving you. 

Write, on your business letter- 
head, for our interesting book- 
let, "The Key Operations of 
Business." (See address at the 
bottom of this page.) 





Rediform Salts Book* and 
Manifold Buuks 
Every type for everr purpose — with 
all the latest improvement*, and a 
service in design that make* any 
rvpc more efficient. 



AMERICAN 

Factories: Elmtra. 



Rediform "Wli" Autographic 
Registers 

Kote that sides arc cut away to 
show the convenient, easily audited 
Flatpackit forms, and locked com- 
partment for audit copy. 




Rediform Continuous Interfolded 

and Interleaved 
Permit variation in color. weieht 
and quality of different sheet*. 
KcJiform Interleaved is interleaved 
with carbon paper throughout. 

•J SALES BOOK COMPANY t iviiTcn „,,,„ : 

N. Y., Ntsssra Fills, N. Y. Vi Tf°» ELMIRA . N. Y. 

bales and Service Offices in Principal Cities 
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Stockholm Convention 

of the 

International Chamber of Commerce 

For your return trip from Europe— also if you 
should be going over independently— the Cunard 
and Anchor Lines offer you a great fleet to choose 
fiom and a wide selection of ports to return from. 

Cunard ships have represented the world's 
highest standard since 1840. Their accommoda- 
tions constantly modernized and beautified, are 
at all times at their peak in comfort, luxury and 
refined atmosphere. 

No Sea Organization in the world surpasses the co-or- 
dinated operating perfection prevailing oh a Cunarder. 




CUNARD and ANCHOR Lines 



1840 



EIGHTY 



SEVEN 



YEARS 



OF 



SERVICE 



1927 
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Another Panacea 
for Farmers ! 

NOW COMES the announcement that 
George B. Terrell, Texas State Com- 
missioner of Agriculture, proposes a law 
which would prohibit, Texas farmers from 
working morn than eight, hours a day, in 
order to limit the cotton crop. Further- 
more, he asks the legislature to make it 
unlawful for a cotton farmer to break land 
with a tractor, plow with a cultivator, pick 
with a "sled" or any other machine except 
by the human hand. This, he thinks, will 
settle the over-production of cotton and 
raise the price at once and for all time. 

Such a proposal will undoubtedly limit 
production. It will also increase the cost 
of production so that, any increase of 
price will be lost in higheT costs. 

What witchcraft it is that Government 
holds over the average citizen! Gov- 
ernment — not, a thing composed of hu- 
man beings representing the rest of us, 
but something endowed with supernatural 
powers, able to repeal economic law and 
circumvent the laws of nature. A stroke 
of the legislative pen on parchment and 
our ills arc gone. Less work — more pay. 
Throw away tools and machinery, go back 
to the mild-eyed mule and a backyard 
cotton patch, and presto!— more earnings, 
mure comforts, higher standards of living, 
more joy in life. 

Closely akin to the panacea-producing 
governmental function is the other fic- 
tion that this hazy thing we call govern- 
nicni can manufacture, distribute and mer- 
chandise as efficiently as the individual. It 
is a cause of concern when one remembers 
the four million men and women who 
walked up to the polls at the last presiden- 
tial election and voted for a party whose 
platform called for government operation 
of railways, of public utilities, of power 
companies, and for a government-operated 
marketing corporation. 

It is a cause of concern that the repeated 
and continuous failures of government in 
economic endeavor avail nothing. Experi- 
ence from Diocletian to McAdoo — even 
the lesson of the Shipping Board and Mus- 
cle Shoals— is of no avail. It is estimated 
that we consume 150 pounds of newsprint 
per capita, yet the daily chronicles of the 
natural limitations of government in busi- 
ness fields are lost sight of in a mad scram- 
ble to follow some other will-o'-the-wisp 
let loose with glib talk. 

Private operation runs ahead of the pub- 
lic needs; government operation lags be- 
hind. The only creative instinct of govern- 
ment operation is the creation of jobs. 

Our form of government is the best 
mechanism ever designed by man to pro- 
tect the political liberty of the individual. 
It gives every mother's son of us the right 
to try for leadership, whether in politics, 
medicine, or business. But when we ask 
that mechanism, with its delicate checks 
and balances, to doctor its people, or to 
manufacture, buy, sell, and transport for 
its people, it breaks down. It was not de- 
signed for that work. Mayl>e a govern- 
mental mechanism could be so designed — 
but it wouldn't be a democracy. 
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BUILD BETTER — WITH STEEL 
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Before you build, find out how 
you can save money by building 
of steel. How much faster vour 
building will be erected. How 
much safer it will be when it is complete. How 
much longer it will lust. 

Steel is the strongest structural material 
known to man, yet the lightest and most com- 
pact in relation to strength. It is the most 
fool-proof material — for small as well as tall 
structures. Steel will take the vibration of 
machinery, the stress of moving loads, the 
wear and tear of any shock, including earth- 
quakes or cyclones, with less injury than any 

When writing to Amebicot Isstitcte of Steel Cus 



other building material. Get the facts about 
steel now. Ask for your copy of "steel, 
never kails," a fully illustrated manual of 
information interesting to any building owner 
or prospective builder. 
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Make This Test Yourself 

PLACE any universal motor on your desk 
beside a Dumore. Run the two at working speed. 
The Dumore stands still. The other motor will walk 
around. This motion is due to vibration caused by- 
unbalanced weight in the armature, which soon ham- 
mers out bearings, shortens the life of the motor and 
makes it noisy. 

The universal motor, operating on AC or DC, 
was pioneered by an officer of this company. He also 
designed the Dumore dynamic balancing machine 
which eliminates vibration. 

This machine enables our skilled operators to 
detect and remove every vestige of unbalanced weight 
from a motor armature, while revolving it at actual 
service speed. Therefore, perfect running balance is 
an inbuilt quality of all Dumore motors. Without this 
process, perfect running balance can be had only by a 
rare accident. 

Freedom from vibration, noise and bearing 
trouble, improves any motor-driven device. Conse- 
quently, the making of these vibrationless motors for 
other manufacturers has grown from an auxiliary line 
to a most important part of our business. 

Today we offer Dumore Vibrationless Motors 

in any quantity, as a special service to all manufac- 
turers using universal motors in any size up to l /i H.P. 
Consult our engineering department. Their recommen- 
dations are based on more than twenty years experience 
with universal motors. 
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WISCONSIN ELECTRIC COMPANY 

89 Sixteenth Street Racine, Wisconsin 
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A Revolution in 
Cotton Picking 

By Aarox Hardy Ulm 

r PlIE MOST surprising thing in cotton 
I this year — not even excepting its price 
— is that several million bales of cotton, 
not picked by hand, have gone to mar- 
ket from farms in the south since the be- 
ginning of the present cotton season. More 
than ii half million hales, were gathered by a 
distinctly machine method. This fact is of 
more significance perhaps than any other 
event in the history of cotton since Whit- 
ney's invention of the cotton gin in 1793. 

Cotton harvesting has not, until lately, 
materially changed since the ancient Egyp- 
tians first did it with fingers until very re- 
cently.. Two new types of mechanical cot- 
ton picker, which a thousand would-be men 
have tried to evolve, have stood experi- 
mental tests and may be on the market in 
quantity lots before this year's harvesting 
begins. More than that, without a me- 
chanical picker, volume production of cot- 
ton is no longer dependent on hand work in 
either its cultivation or harvesting. Here is 
a case in point: 

Within the last twelve months a Texas 
farmer brought to maturity and harvested 
from 2,000 acres 1,700 bales of cotton with 
the aid of five "hands." Under ordinary 
methods of cotton growing, he would have 
employed at least 100 workers for the plant- 
ing and cultivating. Hand picking would 
liave required an additional 200 for harvest- 
ing season of sixty to ninety days. And in 
the new part of the cotton country where 
this happened there is sufficient area for the 
production of 25,000,000 bales a year in the 
same way. 



Picking Done by Machine 

|N THAT new cotton land, in northwest 
Texas, hundreds of farmers did likewise, 
a few on larger, most of them on smaller 
scale. Thousands in other sections grew 
their crops in a similar way and gathered 
them by other than hand picking. These 
facts account for the jump in cotton pro- 
duction. Moreover, they prove that in the 
United States there may be produced any 
amount of cotton which the world can pos- 
sibly consume. The development envisages 
more and cheaper cotton, not necessarily 
for this or next year but for the long-pull 
future. 

The developments that have combined in 
producing an evident solution of the cotton 
gathering problems are numerous. They 
are rooted in cultural methods brought into 
existence chiefly on account of the boll 
weevil. At about the time that disagree- 
able immigrant was crossing the Mississippi, 
O. F. Cook, U. S. Department of Agricul- 
ture expert in tropical plant life, who has 
studied cotton at first hand in every quar- 
ter of the world, was in Brazil. A coffee- 
bearing shrub suggested to him this 
thought: 

A plant with limbs is not a single unity 
but a group of unities. Each limb has all 
the elements of the plant, except roots. 
Why grow a series of plants on a single root 
system instead of many plants, each on its 
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own roots ? Here's a strategy for outwitting 
the boll weevil." 

"If the farmers will narrow instead of 
widen their rows, sow instead of 'bill' their 
eotton, grow smaller and more plants in 
each unit of space, they may head off the 
boll weevil," he told associates on his re- 
turn to the United States. The theory was 
so contrary to all precedent and practice 
that none of them would accept it. 

Cook went to Texas and instituted ex- 
periments which proved the theory sound. 
A report of the results was published by 
the Department, which then refrained from 
giving formal endorsement. 

As the boll weevil made its march East- 
ward, farmers often found it wise to aban- 
don much cotton which had been planted 
in the old way. Then all at once many of 
them discovered that yields from this un- 
chopped cotton allowed to grow on its own 
were larger sometimes than that from care- 
fully cultivated plants. Some of them 
wrote to the farm journals about it. It 
was then discovered that the principle ac- 
counting for this had been recognized by 
Cook. 

Beat the Weevil to It 

THE principle was pertinent to cotton 
because the boll weevil's depredations 
are on "late crops" only. 

"Forego the chance of a late crop," said 
Cook, "and focus everything on getting an 
early crop before the boll weevils can multi- 
ply. The branchless plant, thick in the 
rows, is the best way to do this." 

Several of the farm journals put on cam- 
paigns for "single stalk" culture, as the 
Cook method was called, with the result 
that it is now widely practiced throughout 
the south. 

In the new cotton-growing regions of 
west Texas it was adopted and has been 
followed in its entirety. Hoes are unknown 
in the cotton fields there. Planting and cul- 
tivating was done with machinery from the 
beginning. Lately many have used three- 
row plows, pulled by tractors, enabling a 
single worker to bring as much as 500 acres 
of cotton to full maturity. Anil the rich, 
virgin, semi-arid soil, calls for no fertilizing. 

The small plants, thick in the rows, ma- 
ture quickly. In the northerly latitudes 
frost sometimes hits them before all the 
bolls have opened. This caused the new 
type of cotton planter, scornful of pre- 
cedent, to think of the first method ever 
used extensively as a substitute for picking. 
They went out into the fields and with 
gloved hands stripped off the "bollies," that 
is, bolls not fully developed or fully opened. 

Then arose the question of what to do 
with them: 

"Run 'em through a threshing machine," 
someone suggested. This was done. Result 
—a mixture of battered lint and chaff. This 
was taken to gins, newly set up and there- 
fore equipped with the latest devices, which 
were able to isolate the lint. The staple 
was of low quality and low priced. Then 
appeared ginnery devices winch could do 
the entire job, from breaking open to 
separating boll chaff from lint. 

Then came "snapping," as a substitute for 
picking. This was the result of the increas- 
ing difficulty to procure hand pickers there 
at any price. The new methods of culture 




Remove pott 
capi. Remove bolt* 
and take apart 

unit by unit. 




Enlarge My Office 
This Afternoon, Please 

Have to stop work. Take too long. 
Messy, Time. That's the important 
element. Must be done quickly! 

And the answer is Mills Metal Partitions 
for office or factory. Phone to your car- 
penter or mechanic "Enlarge my office 
this afternoon, please" and right away — 
*1, *2,*3— the job is done! 

That is Mills Metal for offices and fac- 
tories. Designed to meet today's demand, 
today's necessity for speed and conveni- 
■ ence. Put up, take down, move, re-arrange 
in a matter almost of minutes. 

No dust, dirt or mess of any kind. 
Clean. Neat. Every piece fits— tight. 
Stays that way. Beautifully finished in a 
distinguished green. 

That's Mills Metal exemplifying in 
every detail a step ahead — leadership I 
THF MTTTS CO wayside rd.& nickel plate 
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IDLE HEAT 

Now Becomes 
Usable Heat 



Abovt ten years ago an important basic change in 
factory heating practice made its appearance. The 
efficiency of wall radiators and central blower 
systems was challenged. 

The principle of dirfcting heat within the desired 
area (instead of permitting heat to rise directly to 
the upper areas) was introduced. Executives who 
studied the possible results of this new principle 
began to sit up and take notice. 

York Heat-Diffusing Units _ are the scientific 
means for putting into effect this law of heat-direc- 
tion and other laws pertaining to air circulation, 
which have been identified during the past years by 
York through research and countless practical tests. 

Heat-Diffusing Units now take the place of radia- 
tors or central blower systems. Experience has 
proved an installation cost saving varying f rorn 10 
per cent to 50 per cent as compared to old-style sys- 
tems, and a saving in operation ranging upward from 
10 per cent. 

Not only are new buildings equipped with York 
Heat-Diffusing Units. With increasing frequency, in- 
stallations of wall radiators and central blower sys- 
tems arc being dismantled and replaced. Large con- 
cerns — those with greatest facilities for studying 
York Heat-Diffusing Units from all possible angles, 
are foremost in the movement — concerns such as 
General Motors, Baldwin Locomotive, Dupont and 
U. S. Steel. Smaller concerns are learning that their 
findings apply with equal weight to the small plant. 

If you have a job of factory heating, or a problem 
of excessive heating cost to solve, bring your heating 
ideas up-to-date by writing for literature to York 
Heating & Ventilating Corporation, 1514 Locust 
Street, Philadelphia, Pa. Branches in Principal 
Cities. 
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enabled • single man to bring to maturity 
as much cotton as two to three hundred 
persons could pick. So many growers 
"snapped" all their cotton, the matured 
along with the immature. It was found 
that by "snapping" a worker could gather 
ftbout twice as much. 

"Snapped" cotton ranks usually about 
two grades below picked cotton from the 
same fields. 

Although two to three million bales were 
gatiteMd in that way during the present 
season, the "snapping" method is probably 
only a temporary, labor-saving expedient, 
it has been justified so far only by inability 
to employ hand pickers. 

"Sledding" Is Great Advance 

"SNAPPING" led to what is known as 
•3 "sledding," which was done by most of 
the farmers in the West Texas region 

this season. It is the most 

revolutionary advance, if 
such it be, yet made. 
"Sled" gathering makes 
it possible for a single 
worker lo harvest as 
well as plant, and 
cultivate as much 
as 500 acres of 






land, yielding as 
high as 350 to 
400 bales. 

A "sled"-gatherer 
consists merely of 
an open box, built of 
boards, and set upon 
runners or glides, usually 
fcWB by four scantlings. 
To the forward end of the 
floor are nailed wooden strips, 
such as split barrel staves, in finger-like 
array. The box Is dragged over the rows 
by learn or tractor, the stems and branches 
of the cotton plants are caught between 
U» "fingers" which st rip them" of cotton— 
»d *B else. The collections are thrust 
back into the l»x and later are pitchforked 
into wagons, which take them to the gin 
where the real picking is done by cleaning 
devices. 

There is some uncertainty about the re- 
sults from sled-gathering. It is proved 
however, that the method enables a single 
worker to harvest from six to ten bales of 
cotton a day while it takes the average 
hand picker ten to fifteen days to gather a 
single bale. 

The "sledding" cost ranged from 48 cents 
to $2 a bale, depending upon the size of the 
apparatus and the yield per acre. The 
device can be constructed for a single or for 
three and four rows, for single horse, team 
or tractor power. 

There is virtindly no loss of cotton. The 
lowering of grade is beyond that caused by 
"snapping." Buyers classed "sledded" cot- 
ton three to four grades below picked 
cotton. This, together with the extra charge 
for ginning, meant an offset of three to 
four cents a pound in the prices received. 
Buyers were operating in tho dark, how- 
ever, for the spinning quality of cotton thus 
harvested is yet to be determined. It leaves 
the gin tagged with considerable tiny for- 
eign matter, including in some cases grass 
seed which are hard to remove at the gins 
or the mills. The ginneries equipped with 



Whtn writing to Yuan Heotino. & VnmurciitQ Cow. pleate mtmtion Xation't Hutintu 



the very latest cleaning devices turned out 
reasonably clean "sledded" cotton, and it is 
believed that the up-to-date gin soon will 
be able to clean it as fully as any other 
cotton. 

Another deteriorating factor is involved. 
As generally dune, all the mi ion was gath- 
ered at one time by "sleds." This meant, 
the mixing of the good with the bad. Thus 
while the staple is low with respect to uni- 
formity of length and strength, it is avail- 
able for coarse and cheap grades of cotton 
goods. 

The worst effect of the developments 
which find most revolutionary expression in 
the "sleds" is that practically all of them 
lessen the quality of product. This may 
lie true even of the "single-stalk" method 
of culture; it may tend towards breeding 
back instead of forward. If so, the defect 
can be overcome by having grow- 
ers in some areas produce cot- 
ton in the old way primarily 
for seed to be planted 
elsewhere. 
Something like a thou- 
sand patents, some 
of them dating Liack 
more than a. cen- 
tury, have been 
taken out on me- 
chanical picking 
devices. They are, 
broadly, of three 
types — the mechan- 
ical "hand," the suc- 
tion picker, and the 
spindle picker. The first 
has made little headway and 
offers little hope. Suction 
pickers have and do work. But 
they are large, cumbersome and costlv 
aud each one has to be attended by several 
persons. The new gin cleaning device may 
tend to overcome the shortcomings of the 
suction picker. 

The best prospect- at present seems to 
come from the spindle type. The one of 
tucse tnat in the past seemed most nearlv 
practicable was evolved by Angus Campbell 
who devoted more than thirty years to its 
development. 

Campbell Picker Improved 

*p HE BASIC- patents have now expired, 
* with the result that other inventors 
nave been bringing their ingenuity to bear 
on the defects of detail which Campbell 
Old not surmount. International Harvester 
Company engineers have constructed, with 
improvements, a Campbell type of picker 
which has stood experimental tests. H. N. 
**ay & Sons of Greenville, Mississippi, 
uw \ Otm another. Experimental operations 
o the Berry picker have been observed by 
Department of Agriculture specialists who 
XIV I;ir tw these tests show, it works 

MH'«Ts,,„ih, The pi, k ,. r Ls dmvn :IIH , 

erated by motors. Turning spindles reach 
out from revolving drums, on each side of a 
row, and collect the cotton directly from 
opened bolls. A single worker, with the 
"T »> »vc-r li to s acres a dav. 

wi.l "w e . iuhcrin g. ^ it can be done 
» itfwut deteriorating effect on quality would 

*^rSr!r? er \° f the more tll;1 " 

*-.ot),000,000 in the cost of gathering the 
huge current crop. 
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he fire that burns unseen 
in thousands of homes 





INGOHR0N 


-SHOP- 


Wry 


M with Omit; !tm~ 



^HE only differ- 



ence between 
rusting and burning 
is time. You can feel 
and see the fire pro- 
duced by rapid burning. When metal 
rusts, the process is too slow to see. You 
have no warning before the damage is done. 

The way to fight rust-fire in your home 
is to make sure that you use a rust-resist- 
ing metal. 

Look for the sheet metal shop in your 
neighborhood that displays the "Armco" 
Ingot Iron Shop sign! This sign is 
your guarantee of a long-time job on 
gutters, downspouts, roofing, flashing 
and all other weather-exposed metal 
parts about a house. 

For the Armco Shop man will use 

When writing 



rust-resisting "Armco" Ingot Iron. No 
other low-cost metal can equal it in fight- 
ing rust. "Armco" Ingot Iron is the pur- 
est iron made. It is almost entirely free 
from the impurities that hasten rust in 
steel and other irons. And because 
"Armco" Ingot Iron takes and holds a 
coat of zinc much purer than the galvan- 
izing on steel, it offers a double protection 
against rust. 

The sheet metal man will tell you that 
sixty cents of every dollar you spend for 
sheet metal work goes for labor. Protect 
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RESISTS RUST 
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this investment by insisting upon endur- 
ing "Armco" Ingot Iron. 

More and more, exec- 
utives are making it a 
policy to insist on the 
use of "Armco" Ingot Iron for tanks, 
stacks, breechings, and all sheet metal work. 
In every industry, this rust-resisting iron 
is saving thousands of dollars on repair jobs 
by putting them off for years. The Armco 
Triangle stamped on every sheet identifies 
the purest, most enduring iron made. 

American Rolling Mill Company 
middlf.town, ohio 

between rust, n g and burning is time-both are ox- 
idation You can J eel and see the fire produced by 
rapid burning. But when metal rusts, the pro, , ■ s 
it too slow to see. Rust is the "ash" of this fire. 
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OW many times have 
you wondered what 
this mark on your safe 



means: 



It means that your safe was 
built by a company which 
builds steel safes and safe in- 
teriors exclusively. 

This means that every Meilink 
Steel Safe is built by men of 
long experience in safe build- 
ing. 

When you realize the high and 
exacting standards to which 
every Meilink Steel Safe is 
built, you realize the reason 
why there are 30,000 Meilink 
Built Steel Safes in use and 
only one known fire loss. 

This record, made in the field 
of experience, assures you that 
vou can expect BETTKR 
PROTECTION from your 
Meilink Steel Safe. 

The Meilink Steel Safe Co. 
Toledo, Ohio 

M Better Protection Wf 



Hamburgers, Incorporated 



By Elmer T. Peterson 



HAMBURGER - STAND Research 
Specialist." 
This is the imposing title of a 
young man in a thriving western city. And 
the suggestive designation may cause the 
reader to visualize a startling application 
of the genius of efficiency and business or- 
ganization to an occupation hitherto rele- 
gated to nondescripts — the ragtag and bob- 
tail of the business world, so to speak. But 
the last ten years have changed all this. 
The magic of effi- 
ciency has pene- 
i rated even into 
the little ten-by-ten 
cement block house 
where a .single man 
stands before a hot 
griddle and runs a 
lunch room without 
stirring out of his 
tracks more than 
half a dozen steps 
all day. 

Now we have the 
chain-store idea — or 
more pertinently, 
the Childs restau- 
rant idea — applied 
to hamburgers. 
Hence the research 
specialist. 

One incorporated 
chain of stands has 
34 establishments in 
six cities. It em- 



THIS is a day of consolidations 
in business. Books have been 
written to prove it. To most men 
consolidation means a putting to- 
gether of big things, but, as Mr. 
Peterson's story shows, it is just as 
possible to make a profitable and 
successful consolidation by putting 
together little things. It is interest- 
ing to see how in this chain of ham- 
burger stands every principle that 
NATION'S BUSINESS has been urging 
and advocating has been applied. 
Research, mass buying, mass pro- 
duction, mass selling, simplification 
and standardization — all these have 
been made use of in the making of 
five cents' worth of ground meat. 

—The Editor. 



ploys 105 persons, 

nearly all men. Its investment is more 
than $100,000 and it does a business of 
about $15,000 a week. The buns used for 
sandwiches are standardized and made to 
order according to certain specifications. 
The meat is made up according to a scien- 
tific formula. The process of the cracking 
of fat molecules in suet is a. recognized 
and significant factor. Machinery that was 
devised especially for this company is used. 
Hence the corporation employs a research 
specialist. 

What Hamburger Once Was 

GO BACK again to the old conception of 
a hamburger stand, whether it be a 
temporary booth at the county fair, or a 
frame shack or cement block house in the 
outskirts of a city, or a wagon. 

Hamburger, reared and harbored in such 
surroundings, comes in the same dubious 
category as commercial hash. It is one of 
the mysteries of life. It is a thing taken 
on faith. It is the hasty, cheap lunch of 
the trusting laborer who is too hard pressed 
for funds to patronize a restaurant. Hun- 
ger drives men, and sometimes women and 
children, to accept the mystery of ground 
meat, fried in patties or made into hot 
dogs, or perhaps spiced with chili powder 
and offered up as a hot Mexican dish, with 
appropriate beans. 

Or hamburger is what the householder 
buys, also on faith, in the raw state, at the 
market. It is not attested by government 



inspectors nor endorsed by dietitiaas. It 
may be aged or synthetic. It may contain 
much neck and gristle. Therefore the idea 
of a scientific gentleman equipped with a 
microscope, peering into the intricacies of 
hamburger, is entrancing. Perhaps one of 
these days our versatile and astounding 
civilization will be blessed with a hamburger 
engineer. So rapidly is society improving 
The injection of business ethics and effi- 
ciency and consequent larger profits into the 
nickel lunch house 
means farewell in 
the near future to 
the nondescript and 
uncatalogued meai 
ration, the anemic 
slop misnamed cof- 
fee, the sallow, 
tasteless and flexi- 
ble pie and the 
trusty, rusty cane- 
ringers which are 
courteously called 
doughnuts. And 
this consummation, 
it should l>e said, 
will not simply pro- 
tect the poor man 
who lias only a 
nickel, but it should 
result in the grad- 
ing up of the ten, 
fifteen and twenty 
cent joints fre- 
quented by the 



more affluent and 
accomplished gourmets. In fact the whole 
restaurant business may be indirectly af- 
fected. 

Moreover, the coming of the hamburger 
engineer brings about the patronage of a 
vast number of well-to-do people who are 
glad to pause for convenience and buy 
small lunches when they know the food is 
clean. A large number of workers are now 
buying their lunches in small stands, so 
the conditions surrounding these stands arc 
not to be dismissed as unimportant. One 
city whose statistics are available has 100 
<>i these small stands to 100,000 popula- 
tion* 

The American institution of the small 
hot lunch has borrowed ideas from Vienna, 
or Wien, which forms the Teutonic word- 
root of wieners, commonly known as hot 
dogs; from Mexico, from Hamburg and 
from China; and has utilized these ideas in 
the pun-eying of tabloid refection. It is 
related by the eminent Chinese lecturer, 
l>r. Herman Liu, that a certain section of 
Shanghai has become so Americanized that 
an enterprising Yankee has started a chop 
suey joint there, and is teaching the Chi- 
nese to like his dish. 

About twenty years ago a grocer's clerk 
in Wichita, Kansas, noticed the predica- 
ment of a Mexican proprietor of a chili 
stand who was unable to obtain a steady 
supply of chili peppers. It occurred to the 
clerk that there might, be a business oppor- 
tunity in the importation of these peppers 
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Lost minutes are never regained 



MINUTES that are lost in unnecessary 
machining and assembly operations, 
or lost in the unit production of parts that 
are adapted to multiple production, have a 
disturbing way of turning up as lost dollars 
on the balance sheet. 

In hundreds of factories where Bakelite 
Molded is used, lost minutes are no longer 
a production problem. Metal inserts may 
be solidly embedded; threads, bosses, holes 
and lettering accurately formed in one 
Bakelite molding operation. Machining is 



eliminated and assembly operations re- 
duced to a minimum. 

With Bakelite Molded the multiple pro- 
duction of like parts is entirely practical, 
and it is also quite common practice to pro- 
duce from four to two dozen or more parts 
in a single molding operation. 

We invite manufacturers to enlist the 
cooperation of our engineers and research 
laboratories in applying the advantages and 
economies of Bakelite to your own product. 
A copy of booklet No. 42, "Bakelite Mold- 
ed," will be mailed promptly on request. 



BAKELITE CORPORATION 

247 Park Ave., New York, N. Y. Chicago Office, 635 West 22nd St. 

BAKELITE CORPORATION OF CANADA, LTD., 1M Dufferin St., Toronto, Ontario, Can. 

BAKELITE 



THE MATERIAL OF \SQ) A THOUSAND USES 
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WORTHINGTON 




youll find 
Worthington at work 



IF you travel from the 
Equator to points well 
inside the Polar Circles, you 
will find Worthington 
Pumps, pumping away faith- 
fully and efficiently. 

On ships ploughing the 
Seven Seas, Worthington 
Condensers and Worthing- 
ton Pumps have served so 
well for more than two gen- 
erations that they have be- 
come standard. And now 
Worthington Diesel Engines 
are setting a new standard 
for marine motive power. 

On the locomotives of 
railroads all over the world, 
from the Canadian National 
to the Florida East Coast in 
North America, and from 
the Hong Kong Railway of 
China to the Nitrate Rail- 



ways of Chili, you will find 
Worthington Locomotive 
Feedwater Heaters saving 
fuel and water. 

Throughout Europe and 
in the Orient, you will find 
Worthington pumps, com- 
pressors, and power equip- 
ment working for industry 
and in the service of cities. 

And here in America — 
right in your own commu- 
nity—in hotels and office 
buildings, power houses and 
manufacturing plants, you 
will find Worthington 
equipment doing the pump- 
ing or furnishing the power 
or conserving energy. 

Worthington at work, an 
important factor in the in- 
dustrial and civic life of 
many nations. 



WORTHINGTON PUMP AND MACHINERY CORPORATION 



113 BROADWAY. NEW YORK CITY 



BRANCH OFFICES IN 24 CITIES 



Pumps . . Compressors . . Condensers and Auxiliaries 
Oil and Gas Engines . . Feedwater Heaters 
Water and Oil Meters 



When writing to WMrmtwrrow Vv»r wo Mu-Hixmr CoutiiiATioK pltart mention Xatinn't Butinu, 



May, 1927 

and the standardization of chili con came 
and hot tamales. Today this man is con- 
ducting a business which requires a large 
two-story factory building and warehouse. 
He supplies chili powder to every state in 
the Union, the sales volume amounting to 
$100.0011 a year. In corn harvesting sea- 
son he employs 17 men to gather husks to 
form envelopes for hot tamales. He im- 
ports the Biblical spice cummin from the 
island of Malta and peppers from Mexico. 

He has a formula for his powder which 
includes a definite blend of garlic in with 
the hot red basic pepper, and he ships both 
powder and complete meat mixture to Vera 
Cruz, San Luis Potosi and other Mexican 
cities as well as to the numerous leather- 
-tomachfil communities m the United 
States lhat like fiery Spanish kickshaws. 
Sometimes as much as a ton of the torrid 
mixture is shipped out in a day. This 
unique concern is the largest of its kind in 
the country. 

It may be that the fact that the United 
States is a melting pot of races is the 
cause for the cosmopolitan gastronomy 
which draws so many culinary' inspirations 
from all over the giol>e, Americanizes them 
and converts them into the condensed bal- 
anced ration of the "eat-it-and-ljeat-it" 
customer. 

Chain of 34 Stands 

ABOUT six years ago a hamburger stand- 
1 »■ keeper and an insurance man got to- 
gether, and the combination of card-index 
and griddle has produced the chain system 
of 34 standE mentioned at the beginning of 
this article. This firm also had its origin 
in Wichita. 

The hamburger standkeeper had the rare 
faculty of imagination. 

Walt Anderson, the hamburger man, 
and W. E. Ingram, the insurance man, 
formed a partnership, and began to build 
a big organization from the ground up. 
From the ground-up meat, in fact. 

"For five cents," says Ingram, "we fur- 
nish a complete balanced ration, comply- 
ing with the specifications of domestic 
science experts. 

"There is the bun, which we divide and 
convert into a sandwich. It is made to 
our own order, according to our own for- 
mula, which is the same in every city where 
we operate. Our men can tell our bun 
from an off-standard one, twenty feet awav. 

"Then there is the pickle, furnishing "a 
relish to those who order it. And the 
sliced onion furnishes a vegetable with vita- 
mins and other elements needed bv the 
human liody. The suet used in the prepa- 
ration of the ration furnishes fuel for the 
human machine. Last and most impor- 
tant is the meat patty, carefully prepared 
by our own rigid formula, and also con- 
fining vitamins. 

"The meat is not from scraps, but from 
what is called the 'plate,' corresponding to 
what is bacon in hogs. This is mixed with 
a small percentage of pork and is finely 
ground up, each city system of stands get- 
ting its supply from its own special source. 
The meat is made up into balls at tie be- 
ginning of the day's work and kept in 
a refrigerator. When the customer's order 
is received a ball is flattened into a patty, 
placed on a gas-heated griddle and fried in 
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frwh suet. We have found by long ex- 
perience Hint suet which is even one .l:jv 
old has a different chemical action in cook- 
ing, as the fat molecules begin to crack, as 
1he petroleum engineers say. We use no 
lard. The patties must lx* exactly the 
right size. An experienced man run tell, 
instantly how many patties there are to a 
pound, in looking at a griddle full, that 
is one vav by which an inspector can tell 
whether the griddle man is 'holding out 
on us He can also tell instantly, by the 
looks of thmcs. whether the griddle man 
is using our own special meat or the prod- 
, lH „f ,l„. ope. market. The preparation 
and cooking of the product is highly spe- 
cialized, and a customer in Mnmeapohs 
knows that he is getting the same ration 
that he would get in St. Louis or Omaha. 

"All stands are kept scrupulously clean, 
and we use white paint, enamel or porce- 
lain wherever possible. We employ only 
men of excellent character and tendencies, 
looking at random over our tile of appli- 
cations, I notice a university graduate. 
Most of them are high school graduates, 
and nearlv all of them are young. They 
are not. employed until after they have 
passed a strict medical examination, espe- 
oiafly with regard to venereal disease. Our 
examination formula was gotten up by one 
.if the best physicians in the city. He keeps 
constant watch over the employes. 

"The personnel is the most important 
element in our organization, and that is 
why such an organization must be built 
up from small beginnings. We train our own 
men under a special instructor, who, in 
mm, has had long training in our system. 
Kvery man in the entire organization of 
i(i5 must begin at the griddle. In each 
town is a manager, an assistant manager 
or checker, a repair man and, for each 
stand, two griddle men who work on shifts 
which overlap at the midday rush hour. 
The checker and repair men act as in- 
spectors, guarding against irregularities in 
the market ing of the product. But we de- 
pend mostly upon the integrity of our men. 
They could not cheat very easily if they 
wanted to, but we don't have tiny trouble 
in that direction. 

Coffee With a Taste 

THE same rigid standards as to solid 
toods apply to our coffee. We use n 
high-grade brand in all our places, and real 
cream which must have a minimum of 22 
per cent, butterfat. We test this in our 
laboratories and know at all times just 
what we are serving. We sell some pie and 
n few rolls, but the main business is ham- 
burgers. We have thought of trying other 
lines but find that the best results come 
from concentrating upon one specialty. 

"The wages paid employes are good, we 
think. One of our managers made $5,400 
taet year, including his bonus. We have 
worked out a bonus system which includes 
every emplove. The Urnus distribution for 
this year, we expect, will be about $25,000." 

From a human interest standpoint the 
most vivid Hash out of this unique com- 
mercial venture is its effect upon young 

01 "In the nature of things," Mr. Ingram 
continued, "the men that come to us for 
jobs have a peculiar and somewhat dis- 
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i KEYSTONE j 





STEE L SHE ETS X 1 1 

^Jor c£Ucdtint.TV — ^'tampings and 'Pressed 'Vans 




Ccnicr— Catcm Ginning Moclilun, WaKm Harvnting Scent Brio" Cr«rr-Tl,ic«hiT. «nii UarvnHCI-Thralinr CoiubUra 
Bottom— Coovcyiaj Mtcbuiciy, Louder, Slicllcr, Pulley jlul Roitl Ixraixtf 

HTHE use of sheet metal has contributed 
* inestimably to the rapid development of 
machinery— and to the march of progress. 



For machinery construction and 
parts — automobiles and trucks, 
powerful tractors, threshers, har- 
vester combines, implements for 
the agricultural and the indus- 
trial fields; and in lines of re- 
manufacture and general build- 
ing construction, this Company 
is the leading manufacturer of 
high grade Black Sheets, Gal- 



5 heet offlill Troducts 

Hi nU Sheets lor all purpon-«, Apollo aril 
Apallo - Keystone Copper Steel t...i v.i:< ..■ • I 
Soeets,Cnlven, Flume and TankStnck, Formed 
Roofing Siding Products. Special Sheet* 
for Stamping, Full Ftnlahed Sheet*. Auio- 
mobile Sheets, Electrical Sheets. Store nn.l 
Hinge Sheets, Barrel and Keg Stock. Etc. 




van. zed Sheets, Tin and Tcrne 
Plates for every purpose. When 
resistance to rust is important, 
as for roofing, siding, spout- 
ing, culverts, flumes and similar 
uses, insist upon Keystone rust- 
resisting Copper Steel. Sold by 
leading metal merchants. Write 
the nearest District Sales Office 
for interesting Facts booklet. 



^in cPKCill Troducts 

American Coke Mid American Charcoal Bright 
Tin Plate*. Tagfrera Tin. Anieritan Old Style 
sod American Nmncthodd Roofing Ternc 
Plate*. MF Roofing Tin Plate*, Fire Door 
Stock. Black Plate tot ail purposes: Kiumet- 
Ina and Japanning Stock, Stove Pipe Stock 
and Elbovr stock. Special Stamping Stock. Etp, 



Mlanufaawcd by AMERICAN SHEET AND TIN PLATE COMPANY, Tittsburgh, Ta. 



District Sales ofetcrs 

CMcmo ClnclmuH Dm™ D«mtt Ne» Orlc»n» New York Philadelphia riMJllllrt 

„„ RepnseBlatl.e.: United States Strel PRODUCTS Co.. Ne- York City 

Mid Cc« RrpracnuU™, UB,T«D STATES STEEL PRODUCTS Co.. S» Fn-dacO. L« Poflbad. Sunk 



St. I 




Ammcak Snnrr ask Tt* Plat. Company vlrate mrnffon Nation; Bu,i«cu 
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The Securities of 
the Bell Telephone 
System are based 

on Service ^ <fc* f& 





THE physical properties of the 
System have a book value of 
more than $2,800,000,000, but be- 
sides that there is a scientific and 
technical force of 5,000 people 
engaged solely in seeking to fur- 
ther develop the science of tel- 
ephony and to improve methods 
for making the service better. The 
activities of this force furnish de- 
pendable assurance of continued 
improvement in the plant of the 
System and its service to the 
public. 

The stock o/A.T. &T., parcw company 
cf the Bell SjHcm, can be i»u(hc in the 
open market to yield a food return. Write 
for booklet, "Some Financial Facts, 1 ' 



ELL TELEPHONE | 
SECURITIES CO. he m 

D.F. Houston , President 



195 Broadway 



NEW YORK 



"The Penplc'i 
Messenger" 




"Doing Export Business" 

Foe the manufacturer or merchant looking 
overseas for new markets, a new oVpage book- 
let, "Doing Export Business," has been prepared 
by the Foreign Commerce Department of the 
United States Chamber of Commerce. This 
booklet discusses: Surveying the export field, 
Establishing the Export Department, Promot- 
ing Foreign Sales and Filling Export Orders.. 

"Doing Export Business" is an essential guide 
book for anyone doing or contemplating doing 
foreign trade. It is being distributed at cost, 
15 cents a copy. 



Foreign Commerce Department 

U. S. Chamber of Commerce, ' 
Washington, D. C. 




Wilson, not House 
was the 
Master Mind! 

The chief actor in the fight 
for sound finance breaks 
his silence 

AN ADVENTURE IN 
CONSTRUCTIVE FINANCE 

An Account of the Federal Reserve System 
BY CARTER GLASS 

U. S. Senator; Chairman Haute Committee on 
Banking and Currency. 1913-18; Sec. of the 
Treasury, 1S1S-20 

THE frank, outspoken account of the fight for s-oond 
finance. 1 low powerful bankers bitterly fought trie 
measure; how one great financier submitted a currency 
plan already primed; how Wilson Hotly refused ii» 
bankers representation on the Federal Reserve Hoard; 
ihoe are some of the episodes, which are to be read 
not alone for their historical importance, but lor their 
dramatic human interest as well. Here is sensational 
material that will cau-wr wide discussion. 
S3.00 at bookttoree Double Jar. Page & Co. 



illusioned outlook upon life. They have 
the same conception of a hamburger stand 
th.it is possessed by the general public, 
which, we realize, is not altogether compli- 
mentary because so many of them are run 
as a commercial forlorn hope by persons 
who have failed in everything else. 

"We get a great 'kick' out of watching 
these young men. All at once they tumble 
to the fact that here is a real, sure-enough 
business enierprise, dignified and affording 
better wages than paid by the ordinary 
light restaurant. They have a vision of a 
future. Hope returns, and they begin to 
build a new foundation for success, realiz- 
ing that they, are in a business which is 
getting them somewhere. 

"We make the claim that we not only 
furnish the public with the best food at 
the lowest price, in comparison with other 
eating places, but that we pay our help 
better and keep things cleaner and more 
wholesome. And, to judge from the trans- 
formation that ha3 taken place in the case 
of many of our young men, we seem to 
have given them a new grip on life." 

Development Has Not Ended 

THE research department of this corpora- 
tion is working on an onion and piekle 
slicer, run by an electric motor, the only 
one of its kind that is proving satisfac- 
tory. It is perfecting a collapsible metal 
house with interchangeable parts, the metal 
to be heavily enameled. The man in charge 
of the department is constantly at work 
devising new methods for promoting effi- 
ciency and economy. 

This gives an inkling of what can be 
accomplished by a serious program affect- 
ing an apparently trifling matter. In a 
Bense it is a repetition of the experience of 
the five-and- ten-cent store phenomenon, 
which demonstrated that fortunes can be 
built on nickeb and dimes. The nickel 
lunch is taken out of the joke class and 
made into as much of an economic factor 
as the towel or cooking utensil purchased 
at the ten-cent store. 

One who visits the main office of the 
hamburger stand chain, for instance, seen 
a businesslike suite of rooms, a force of 
clerks, stenographers and bookkeepers han- 
dling a volume of exact reports coming 
daily from all the branches. He sees scien- 
tific allocation of expenses. He sees effi- 
ciency methods. If a little ten-by-ten stand 
in St. Paul loses $1.13 on the 14th of Sep- 
tember, the main office knows it on the 
15th of September, and if the condition 
continues until the 20th, the branch man- 
ager hears about it on the 21st, and reme- 
dial measures are put to work. 

It is a part of the American picture of 
efficiency in business. It is a quaint side- 
light on the great American passion for 
organization. The triumph of a chain 
lunch-stand corporation is prophetic of the 
expansion and co-ordination of other small 
ventures. It proves that small beginnings 
are not to be despised, but may be vitally 
essential to large success. It shows that 
intensive and far-flung organization may 
produce a commodity more cheaply thaii 
a slipshod individual plant and serve the 
public better by scientific standardization 
and attention to the health and welfare of 
Ixith customers and employes. 
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The Graybar Tag— 
symbol of ..'-stribution 







Bringing a mountain 
to Mohamet 

A MOUNTAIN of some 60,000 electrical sup- 
plies is constantly on the move to industry — 
through the medium of Graybar. 

This wholesale distributing organization serves 
the convenience of the user. We seek out, in 
distant centers of production, supplies of reliable 
quality and we bring these within arm's reach of 
the man who needs them. 

Through a system of 61 warehouses Graybar is 
truly national in scope — national too in outlook, 
in the planning for a still broader service to meet 
the greater demands of American industry in 
years to come. 



Graybar Electric Co. 
Executive Offices: Lexington Avt. a?id 4jrd St., New York City 
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SILVER 
KING 
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SOME men pick up a four leaf 
clover and shoot the next four 
holes in par! But of all great talis- 
mans that a golfer can earn- none 
is as consistently good as a Silver 
King. For it does make a big 
psychological difference to play 
the best ball. 

Most golfers find they get 15 to 
25 yards longer flight when they 
play this best of allgoodgolf balls. 

•Rc*.i'.s. r«.o(r. 
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N|W YORK 
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Business Legislation in Prospect 



By Fhantis Copelaxd 



Wholesale Golf Distributors 

Whrn 



IT WILL t<e seven months before Con- 
gress reassembles to resume legislative 
, business. In the meantime various 
forces are at work shaping the issues for 
next December. While congressmen are at 
home in contact, vrith constituents and 
learning at first hand how they feel about 
a wide variety of unsolved problems, va- 
rious organizations and groups are taking 
stock and laying plans for getting iheir 
pet billB favorably before Congress. A 
recess inventory of left-over issues, there- 
fore, may be profitable. 

Taxation 

The Ways and Means Committee of the 
House will meet a month ahead of the 
convening of Congress to plan to revise the 
revenue law that will bring m $500,000,000 
more than is needed by the Government 
during this fiscal year. A cut in the coqio- 
ration income tax rate seems pretty well 
agreed upon, but the amount of the cut 
will lie a subject of controversy. A strong 
effort, undoubtedly, will be made io take 
off the automobile sales tax and to modify 
other taxes. The Treasury Department 
may renew its recommendation that the 
Federal Government withdraw from the in- 
hentance tax field, but this proposal would 
meet stubborn opposition in Congress. 

The Joint Congressional Committee on 
Internal Revenue Taxation, created bv the 
Revenue Act of 1926, is continuing its 
studies for improvement of tax administra- 
tion and will make recommendations for 
changes in the law. One report of the 
committee's experts, which has piqued the 
interest of the Treasury Department, de- 
clares that much evasion of tax pavments 
lias resulted from failure to collect taxes 
on undistributed profits. 

Foreign Affairs 

America's relations with the rest of the 
world are occupying the minds of mam- 
congressmen who are exploring foreign 
fields during the recess. Other senators no 
less intent on the status of American for- 
eign affairs are remaining in Washington as 
tie best means of keeping in touch with 
the troubled world situation. 

Railway Legislation 

The Parker-Fess consolidation bill which 
had thorough consideration by committees 
in the last Congress seems favored for en- 
actment in the next session. This bill pro- 
vides for voluntary consolidations under 
conditions that seem to lie agreeable to all 
parties in interest. It is the result of con- 
tinuous effort since K>20 to expedite mergers 
in the interest of better transportation. 

Agitation for adjusting short-and-Iong- 
haul rates is expected to continue. Rocky 
Mountain states count this question vital. 
There is no reason to believe, however, that 
it will get any greater support than it has 
had in the past. 

A rising issue is the problem of the 
Panama Canal. The increased traffic by 
that route promises to force consideration 
of remodeling the present canal or the 
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construction of n new one through Nic- 
aragua. Canal traffic, already a trouble- 
some factor in railway rate making, seems 
destined for a still more important role. 

Efforts to do away with Pullman sur- 
charges will be pat forth as a continuation 
of the light that has gone on for years. 
Commercial travelers, claiming a strength 
of 900,000, are banded together in the at- 
tempt to abolish this charge. The objec- 
tion to this proposal in the past has been 
partly that it interferes with rate-making 
functions properly belonging to the Inter- 
state Commerce Commission. 

In the last Congress a bill was reported 
to the Senate that would have exempted 
certain short-line railroads from the recap- 
ture clause of the Transportation Act of 
1920. A revival of the bill can be 
expected. 

Agriculture 

America's farm workers are deep in the 
planting and plowing of crops, but their 
leaders have not remitted their demand for 
lederal legislation to make farming more 
profitable, 

, Defeat of the McXary-Haugen proposal 
in Congress three years in succession has 
not quenched the ardor of its backers, 
senator McXary is conferring with agri- 
cultural leaders for the purpose of drafting 
a new measure that will overcome presi- 
dential objections. 

In the meantime, the agrarian element 
is injecting its demands into political is- 
sues that promise to have a profound ef- 
fect upon the future. Rising cotton prices 
greater stability in wheat, and better pros- 
pects for some other major crops mav ease 
the stress that, has attended efforts for acii- 
cultural betterment. That the long-con- 
t limed problem must he dealt with bv Con- 
gress, however, is the firm belief of all who 
are responsible for directing the course of 
legislation. 

Boulder Dam— Muscle Shoals 

The tragic end of the Doulder Dam pro- 
posal m the last Congress will serve To 
spur its advocates to press all the harder 

tries from Arizona and Utah, who aceoni- 
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to entry by the Government into the Mo 
auction and sale of electrjc power ? 
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swer to the question of what to do with 

bnoals Alabama. This has been t much 

A joint campaign of public enli c htemnen + 
on the two projects fe Wl m £\ t CZ 
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ThcH&D 
"P. E." 
Knows 
Packages 



K U R N I T U K E 





—oiid his 
counsel 
is free 
to you 





The first thing your customer sees 



ELECTRICAL APPLIANCES 




MECHANICAL APPLIANCES 



CHINAWARF 




THAT vitally important first 
impression — so often the 
determining one in business 
dealings — applies to your sales- 
men, to your correspondence, 
to the voice and manner of your 
telephone operator, to your re- 
ception lobby and to your ship- 
ping packages. The right first 
impression in four of these cases 
helps to make customers — the 
fifth bulks large in holding them. 

H&D Shipping Boxes, made 
by the world's largest producer 
of corrugated fibre snipping 
boxes and packing materials, in- 
sure a confidence-inspiring first 
impression from every shipment 
for hundreds of the nation's 
most experienced shippers. 

More than 4000 shippers 
each year take advantage of 
H & D Free Package Engineer- 
ing Service to find ways to im- 
prove their packages and their 
shipping methods — see coupon. 



THE HINDE & DAUCH PAPER CO. 
304 DECATUR STREET SANDUSKY. OHIO 

Cannadian Address. 
Toronto : King Strccr, Subway And Hinni Avenue 

The World's Largest Producer of Corrugated 
Fibre Shipping Boxes ami Packing Material*. 



D 



DRUGS 



SEND FOR ANH&D 
PACKAGE ENGINEER 
OR THIS BOOK 

Without coit or obligation you can enjoy 
the benefit of the 23 years of paukagc« 
dc^ipninii experience which the H &. D 
•taff of package engineer* can brine you. 

Simply let ui know, by letter or 
Coupon, that you arc intcreiteJ. 



D HINDE & DAUCH 
F CORRUGATED FIBRE 
SHIPPING BOXES 




THE HINDE & 
DAUCH PAPER 
CO.. 304 Decatur St., 
Saniiuikv, Ohio 



P1cm« have a Pack' 
age Engineer call 



□ 



Send me copy of book- 1 — \ 

let. . m Hmk co U*e H <? D | | 

Free Service." 



Name of 
Company... 

Name of 
Writer ,..„ 



Street 
Add rets 



City 



■I^vib^vivk^hwwi^BI — --- State 

SEND FOR A HINDE & DAUCH PACKAGE ENGINEER 

Wfe, uniting , 0 tm Br*. * Biw, Pan. co. yimm numtUn ^ BwinMJ 



78 



NATION'S BUSINESS 




Turn Waste Into Money 



((Engineering first ! 

((A great industry had for many 
years disposed of waste into sew' 
ers, then found themselves facing 
injunctions due to pollution of the 
water supply. 

(TDuring the past year Louisville 
Drying Engineers solved their 
problem of waste disposal whereby 
the discharge was converted into 
a valuable product. 

((Today nothing is thrown away. 
And the new product has not only 
justified investment in Louisville 
Drying Equipment but it is re' 
turning a profit commensurate with 
other plant operations. 

((Engineering first ! 

((Another group of operators, in 
an entirely different industry, were 



una Die to maintain satisfactory 
color and chemical composition 
during their drying process. And 
again — as in more than a thousand 
other cases during nearly 40 years 
— L.D.E. demonstrated the sound- 
ness of their methods and equip- 
ment. 

((Equal volume at equal operating 
cost is now being handled, and 
with color perfection and 100% 
recovery of the required ingredi- 
ents. The increased market value 
of the product provides a hand- 
some profit. 

gf you dry bulk materials of any 
kind, L.D.E. offer you their expert 
services. Without obligation they 
witl study your problems and sub- 
mit their report with recommenda- 
tions of the most efficient and most 
economical installation. 



DRYING MACHINERY 

COMPANY. 

IncanM>r*t*<i 

Hull St. and Baxter A ve . , Louisville, Ky . 



Typical Installation 

One of a battery of Louisville Rotary 
Steam Tube Dryers concerting spent 
[ brewery grains into by-profit 
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primarily sectional problems. As part of 
the greater national power question they 
are fast becoming a national issue of the 
first magnitude. 

Tariff 

As a party issue the tariff system will be 
the subject of many political speeches.' The 
Ways and Means Committee of the House 
may advocate changes in tariff administra- 
tion. Republican control of Congress, 
however, appears likely to preclude any 
general reduction of tariff rates— especially 
since there are several Democratic members 
who lean toward the protective principle 
rather than the traditional attitude of their 
party It is entirely possible, however, that 
a readjustment of schedules will be at- 
tempted to deal with changed contlitions 
that affect certain commodities. 

Plans for farmer relief may involve tariff 
readjustment, but it seems plausible that 
any action taken would extend the tariff 
idea— with respect to farm products— 
rather than discard it. The Canadian pro- 
posal for tariff reciprocity will meet the 
disfavor of American agriculture and, 
therefore, stands a poor chance of accept- 
ance m this country until conditions change 
materially in the wheat belt. 

National Defense 

Sincere belief of leaders in Congress that 
our Navy and Army should be strengthened 
may bring on a struggle of some magni- 
tude. The course of the controversy will 
depend greatly upon the outcome of Presi- 
dent Coolidge's plan for concerted naval 
reductions throuch the international con- 
ference to be held this summer. 

Turkish Treaty 

Despite the Senate's failure to ratify the 
Lausanne Treaty the Government lias 
reached an agreement with Turkey as a 
basis for conducting business between the 
two governments. The arrangement will 
continue until May, J928. An American 
ambassador will be sent to Turkey. Lack 
of a treaty, however, is an emliarrnssnienl 
and a new effort will be made to secure 
ratification of the Treaty. 

Parcel Post with Cuba 

Diplomacy of the Post Office Depart- 
ment has persuaded the Cuban Govern- 
ment to extend to March 1, 1928, the pres- 
ent parcel post convemion which that coun- 
fSL T pIanni "S 10 terminate on June 30, 
■>-', I''"-" 1 "' Congress railed To repeal the 
law prohibiting imports of cigars and ciga- 
rettes m small b te . The new agreement 
will run until March 1, 1928, in the hope 
that Congress will act in the meantime 
1 arcel post trade with Cuba is important 
and trade losses that would result from dig 
continuance of this facility can be expected 
to bring strong pressure upon Congress to 
repeal the troublesome law of 1S66. 

Postal Rates 

Long-drawn-out efforts to revise ™*t fl ? 
rates in the Sixty-ninth Cong IZ f came 1 to 
naught, Undoubtedly, proposals un trS 
direction will be made in the coming ses- 
sion with high hopes of SUCC es K Various 
groups of mail, users have reached a point 
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of agreement on postal legislation that will 
aid passage of a new bill. 

Merchant Marine 

The future policy of the government mer- 
chant fleet promises to be the subject o 
further attempted legislation in the next 
session of Congress. The Shipping Board 
has declared its belief that only through 
government operation can a successful mer- 
chant marine be maintained. Senator 
Jones, chairman of the Senate Committee 
on Commerce, has announced that he will 
sponsor a bill to establish this policy. 

Alien Property 

One of the few remaining heritages of the 
World War is the alien property bill which 
was lost because of a filibuster in the Sen- 
ate in the last Congress. Undoubtedly B 
new bill will come up again early in the 
next session. 

Motor Transportation 
Regulation of motor common carriers by 
the Interstate Commerce Commission has 
been put forward in Congress for several 
years. The question did not receive much 
attention in the last session but, most likely, 
will be taken up in the next Congress. 
There is disagreement between truck op- 
erators and passenger bus lines as to the 
degree and kind of regulation that should 
be invoked. 

Other Left-over Issues 
\ long list of bills made significant prog- 
ress in the last Congress through passage 
by one house or by committee report. Out- 
standing measures in this category are: 

To provide for deportation of certain 
alien seamen not admissible under the im- 
migration laws. 

To specify branding of packages of im- 
ported nuts, fruits, rice and vegetables to 
show country of origin and the exact con- 
tents of packages. 

Authorization of $11,000,000 for construc- 
tion of new hospitals for World War vet- 

BiDs to permit entry of certain children 
and wives of citizens as non-quota im- 
migrants. 

To authorize the Secretary of Commerce 
to establish loading lines for vessels. 

For federal regulation of certain private 
stockyards. 

To regulate practice as attorney before 
the Patent Office. 

To complete purchases of silver author- 
ized by the Pittman Act by buying 14,- 
589,730 ounces at $1 an ounce. 

To provide $100,000,000 additional for 
public buildings. 

To substitute the competitive contract 
system for day labor in public construc- 
tion work. . . 

To create a Division of Safety in the 
Bureau of Labor Statistics in the Depart- 
ment of Labor. 

To provide for collection and publication 
of statistics on tobacco. 

To revise trade-mark laws. 

The next session of Congress will be a 
long session, running from the first Mon- 
day in December until the approach of the 
party nominating conventions in the sum- 
mer of 1928. Ample time will be afforded 
for consideration of important legislation 
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All*n Memorial Medical LlbraiT. Git**** Ohio. Walktr & WcukJ. Arehir«-t». Cleveland. Ohio. 
Kawneer Solid Nickel-Silver Windows used ihiomjhout. 



KAWNEER 

SOLID 

NICKEL-SILVER WINDOWS 

Require No Painting or Plating to 
Preserve their Strength and Beauty. 

DURING the first quarter of the 20th century we have seen to what extent 
perishable building materials have given way to diose of pyramid- 
like endurance. 

Metallurgists and outers interested in scientific research have brought about 
many refinements in rusting and non-rusting metals. Welding technique 
has materially improved. Tensile strength has been greatly increased. The 
fact remains, however, that steel as well as wood must still be protected by 
regular applications of painting, plating, or some other means which are 
at best temporary. 

Solid Nickel-Silver formed into hollow metal mouldings irom which 
Kawneer windows are made, is positively rust-ptoof and can be strongly 
welded. Paint or any other protective coating is unnecessary. Kawneer 
windows, both casement and weight hung, are so fabricated that they will 
not rattle, warp ot bind and are weather and dust-proof. 



COMPANY 

1219 Front St.. Nllei, Michigan 



RUST-PROOE 

Old Man Rim, 
with hi« ever- 
active ■■>■- ,..'■ I ■ ! - -■ - 

tion, fail* in hi* 
attack on Kaw- 
neer Nickel-Sil- 
ver Window*. 



Draft* Proof 

There arc no 
crack* In Kaw- 
neer NtckchSil* 
vcr WinJt'wi 
through which 
Old Man Draft 
and hit o mni* 
present organi- 
zation canenter 



^tm~~ — Ton 



«awneef 

Stobx reoM-rS 



Over 300,000 Now in Use 



I aid interested in Kawneer Nickel Silver Windows. 
Without obligation send portfolio and immature dem- 
onstrator. . 



Nume..., 
Address:-. 



When vriting to Tun KswNrm Company jiiraw mention ffllWl Uvfineu 
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FACTORY 
FOR 
SALE! 



TOCATED in a progressive 
Ohio city of over 200,000 
population. 

A/TODERN fireproof build- 
ings in excess of 200,000 
sq. ft. floor area. (Floor load 
from 250 to 350 lbs.) Also 
completely equipped power 
plant (both steam and high 
tension electric), office build- 
ing, garage and miscellaneous 
buildings. AH located on about 
eight acres of land. 



T 
U 



WO railroad sidings on 
the property. 

NLIMITED supply or 
water without cost. 



T>UILDINGS completely 
sprinkled, dual water sys- 
tem. Very low insurance. 

npHIS plant is well situated, 
and there is ample room 
for expansion. Present layout 
splendid for economical manu- 
facturing of almost any kind. 

PULL particulars and data 
will be supplied upon re- 
quest. 



GARDINER & WELLS 

150 MADISON AVE. 
NEW YORK, N. Y. 



Aladdin Is Not a Myth 



By I. K. Russell 



IN THE Colorado Mountains, where the 
roads are famous for their sharp cor- 
ners and hair-pin turns, a little fellow 
hopped into a car, with a wise crack for 
the chauffeur. 

"Say, buddie," he smiled at the driver, 
'■you can make a thousand dollars on this 
trip, and all you have to do to make it is 
to come to any telegraph pole with a sign 
on it you can't read because it's too dark, 
or if you come to any driver that gets fussy 
about your headlights, or if you come to 
imy hair-pin turn you can't see all the way 
around before you start to turn it. Yes, 
and you can make your thousand if you 
come to any corner you can't see around." 

The night was pitch-black. The drive 
was a thousand miles through the most 
"turnificatious" mountain roads in Colo- 
rado. One section of the drive was famous 
for its jestful sign, "Speed limit 90-miles an 
hour — Fords do your damnedest." The 
mad there seemed to run about straight 
up and down. 

The drive started — and finished — and 
those aboard the car talked of everything 
but the one thing, that possessed the 
chauffeur's mind — how to win that thou- 
sand. At the end of the drive all turned 
in for dinner at a mountain hotel. Out in 
front they saw their car — going round and 
round in a constantly diminishing circle. 

Out came the man who had made the 
original proposition. "What are you doing, 
buddy?" he asked. 

"Doggone it. I'm making a last try to 
win that thousand — I'm trying to get the 
car in a position from which I can't see 
around the corner." 
"Any chance of winning?" 
The chauffeur shook his head. "When we 
started I'd have bet you a thousand even 
I could win your money, but I guess I'll 
have to give it up. Say what kind of 
Aladdin stuff are you pulling on me 
anyhow?" 

A Lighting Expert 

VyE PROBABLY wouldn't risk these 
»» -words — if any other human being than 
the one who sat behind the driver on that 
1, 000-mile ride had done the talking. But 
the chauffeur who confessed himself beaten 
had spilled some real beans. This was 
"Aladdin stuff." He didn't know it, but he 
was speaking to* a modern Aladdin — W. 
D'Arcy Ryan. Back in the Romantic Age 
when gentlemen carved out romance with 
rapiers there were D'Artagnans but the 
modern D'Arcy canes out his romances 
with modern tools. 

Go over to Spain — Barcelona or Seville, 
and you'll find this modern Aladdin jazzing 
up the lights. Go to Niagara and see the 
falls illuminated — bridal veils and banners 
for which the roaring of the falls furnishes 
the drums, and you are where D'Arcy Ryan 
has been. 

If you visited the San Francisco exposi- 
tion in 1915 and saw the marvelous color 
salute in honor of President Wilson, you 
saw his craftsmanship. 

1 f you've visited Salt Lake City and have 



seen its "best lighted street in the world," 
you have again encountered Ryan's handi- 
work. If you've been to Chicago and have 
seen the fuss they're making over their 
New State Street, with its bath of midnight 
sunlight, you're following his "blazing" trail 
yet again. 

Columbus struggled all his bfe to find 
India but things worked out quite differ- 
ently. Pasteur wanted to teach the French 
to make better beer — and gave the world 
the key to controlling the plagues and 
infections. 

Varied Use of Searchlights 

CO, WHEN D'Arcy sought to make a 
^ cascade of colors in the sky for Presi- 
dent Wilson at Frisco in 1915, he discovered 
the way to pick up German aeroplanes 
above the allied lines and a way to estab- 
lish night flying for the Air Mail in Amer- 
ica. The great searchlights that were first 
modelled for that show for President Wilson 
now lie hidden in the depths of every coast 
defense position in America, and an adapted 
form of them guides the night flyeFS from 
field to field as they span our continent 
with the high-pressure mail. 
. I first became interested in this modern 
Aladdin when I saw the murnination at 
Niagara at night. Many years before 1 
had joined with the muckrakers who be- 
lieved all business was rapacious, all in- 
dustry bent on hogging natural resources 
that were the people's heritage. So I had 
joined in the chorus of those who bfted up 
sharp tongues in horror that business was 
going to despoil Niagara. 

There seemed to be talking points against 
those who put Niagara to work, and no 
such point had been overlooked by any of 
these baiters of industry. But had they 
caught the real spirit of those seeking to 
put Niagara into harness? Suddenly I 
woke up to the fact power was something 
you couldn't "steal." It had to light homes, 
warm cold places, turn industrial wheels 
before it was ever worth a cent to a so- 
called "power hog." 

Well, I went to Niagara, and found this 
miracle of light. The power of the falls 
had been taken from them, and flooded 
back upon them to make them more 
gorgeous at night than ever they had been 
by day. 

Ryan had done that — the men at the 
searchlights said as they turned cascades 01 
color upon the crashing waters. 

A chance to meet Ryan came in Chicago 
a year later. He was enjoying the spec- 
tacle of a White Way show-off, and as 1 
looked at him I thought of Fred Funston. 
Ryan was just the Funston type — and size 
—and just as full of energy. I had stood 
beside Funston and two other officers on 
the night he first went under fire in the 
Philippines. An enemy cannon ball struck 
a banana tree nearby. A brigadier general 
dived for a hole. I know, for he pushed 
me out of it. A major of artillery stood 
nonplussed and did nothing at all. But 
Funston called for his horse and rode out 
to his line of infantry. He found disaster. 
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ACCURACY 
in reducing costs 

Of the Bedaux Principle of Human Power Measurement, 
R. R. Titus, General Manager of the Diamond State Fibre 
Company and The Celeron Company, writes: 



"Probably the best recommendation I can 
give these people is that their preliminary 
survey of labor conditions in our factories 
was accurate and in every case they have 
done more than they said they could do 
when they originally solicited the business. 
Their work has been gratifying on process 
jobs where piece work would never have 
been applicable." 

The Bedaux Principle of Human Power 
Measurement is the original unit principle 
which co-ordinates all departments, and all 
labor, both direct and indirect, under one 



standard measure of production— the B-unit. 
"Bedaux" increases production, decreases 
costs and increases wages by dealing with 
the human element alone. 

Among our 135 clients in every field of 
industry the average reduction in costs has 
been 20%, with an increase in wages, on 
the average, of 15%! 

A preliminary examination of your plant 
will cost you nothing, and you may be 
assured of two things — the survey will be 
accurate, and cur engineers will be careful 
to promise less than they can do. 



The Chas. E. Bedaux Companies 



OF NEW YORK 
17 Battery Place, New York City 
Douglas S. Keogh, President 




OF ILLINOIS ' 
435 North Michigan Ave., Chicago, IU. 
Albert Ramond, President 



OF PACIFIC STATES 
Pacific Building, Portland, Oregon 
Charles W. English, President 

CHAS E. BEDAUX, Ltd. 
Bush House, Aldwych, London, W. C. z, England Sir Francis Rose Price, Bart., Chairman 



When writing to Tut Ch.w. E. Bedmx C'ijhpaniks pleaw mention Xation', BmUm 
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How is Your Business 
Crowing? 

More business ! More sales! More profits! 
More today than yesterday — this week 
than last — this year than the year before. 

"Sell and Grow" is a great urge, but it 
is only half the truth. For progress in 
business is not just material increase. 

There is growth in reputation, the de- 
velopment of confidence and good-will. 
Growth in the loyalty and efficiency of em- 
ployees; in the enthusiasm and capacities 
of executives. A better product is growth; 
and so is the elimination of wasteful prac- 
tises. Better Budgeting is growth— budg- 
eting based on more competent analysis of 
the facts and figures of one's business. 

Growing in the will and power to 
serve, business develops the means to 
larger earnings and broader service. 

ERNST & ERNST 

ACCOUNTANTS and AUDITORS 
SYSTEM SERVICE 



H tW YOB M 

PHILADELPHIA 



PROVIDENCE 

■ ALT) HON E 
HICHHOHD 

WINSTON-SALEM 
W ASM rH QTQN 

■ UPTALO 
noCHEETIM 



CLEVELAND 

AKRON 

CANTON 

CDLUH1UI 

YOU NT. TO W N 

TOLEDO 

CINCINNATI 

DAYTON 

MEM PHIS 



DETROIT 

ON AMD IIAPI&B 
KALAMAZOO 
PITTS IJ HO H 
WKCELINO 
EH IE 

LOUIE VlLLE 
ATLANTA 
MIAMI 
TAMPA 



CHICAGO 
MILWAUKEE 
MINNEAPOLIS 
ST. PAUL 
INDIANAPOLI* 
DAVENPORT 
ST. LOUIE 
KANSAS CITY 
OMAHA 



NEW OK LEANS 
JACKSON 
DALLAS 
'OUT WORTH 
HOUSTON 
SAN AN70M1O 
WACO 
DC NVtH 

SAN FRANCISCO 
LOS ANOELES 
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"NATION'S BUSINESS gives us more information 

in a short space of time than any publication we receive," writes A. 
Baxter of the Baxter Engineering Company. Buffalo. 

Becauu RATION'S BUS1HESS gives the business leader something he needs 
and saves his time, it it read toddy by <i quarter of a million busy men. If your 
ddtOTisements are intended to reach such an audience, write to our Adiwtijmg 
Defvmment for details. 



NATION'S BUSINESS 
Washington, D. C. 
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| They had Won served smokeless ainrnuni- 
I tion and their guns weren't built for it. 
j Barrels were red hot. Breech blocks were 
blowing. 

It took nerve to order "cease firing" in 
the teeth of an enemy charge, but he did it. 
"Hold your fire till they're close; cool your 
puns; then fire slowly. Don't let 'em 
redden up again." Then he sent couriers 
to the rear for the old smoky shells the 
guns were built for. He saved the day. 

When I first met D'Arcy Ryan I thought 
of Funston and his battery shooting down 
solid blocks of buildings in San Francisco 
to make a fire lane after the fire had swept 
over fire engines and all police and fire 
protection. I had walked over hot pave- 
ment past lines of ashes of fire hose and 
the twisted iroii of fire engines and had 
come to Nob Hill where Funston's battery 
had established its line. There the fire 
stopped. 

Strongest Street Lights 

"MOW I stood in State Street, Chicago, 
1 ™ beside a man who was Funston's coun- 
terpart, The lights glowing in front of us 
had 2,000 lumens. The most brilliant, 
streets lights I had seen before had only 
700 lumens. It seemed a revolutionary 
achievement. 

"They're no brighter than Salt Lake's," 
cut in Ryan in a way to take all the glory 
out of this achievement. "We just studied 
Chicago air. We found it so full of smoke 
and soot, that it took 2.000 lumens to buck 
through where 700 could do it in Salt Lake 
and Cleveland." 

And that was that, He had studied 
the local problem — and solved it. That 
sounded like aeroplane defense, Niagara, 
San Francisco, Cuba — wherever our Mod- 
ern Aladdin had touched mass lighting. 

'It's something to be proud of," I sug- 
gested. 

"It]s nothing," he cut back. "Nothing. 
It's dismal. Wait. Wait till somebody can 
be found to build a business street in co- 
operation with lighting engineers. We can 
face the skyscrapers on both sides of the 
street with stucco — stucco embedded with 
refractory jewels, and when we turn on 
the midnight sunlight well have fairyland 
outdone. Think of it— lights flashing back 
from jewels embedded in building walls." 

It was vision Tunning ahead of world 
attain?, from one who has made many 
visions come true. The vision is here re- 
corded just as that. Maybe some later 
writer will record how it came true. 

Thirty years ago Ryan, then a mere boy, 
asked the manager of the works where he 
was employed for $10,000 to spend in re- 
search to discover why one light made 
things glare and another left dark spots and 
shadows and caused weak eyes from de- 
fective lighting. 

The manager heard the request and 
turned it down flat. 

That was Ryan's start as an illuminating 
engineer and chief of lighting technicians 
lor an electric company he had then but 
recently joined. This vear thev handed 
Ryan $200,000 for just such research and 
told him there was plenty more when he 
needed it. 

Ryan studied lenses and color salts to 
give President Wilson a color salute at San 
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Francisco. Ho had to get lenses far larger 
than any then known. He had to learn 
salts and their color refractions for large 
Inns work. 

The President got his salute, and Ryan 
thought lie was through. But a message 
of appeal came from England. German 
searchlights picked up the allied planes; 
England could not pick up the German 
planes. They outranged allied searchlights. 

What could he done about it? The prob- 
lem came to Ryan. He must know the salts 
the Germans used and the lenses. Those 
t»g lenses he had made for the President 
Wilson color salute could be enlarged. But 
what salts were used in creating the beam 
of light that reached so far? 

A photograph would tell him. He cabled 
back, asking that an allied plane be ordered 
to fly into the beam of the German light, 
photograph it, and that the photograph be 
sent to him. Soon the photograph arrived. 
And there was feverish work in the cre- 
ation of huge searchlights. Ryan found the 
proper salts. He built a light which 
weighed four times too much for speedy 
transportation from place to place. He 
rebuilt. 

This time he cut its weight, to a fourth of 
what, it had been. He mounted it on an 
automobile chassis so that it could be sent 
at 50 miles an hour from place to place. 
He set a motor on its main shaft so it. 
could greatly increase its power supply from 
lines tapped for quick service. 

It was sent into war service; but there 
:ire bureaucrats in Washington, as every- 
where else. They had to fuss and fuss and 
fuss with the design to put their brand 
upon it. The pretense was they were 
"adapting it to military service." Armistice 
Day arrived before it really reached the 
allied front. It went into manufacture for 
American coast defense. 

Ryan heard night flying was needed. 
Here was the open sesame to it. The lights 
were adapted, and safe night Hying made 
possible. The beams of the guiding light- 
may be seen at night along the nation-wide 
night mail path — again D'Arey Ryan's 
handicraft. 



Thinkers Can Work 

DR. EDWARD L. THORNDIKE, of 
Columbia University, was speaking of 
the mistake it is to assume that an original 
thinker in a business institution isn't capa- 
ble of hard routine work. 

"It is my privilege," he says, "to know 
a fair number of original thinkers and 
workers in science, medicine, the ministry, 
law, and business. Such men are extraor- 
dinarily competent in routine work and 
strong in mere knowledge. I have studied 
the ratings of sixty electrical engineers em- 
ployed by the Westinghouse Company and 
rated by the company's officers for origin- 
ality and seventeen other qualities, such 
as thoroughness, knowledge, industry at 
routine tasks, and the like. Far from there 
being any antagonism between originality 
and industry at routine tasks, or between 
originality and common sense, or between 
originality and system, there is a positive 
correlation — as close as that between indus- 
try and enthusiasm, or between thorough- 
ness and svstem."— F. C. K. 



American Exchange 
Irving Trust Company 



NEW YORK 



Statement of Condition, March 2 3, 1 927 



Resources 

Cash on Hand and Due from Banks . . . 

Exchanges for Clearing House .... 

Calf Loans, Commercial Paper and Loans eligible for 
Re-discount with Federal Reserve Bank . 

United States Obligations 



Short Term Securities 

Loans due on demand and withinjodays 

Loans due 30 to 90 days 

Loans due 90 to 1 80 days 

Loans due after 1 80 days 



Customers' Liability for Acceptances 
(anticipated ?2,8oi, 986.43) , . 

Bonds and Other Securities 

New York City Mortgages 

Bank Buildings .... 



$101,474,419.64 

39,528,661.15 

1 53 .717,367-93 
39,162,378.83 

42,95 1 .22 4 .I3 
70,276,562.92 
47,142,210.81 
39,619,227.72 
12,222,032.02 

. 4M 86 , l6 5-3* 
12 *39A 2 %-9- 
8,670,704.68 

3>5 2 7»443-5 0 
$611,327,827.56 



Liabilities 



De P° sits *484,5*>,5°7 



01 



Official Checks 



Acceptances (including Acceptances to Create 
Dollar Exchange) 



Discount Collected but not Earned . 
Reserve for Taxes, Interest, etc. . . 
Dividend Payable March 28, 1927 



Capital Stock 

Surplus and Undivided Profits 



l6 >739>i34-78 

44.388,151.74 

I ' 1 S3,393-64 
3. 1 34,74002 
1,120,000.00 

32,000,000.00 
2 9,i7°,8 4 o.3 7 



$612,327,827.56 
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This terrace on the Cori£Teuicrru:[ 
Country Club, Washington, D.C., 
has a Red and Qreen Calarmix 
hardened concrete floor. It is en- 
tirely uncetvered thntout the year jet 
used CK-crj summer Jot dancing. 



After toytan ofheaiy micltfnff, tougina (itc chdiru, dripping 
oil and warer, this Masterbuilt Metallic Hardened floor in the 
Long Island City garage of the Loatc Wiles Biscuit Company 
is as sound as the day it was installed. 

Tire Chains or the 
"Charleston"— afloorforeach 

TO BE long-lived a concrete floor must 
be specially built to resist the particular 
kind of wear it is going to get. 
A garage floor, for example, is subjected to 
the gouging action of tire chains. To resist 
the pounding, grinding action of chain- 
equipped trucks weighing from 1 to 10 tons, 
one kind of a hardened concrete floor is re- 
quired. The Masterbuilt Floor in the Loose- 
Wiles Biscuit Company Garage has demon- 
strated for ten years the superiority of 
Metallic Hardened Concrete for this service. 

The terrace of the Congressional Country 
Club, on the other hand, required a floor 
that was full of color, beauty, life — and yet 
so wear and weather resisting that neither 
danci ng feet nor the beating elements would 
mar its perfect surface. Here another type of 
Masterbuilt Floor— the Colormix colored 
hardened concrete floor,has served perfectly. 

Both of these widely different conditions, as 
well as innumerable other kinds of floor 
usage are exactly met by Masterbuilt Floors 
produced by adapting the proper method and 
material to the particular conditions im- 
posed. Scores or such Masterbuilt Floors 
installed 14 and 15 years ago are still de- 
livering the same maintenance-free, uninter- 
rupted service they did when installed. 

THE MASTER BUILDERS COMPANY 

Sale. Office, . CLEVELAND. O. hmAlttamW 
In One Hundred Cltlei ,nd Irvington, N. ). 

^HARDENEDKCONCRETEN^ 



FOR YOUR JOB 

To insure your getting the 
proper floor for your spe- 
cific requirements, and to 
insure perfect results, spe- 
cialises (killed in the in- 
stallation of Masterbuilt 
Floors are available. Write 
for decailcd information 
and "The Book of Master- 
built Floors." 



Whom Do You 
Wish to See? 
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By Douglas C. Miner 

r PU THE thousands of knights of the 
* road who have spent many weary hours 
Undying ceilings of reception rooms or 
looking out through dirty windows at blank 
walls while awaiting their quarry, there is 
nothing new set forth here. 

But there are many business men — too 
many — who give the reception room of their 
office link' thought. It's more than u wait- 
ing room ; it's the ."anxious seat," as wc used 
to call the front row at revival services. It 
is the place where dreams are dreamed, 
then smashed with an easy "No," or made 
true with a 'Yes." 

More creative ideas, more selling points, 
are hatched out in the outside room of the 
average office than in the inner sanctum of 
the president or sales manager. Yet the 
motive seems to have been in the past to 
have that outside room as barren, cold and 
reputaive to ideas as was possible. In the 
old days you crammed as much of your face 
as physically possible in a hole in the wall 
and asked for your man, then perhaps had 
the hole closed in said face, leaving you 
alone in the narrow hallwav. Sometimes 
you shouted through a neat circular hole 
m a glass until you got the attention of 
one of Mr. Wrigley's best customers or of 
the deaf bookkeeper. 

Other times you as a salesman mav have 
walked through a warehouse, falling over 
bales and trucks until vou found the dark- 
est corner. There, leaning over a home- 
inade desk, you found vour man. Occa- 
sionally you were offered" a chair. Usually 
ynu stood and stood and stood, looking in 
vam for a place to rest your weary feet. 

Classified by Buttons 
nPHERE are still a few offices which cling 
1 to these mid- Victorian principles. I re- 
call one which is visited by from twenty to 
thirty salesmen daily, and which is about 
ten feet square, with the telephone girl in 
an alcove at the end. If the salesman is hot 
known or not particularly welcome, he talks 
to his man in that space, amid a large and 
curious audience. If you are one of "God's 
chosen people," you are given a big red but- 
ton entitling you to admission to the office 
in the interior of the plant. Just why the 
button, I never learned. When I took it 
off I was never challenged. 

Times have changed. Today firms seem 
to be vieing with each other to provide 
comfortable and attractive waiting rooms. 
Some aren't even businesslike, although 
usually the man who comes out to see the 
visitor belies the "Welcome" on the mat by 
sticking as closely to business as the one 
who used to talk through the cubby-hole in 
the wall. 

Everything is plainly labeled in the of- 
fice of today. You can't get lost if you be- 
lieve in signs. "Information" in nine-tenths 
of the offices is the telephone girl. She is 
a very important employe for it is through 
her that the office maintains its outside 
contact with the world. She represents 
John Doe Company to the public. She can 
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make the road easier for the caller if she 
will, and she is usually trained to do so. A 
smile and n good memory for names makes 
the visitor think his call is important to 
the firm. 

Public relations has become a factor of 
more irnportiince to business since it has 
been realized that just as much money can 
be made if one. is polite to one's customers, 
creditors and competitors. This change in 
reception of callers is part of the general 
change towards better business ethtOB, 

I imagine one of the causes for larger 
and better ventilated waiting rooms today 
is because of the keen competition for busi- 
ness, which has sent out ten, yes, a hundred 
times as many salesmen on the road — more 
linns in business mean more to call on your 
firm to sell something, or try' it. There must 
be more room for these callers, or they 
would have to form a line down the block. 

More Welcome Reception 

SOME reception rooms are equipped with 
stationery and a desk where he who 
waits may write. On the wall are pictures of 
the plant, framed awards bestowed" by 
world fairs, pictures of the oldest employes, 
or of those who are on the honor roll for 
punctuality. Samples of direct mail adver- 
tising arc discreetly displayed, to be silent 
salesmen for the product made there. This 
modern reception room spells good will and 
an idealism that the old school sneered at. 

Of course, even with these changed con- 
ditions, the salesman does not always at- 
tain his ambition of getting his man be- 
hind a desk. He still has to talk to the 
purchasing agent in the outside room. One 
would never purchase if one gave half-an- 
hour to each caller. A number of offices 
have a conference room, from which the 
executive can exit easily if high-pressured. 
This affords more privacy than the public 
reception room, yet keeps the caller from 
the inner office. 

I have in mind one reception room which 
certainly deserves the name. It is main- 
tained by a big radio manufacturer. Its 
Sheraton furniture, its palms and Chinese 
rugs, its paintings and tapestries from the 
owner's private collection, all make one 
think he is in a private home or salon. On 
a beautiful table at one side are all ih< 
latest, business magazines in binders. In 
the center by the door to the inner office 
is the hostess. One could scarcely call her 
the "information girl," for she has the 
hostess personality. She makes you wel- 
come at her house. You do not wait, long — 
in fact, not long enough usually, for the 
place is so attractive one could spend half 
a day I here. They even have ash-trays, in- 
viting smoking which is so often forbidden. 

Many offices are guarded at the outer 
pa rials by men who have grown gray in 
the service of the company. In a large 
office one of these pensioners may have a 
corps of office boys to run errands and 
make deliveries around the office. The tele- 
phone, however, is used much more than 
the office l»y. Boys are always playing 
pranks, or spending too much time in the 
rest room, or delaying on the third floor 
to visit with a file girl — well, they're just 
boys, and the telephone gets there faster. 

The "information" employe must l)e well 
.■i|iiipped today. She (assuming it's a B j r l) 
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Up-rodarc office equip- 
ment made from 
Newsteel Sheets is 
your assurance of Jong 
life, rugged strength, 
maximum service and 
minimum cost. 




Closed car doors made 
of a single Newsteel 
Sheet in one operation 
— replacing five or six 
units. A new and eco- 
nomical use. 



do you know 

the NEWSTEEL 

ENGINEER 

He can save you trouble, 
cut down waste in ma- 
terial, shorten produc- 
tion time, and reduce 
labor costs. Inquire 
about him. 



NEWSTEEL SHEETS are 
determined Scientifically 

TO produce Newsteel Sheets — good steel 
sheets — rule of thumb practice is out of 
the question. Controlled results, scientifically 
determined, are essential. Sheet bars are 
tested for physical properties and metallurgi- 
cal composition. Olsen, Ericson, and Rock- 
well tests are applied to annealed sheets. 
Definitive calculations are made of the stresses 
and strains to which Newsteel sheets will be 
subjected — the results of which govern our 
production processes to an important degree. 
At every step from bar to finished sheet, 
quality is scientifically controlled and deter- 
mined ... so that in buying Newsteel Sheets 
you buy assured results . . . and a very no- 
table economy in' time, labor, and material. 

The Newsteel Catalogue tvill repay close study. 
Sen J for your copy today. 

THE NEWTON STEEL COMPANY 

YOUNGSTOWN, OHIO 
CHICAGO CLEVELAND DETROIT NEW V0RK 



NEWSTEEL 

**Slhe ENGINEERED Steel Sheet 
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Confidence 



O 



FTEN, it is the "stuff of 
which sales are made." 



First impressions supply confi- 
dence. Efficiency, today, does not 
begin somewhere internally — in 
an office or an institution — be- 
hind doors and beyond eye-range! 
Its presence is felt the very mo- 
ment you stand at the threshold, 
hand on the open door. 

Globe-WernickeCounterHeight 
Units bridge the gap of friendli- 
ness in business — they express ef- 
ficient service. Their sanitary, 
pleasant- to-the-touch, green, 
heavy battleship -linoleum top, 
bound in bright gleaming brass, in- 
vites -the prospect who stands at 
your door. Their full-depth filing 
capacity — three drawers high — 
gives you double advantage of your 
space, as files and as counters. 

They can be grouped to fit your 
office space, added to as desired — 
and there is a G-W Counter Height 
for every need. 

The "life everlasting" built into 
these units will win your confi- 
dence when you see them at your 
dealer's store. Ask him for a 
copy of the booklet "Globe-Wer- 
nicke Counter Height Filing Cabi- 
nets," or mail the coupon today. 

Cincinnati 



The Globe- Wernicke Co., Dept. N-S 
Cincinnati, Ohio 

Gentlemen: 

Will G-W Counter Height* bridge the 
tap between us and our prospect*? We"dlike 
to nee their many uses put to work. Mail us 
a copy of the booklet "Globe- Wernicke Counter 
Height Filing Cabinets." 



Name 

Address 

City staU - 



When 



is usually easy to look at, yet not over- 
dressed. She must know every department 
of the company and the proper man to 
refer visitors to. She must know the full 
names and titles of each major executive. 
She must have in her mind, or within quick 
reach, the telephone numbers of the cxec- 
titives' homes :mhI of t lie principal firms 
with which they do business. She must re- 
member a dozen calls at once and take 
care of each one. 

She must be polite, and have the "you" 
attitude about which we hear so much in 
salesmanship. She is a salesperson, dealing 
in good will. If the executive tells her on 
the phone to get rid of Mr. Jones in a nice 
way, the story he hears is something like 
this: 

"I'm very sorry but Mr. Blank is awfully 
busy right now and is getting ready to go 
away. He'll be glad to see you some other 
time, and if I were you, I'd call up and 
make an appointment with him. It might 
save you a trip." 

Mr. Jones goes away with the knowledge 
that he has been neatly sidestepped, but. 
he can't feel bad altout it. Honey catches 
more flies than vinegar, and he knows it's 
part of the game. Such an answer is much 
easier to swallow than a blunt "Not in- 
tewBted." 

The cleverest outside greeter-'employes 
seem, without actually saying so, to say to 
the caller: 

"I'm here lo help you, and I'm going to 
do I can to get you to the right party. 
We may have a little difficulty, but if you'll 
be patient and reasonable we'll get our ob- 
jective." 

If every firm would apply the Golden 
Rule — "Do unto other salesmen as you 
would that men would do unto your repre- 
sentatives" — the life of a traveling man 
would be sweeter. But it is a great deal 
more pleasant today than it used to be. 

What One Buyer Thinks 

THE OTHER side of the picture has its 
problems, too. The buyer and the exec- 
utive who meet salesmen have difficulties 
of their own. Sometimes salesmen kill 
sales instead of making them. Light mi this 
side is thrown by John Poole, president of 
the Federal-American National Hank. 
Washington, D. C, in a recent interview 
reported in Printers' Ink. To quote some 
excerpts: 

"Late last fall, I read an advertisement 
of a proposition that I thought the bank 
mieht adopt to advantage. I referred the 
advertisement to my secretary and re- 
quested her to write for information and 
prices. She wrote the advertiser over her 
own signature and explained that I was 
very busy and did not wish to interview 
a salesman. 

"In reply, the advertiser addressed a let- 
ter to me and sent me several pieces of 
direct advertising, including an illustrated 
Imok which, the letter explained, told the 
whole story. All of this material I placed 
in my desk for future reference, after look- 
ing it, over, ami whenever I had a little 
time 1 studied the proposition, expecting 
to make a decision aliout the first of the 
year. 

"About two weeks after the advertising 
material arrived, 1 had a call from a rep- 
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resenlative of the company. Although he 
got into my office by methods which I do 
not consider entirely honest, I courteously 
explained 10 him that 1 had not gone into 
the matter sufficiently to warrant a deci- 
sion, that I was exceedingly busy, and that 
1 would not be able to discuss the subject 
with him. He then insisted that I see him 
later in the day, or the next day, and when 
1 refused he demanded the immediate re- 
turn of the advertising material his com- 
pany had scut inc. 

"He did not get the material. I told him 
that I did not believe his company had in- 
structed him to ask for a return of the ma- 
terial, and he left my office. The incident 
was exceedingly annoying, and the house- 
was just as responsible for it as the sales- 
man. The home office deliberately disre- 
garded a simple request which I had every 
right to make, and I feel sure that the ac- 
tion of the office and the attitude of the 
salesman will prevent the placing of an 
order with them by my organization. 

Salesmen Use Subterfuges 

ARDLY a day ever goes by that one 
■ salesman or more does not request 
my secretary to give me a personal card 
with the request that I see the caller for a 
few minutes. When told that I am very 
busy and asked if some other official of the 
bank cannot attend to the matter, he in- 
variably replies that he must see me. Then 
when my secretary asks him what his busi- 
ness is, he replies that he is anxious to see 
me on a 'personal matter.' 

"This dodge usually works, so far as a 
brief interview is concerned. It. has got a 
good many salesmen into my private office, 
but not one of them has ever secured an 
order from me. 

"A discussion of this kind, I feel, should 
close with a constructive illustration. I 
have mentioned some selling practices that, 
are deterrents to selling. Now I want to 
show the other side of the picture. A sales- 
man called on me this morning who was jusi 
about what a salesman should be, in my 
opinion. While we did not place an order 
with him, I am quite sure that on his next 
call he will find that he has made a valuable 
business connection with us. 

"He gave a business card to my secre- 
tary, and told her that he would like to see 
me for about ten minutes. She read the 
card and informed the salesman that. 1 was 
very busy and that she thought another 
official could just as well consider his propo- 
sition. He willingly and courteously talked 
to the official, and after the interview the 
official sent him to me. 

"When I saw him, he did not deal with 
any long preliminaries, but got right down 
to business. He talked for almut seven 
minutes, and then consumed about two min- 
utes in answering several questions. He 
was courteous — obviously a gentleman. He 
did not make a single statement that indi- 
cated subterfuee or misrepresentation. He 
gave me some information that I can use 
to advantage. 

"It was evident that he had taken some 
trouble to learn something about our policy 
before he called, and he made a splendid 
impression. I shall remember him because 
I want to do business with him. We want 
to see more salesmen like him." 
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Th* important feature* that distinffumh 
all French & Hecht steel wheel* are: 

Correct design for every applica- 
tion. 

Each spoke in hratrd and forced 
in the hub. forming a head on 
the inside and a shoulder on the 
euulde, simitar to a boiler rivet. 

The outer end is expanded in the 
rim with a shoulder on the in- 
side and a riveted head on the 
outside. 

There can be no other Steel Wheels like 
French Ml Hecht because the essentia] 
features of construction are exclusively 
French & Hecht. 





Just Wheels 



Within every factory and every department in 
a factory there is specialization. One man de- 
signs a better motor, another makes a better 
gear. Each becomes a specialist and the World 
profits by a better product. 

French & Hecht specialize in the design and 
manufacture of Steel Wheels of all kinds — for 
Farm Implements, Industrial Tractors, Road 
Machinery, Motor Trucks and Busses, Trailers 
and other equipment. 

French & Hecht have specialized for years in 
the research and study of wheel application and 
engineering and have developed more steel 
wheels than any other organization in America. 

So extensive has been the experience of this 
organization in the development and manufac- 
ture of steel wheels for all applications that 
French & Hecht service means a distinct saving 
to manufacturers, and always the assurance of 
a wheel that is mechanically correct. 

FRENCH & HECHT 

Wheel Buitden Sine* 1888 
DAVENPORT, IOWA SPRINGFIELD, OHIO 




CH & HEC 



L W H E ELS 
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At a R-action. 
of the Cost/ 






Spray*Pftint Exteriors, 
Court Walls. Elevator 
Shafts 



Spray-Paint Interiors with- 
out intcrfcrin(r with buai- 
tiL- ^ r'mTiriL' 



Paint by machine — save the 
cost of hand brushing. The 
difference will surprise you. 

Own your own spray painting 
outfit. Any man in your plant 
can quickly learn to cover iooo 
square feet and over per hour 
with the easy-to-operate Binks 
Spray Gun. Once you own a 
Binks Spray Painting Outfit, 
your entire business establish- 
ment will be frequently refin- 
ished both inside and out. You 
will protect your property in- 
vestment for all time. 

Owners of factory and office 
buildings, hotels, hospitals, 
schools — builders, contractors, 
etc., are finding the Binks 
Spray Painting Outfit the 
best paying investment in 
their maintenance depart- 
ments. 

Here is a one-time investment 
that will pay for itself the first 
year and save you 60% to 80% 
of your painting costs for 
years to come. Further inter- 
esting details will be cheerfully 
mailed upon request. Write 
today. 



RINKS EQUIPMENT 
COMPANY 

Dept. E, 3128 Carroll Ave. Chicago, 111. 

Offices in Principal Cities 
ESTABLISHED 1898 



"A Very Astute Old Gentleman" 



liv F. S. Tisdale 



DURING the Russo-Japanese War the 
steamer M. S. Dollar, loaded to her 
Plimsoll mark with supplies for the 
Russian armies, was jwunced upon by a 
JapaneM gunboat. The ship's papers were 
naturally reticent about her intentions, so 
she was escorted into a Japanese port. Her 
owner was Captain Robert Dollar. In ac- 
cordance with the laws of nations a court 
invited him to appear and show cause why 
the M. S. Dollar should not be declared a 
prize of war and confiscated with her cargo. 

Stanley Dollar, a son of the captain, ac- 
cepted the court's invitation. He had im- 
mediate evidence that the Japanese secret 
service had been functioning as usual. 

"Mr. Dollar," said the suave presiding 
judge, "you received yesterday a letter from 
your father mailed in San Francisco. Let 
me see it." 

The letter was handed over. After the 
judge had read it bis face relaxed into a 
smile of Oriental appreciation. 

"Ah," said he, "your father refers to the 
freighter in question. But we do not learn 
much from his letter. He says her destina- 
tion is the Orient, and the Orient is a large 
place. Your father must be a very astute 
old gentleman. I should like to meet him," 
Cause to the contrary not being shown, 
the Jtf, S. Dollar was seized and used for 
the remainder of the war as a Japanese 
troopship. Subsequent developments bore 
out the judge's estimate of her owner's 
capabilities. There was a big war on, and 
a big war hikes the price of tonnage. Cap- 
tain Dollar had insured his freighter for 
$180,000, a fair, fat figure for those days. 
This insurance was collected on the loss of 
the ship. 

Sale of Government Ships 

TVJOW THE cessation of war deflates the 
1 ™ price of tonnage. It was thus with the 
Russo-Japanese argument. After peace was 
declared the Japanese Government found 
on its hands a great fleet of merchant ship- 
ping for which it had no use. Among these 
ships was that fine freighter, the M. S. 
Dollar. She was put up for sale. All these 
things had been under the eye of the as- 
tute old gentleman who had owned her. 
When the hammer fell (if they use ham- 
mers for ship auctions in Japan) Captain 
Dollar was again owner of the steamer. 
For $55,000 he bought back the ship on 
which he had collected $180,000 insurance. 

Time is no respecter of persons, astute 
or otherwise. When Captain Dollar was 
almost eighty he embarked on a venture 
which convinced many that he had at last 
succumbed to the infirmities of age. He 
amazed his home port of San Francisco and 
the shipping world with the announcement 
that he w:is going to start a round-the- 
glohe service for freight and passengers 
with fast ships flying the American flag. 

You have to be in the shipping business 
to appreciate what that meant. In the 
first, place such a service was unheard of 
in all history. The wise ones granted that 
it might be done with freighters which 
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could loaf along from port to port smelling 
out cargoes where they were offered, and 
taking their time in deliveries. Captain 
Dollar's plan was of a different kidney. 
He wanted to initiate a split-second sched- 
ule; he would start a fast steamer every 
two weeks and dispatch it around the globe, 
making stops at distant ports just as a 
i rain makes the stations on its run. 

American Ships Proposed 

r>UT THAT wasn't the worst. Captain 
1J Dollar proposed to operate American 
ships on this unheard-of service. Anyone 
who knew anything about shipping knew 
that our ships could not compete with the 
ships of other nations. 

There was a great wagging of heads 
along the seaboards. 

"The old boy is gone this time," said the 
pessimists; "he's like all the rest of 'em. 
Never satisfied to let well enough alone. 
I'll admit that Captain Dollar is a canny 
old man, but shipping is a dangerous busi- 
ness. He sure has bit off more "than he can 
chew this time. Hell go broke or crazv— 
or both." 

Captain Dollar was too busy to bsten 
to these lugubrious warnings. He went 
right ahead organizing his unheard-of ser- 
vice. He. bought seven fast passenger 
steamers from the Shipping Board, and on 
January 5, 1924, the President Harrison 
steamed out through the Golden Gate in- 
augurating the round-the-world schedules. 

Three years have vindicated beyond 
doubt the audacious plan. Captain Dollar 
is now thirteen years beyond the biblical 
allotment of three score and ten, but he 
is just as busy as ever. He travels nearly 
all the time, tightening screws and apply- 
ing oil to the wheels of his organization. 
Many of the shipping men who foretold 
dire things for his service have since gone 
out of business. The Dollar liners leave 
regularly every two weeks on their method- 
ical circling of the globe. With a few ex- 
ceptions they have held to the schedules 
laid down in the first instance. Both the 
eargo and passenger business is thriving. 
Growth has made necessary the additiop 
of an eighth steamer to the run. There can 
be no more doubt as to the success of the 
enterprise. p or ts which had almost for- 
gotten what the American flag looked like 
may now familiarize themselves with it as 
it flies on the Dollar liners. 

By what magic Las this astute octo- 
cenarmn accomplished a feat that would 
have daunted any other shipping man in 
any other country? 

There is no magic about it. Captain 
Uollar says that anyone can duplicate his 
record by following his simple formula. A 
small incident will illustrate how it is done: 
I he head of the Dollar Steamship Line 
was standing on one of his Sau Francisco 
clocks watching the unloading of a ship 
from China. A sling came down buluins 
with crates of tea. These crates were cov- 
ered with matting for protection. As the 
sling load touched the dock Captain Dollar 
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Where Wealth. Grows 
at Triple Speed 



Rank the leading countries of the world in the 
order of their industrial strength . . . and you 
have ranked them in the order of their horse- 
power-per- workman. You can readily see how 
it works out from this table : 



12 



China 
Italv .31 



France .97 
Germany 1.5 



England 2.4 
Total U.S. 3.6 



As the horsepower-per-workman increases, 
prosperity increases. In Piedmont Carolinas 
the horsepower-pcr-workman is 4.25. 



wyyjKS thai explain why per capita 
U wealth is increasing there three 
times as jasl as it is in many other states? 

While wealth marches at the quickstep 
in Piedmont Carolinas, this region is far 
from completely industrialized. (Latest 
census figures showfour counties with 252 
industrial wage earners out of 74,000 
population— less than 4/10 of i%!) 

Throughout this section, less than one 
fourth of the total labor available^ has 
been recruited to industry. Three times 
more men are ready for jobs in mills and 
manufacturing plants than have them. 

With 50 many men working on small 
farms, living expenses are low. Food, 
housing, fuel, clothing and many other 
items are lower. One careful estimate is 
that living costs the Piedmont Carolinas 
workman $7 per week less than it does 
the average workman in older, more 
highly industrialized sections of the 
country. And usually his standard of 
living is higher. 

There's more elbow room. He spends 
many more weeks out of doors. There is 
a complete lack of un-American ideals. 

These all help to explain why the total 
wealth has increased 660% in the last 20 
years— 33% a year. They explain, too, 
why alert, experienced business men have 
established themselves here and made 
relatively small investments grow into 
substantial fortunes. 

You ought to have all the facts about 
Piedmont Carolinas— "Where Wealth 
\ waits You." Youcan get just the informa- 
tion von want bv writing to our Industrial 
Department. Room 702, Mereanlite Budd- 
ing, Charlotte, N. C, -which gladly places 
its facilities at your service. 




HORSE POWER 
PER WORK MAN 



PIEDMONT 
CAROLINAS 
4 25 



Average U - S . 



England 2-4 



Germany 1-5 



France .9 



Italy .3 
- China .1 



To Owners of Large Businesses 

You can dominate the market for your 
goods by creating a "monopoly of ad- 
vantage" over competition — in lower 
costs, lower overhead and increased pro- 
duction. 

See how it has been done by southern 
mills in the textile field, with abundant 
labor, smaller investment in land and 
buildings and a productive 10-hour day. 
Investigate, fully. 

To Alert Starting Small Businesses 

Every outstanding business success is 
based on taking advantage of all the sup- 
plemental aids to growth supplied by a 
rapidly and soundly developing com- 
munity. No other part of the country 
offers such opportunities to industry and 
the individual. Write. 



Markets 

With 5.000 miles of broad, modem, 
hard surfaced roads a network over 
ihe region, shipment by motor truck 
supplements the service of 6.000 mile* 
of railroads in tranBportinii goods to 
market. 

Some idea of the potentialities of 
nearby markets may be gained from 
the fact that annually Southern 
textile mills purchase 1 107.000.000 
worth of equipment and supplies. 

The South imports from other 
states some J45.OOO.00O worth of 
ceramic products — chinawarc, elec- 
trical porcelain, floor and wall tile, 
sanitary ware, and refractories. 

Practically all of the textiles used 
in the furniture industry are imported, 
together with much of the hardware 
and fittings used by that industry. 

And the Carolinas alone yearly 
brinu in J335.O0O.000 worth of foods 
and feed products. 

The possibilities of supplying these 
nnd many equally rich markets in 
other lines afford splendid opportuni- 
ties to those who arc able to profit by 
the many advantages of the Piedmont 
Carolinas. 



DUKE POWER COMPANY 

(Orr/CKS OF SOUTHERN POIIER COMPANY, SOUTHERN PUBLIC UTILITIES COMPANY S ALLIED INTERESTS / 

- fJ 
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Grass Cutting and Maintenance Equip- 
ment for Golf Courses and Estates 

TORO grass cutting and Maintenance Equipment 
has made an enviable name for itself on over 1700 Country 
Clubs and PrivateEstates throughout North and South America. 
Built up to rigid standardsin workmanship and qualityjt isdeliv- 
ering trouble-free service at the very minimum of upkeep expense. 

The TorO Park Special represents a distinct improve- 
ment over the older type of power lawn mowers. Perfectly bal- 
anced, with extreme ease of operation and every working part 
accessible and easily understood, it sets a new standard in the 
power lawn mower field. 

New illustrated catalog showing complete line of 
• maintenance equipment will be sent on request. 



Toro Manufacturing Co 

3042-3 H6 Sncllinl Ave. 
MIni«»poU» - Minnesota 



Agencies and service stations 
convcnientljr available in all 
the larger distribution centers 



American Business Looks into the Future 



American business, sweeping forward under the play of new economic 
forces, finds it more necessary than ever to look into the future. 

The New Business Era in its many phases is being considered by 
the business leaders of America gathered in Washington at the Fifteenth 
Annual Meeting of the United States Chamber of Commerce. 

This meeting will be reported in full and authoritatively interpreted 
in the EXTRA EDITION of Nation's Business, out May 15. Regu- 
lar subscribers to Nation's Business will receive one copy of the Extra 
Edition free. 

Additional copies may be had in any amount at to cents a copy. 
We will address and mail them for you at no extra charge. Send in 
your order now. 

NATION'S BUSINESS, Washington, D. C. 




rignaJed to a workman. Pointing to a tea 
box, he said: 

"See that torn matting there at the cor- 
ner? Get a needle and sew it up." 

To one school of business philosophy it 
would appear foolish and extravagant for 
the head of a great corporation to be 
snooping about bothering his head with 
such unimportant details. To the Dollar 
school there is no such thing as an unim- 
portant detail. Observe the inner signifi- 
cance of the incident of the torn matting: 
If you are careless about the way your 
cargo comes overside, the stevedores will 
lie careless, too. With the possibility of 
"the old man" popping up to "bawl them 
out" for rough handling, the men are going 
to get the habit of handling Dollar car- 
goes with tender solicitude. Also the torn 
matting meant the possible loss of tea in- 
side. If the tea was lost, there would be 
a claim against the Dollar line. Even if 
the claim was not allowed there would be 
the office expense in handling it and a feel- 
ing of dissatisfaction with the company 
which made it. Thus it becomes quite 
simple. The best plan is to handle cargo 
so that there will be no necessity for claims. 

An Airtight Organization 

TEAKS have bled many B good business 
~ to death. You can imagine the possi- 
bility for leaks in this immense organiza- 
tion with ships and offices all over the 
world. Captain Dollar makes it his busi- 
ness to see that his organization is airtight. 

When old ropes are replaced by new on 
the Dollar ships, the discarded lengths are 
worked over into bumpers and fenders. 
Scrap from engine room tinkerings is 
hoarded and sold. All possible repairs are 
made by ships' crews. Travelers on Ship- 
ping Board steamers see immense quanti- 
ties of spoiled stores cast to the sea. A 
recent traveler told me of entire sides of 
beef and crates of eggs tossed overboard 
to appreciative giiUs. 

If this were to happen on a Dollar ship, 
a whole department probably would be 
cleaned out. You cannot skimp your pas- 
sengers on food, and to meet competition 
Dollar liners set, as good a table as any. 
But buying is reduced to a science and all 
supplies are handled so economically on 
board that little remains to be dumped 
overside. 

On the Pacific coast they say, "You never 
see gulls following a Dollar ship." 

Captain Dollar takes that for a compli- 
ment. He Is not in the business of feeding 
sea gulls. It is his care to keep his pas- 
sengers satisfied. The gulls are free to fat- 
ton on the foolishness of his competitors. 

Economy is but one side of the Dollar 
philosophy; you could shave your expenses 
to the irreducible minimum and still lose 
money if you didn't have business for your 
ships; This lively octogenarian travels on 
the theory that business does not hunt you 
up. You must go out and get it. And if 
you go out after it and keep your eyes 
open you will find it where others have 
overlooked it. There are plenty of stories 
to illustrate how this works. 

On one of Captain Dollar's many trips 
to the Orient he visited an inland office 
and its resident manager. After the usual 
greeting the chief's keen eyes began ex- 
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A Retail Store that 
Knows its Market 

and gets a large repeat busi- 
ness by mail advertising to 
a classified list of customers 
and prospects. 
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How a Multigraph Sells 
Dr. A. Reed CwsfiionShoes 
in Cleveland 

Mr. W. R. Caldwell. President of 
the retail concern which handles these 
shoes at 1930 E. 6th St., Cleveland, 
tolls the story. 

"Speaking broadly, our chief prob- 
lems are: ( 1 ) Who has the purchasing 
power to buy Dr. A. Reed Cushion 
Shoes at from $10.00 to $15.00? (2) 
How many people of this buying 
power are there in the city of Cleve- 
land and how many of them may buy 
or need our shoes? (3) Where, geo- 
graphically, do they live? (4) Through 
what avenues can we reach these 
people with advertising and sales 
messages? (5) By what kinds of 
messages can we influence these pur- 
chasers to buy our shoes? Now, in 
order to solve these problems, I am 
going to offer 'Direct-Mail Adver- 
tising.' In fact, I believe direct mail 



is the only solution from an eco- 
nomic standpoint. 

Advertising to the Right Persons at 
the Right Time 

"If you want to advertise men's 
comfort shoes, you don't have to tell 
the girls about it. If you want to ad- 
vertise the newest creations in ladies' 
footwear for spring, you don't need 
to tell all the men in town about it. If 
you have a lot of farming implements 
to sell, why tell it to people that live 
in apartments, that probably never 
saw a farm and couldn't take them 
if you gave them all you had free? 
Why not tell the people that can use 
them? Certainly that is plain com- 
mon sense. 

A Classified Mailing List 

"Our mailing cards show the date, 
stock number, size and width, sales- 
man's number and price of each pur- 
chase. These cards are filed alpha- 
betically into different files, namely, 



Men's City— Men's Out of City- 
Women's City — Women's Out of City 
— Active and Inactive. Our address- 
ing files correspond with our records, 
so that we can select any class of 
customer to whom we wish to send 
advertising at any particular season. 
It is remarkable what you can do in a 
small office with the aid of the Multi- 
graph and modern addressing and 
visible indexing equipment. 

"It takes a lot of hard work day in 
and day out, because you can't get 
the facts without working to get 
them, and I honestly believe this is 
one reason why direct -mail advertis- 
ing hasn't been used more success- 
fully by the average store." 

Mr. Caldwell's story is unusual be- 
cause of the very efficient way in 
which he has built advertising on 
knowledge of distribution. It is not 
unusual in so far as direct-mail 
success with the Multigraph is con- 
cerned. Any of our offices can give 
you many examples— in big business 
as well as small business. 



THE AMERICAN MULTIGRAPH SALES COMPANY, 1806 Ea.t 40«h Street, Cleveland, Ohio 

(AUo lilted in :.■!,•), )„„„, books of fifty principal citlei) 
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The Worker's Wife 

THIS advertisement is about 
group insurance, a matter which 
is sure to come up for the con- 
sideration of modern business execu- 
tives. Croup insurance is no patent 
panacea for the employee problem ; but 
it is a most potent help. 

Consider only one angle: — the 
worker's wife. In case of death or dis- 
ability to her husband it is she and her 
children who benefit by group insur- 
ance. This means that she is going to 
help you in the matter of the man's 
contentment and co-operation in his 
job. 

This is only one of many far-reaching 
influences involved in group insurance. 

We have two booklets, 
"Management, Men and Mo- 
tives" and "Group Life Insur- 
ance," which throw light on 
this question. Your local 
John Hancock office will be 
glad to send them to you, or 
they can be obtained by writ- 
ing to Inquiry Bureau 




Life Insurance Company^ 

Of BottOM. Hmim-uiitti 

197 Clarendon St., Boston, Mass. 
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Get These 

DETROIT 




WITHIN the last few years 
Detroit has become inter- 
nat iona lly famous as the world's 
richest industrial city. 

The statistics of this growth — 
factsalmost unbelievable — have 
been collected in an interesting 
book The Golden Deluge" by 
a 24 year old company with 
70,000 clients. Send 10c for a 
copy, with valuable city map 
and street guide. 

Ask about Westwood Hills, 
residential investment property 
near Henry Ford's Home. 

The Storm f el tz:-ij3veley Co, 

^Michigan* Jflrgtit 'Ataltors 
210BAGLEY AVE. - DETROIT MICH 



ploring the room for signs of waste and 
extravagance. From the direction of the 
window an unwonted sheen caught his 
glance. Examination disclosed that the 
manager's office windows were guarded 
against flies by a hand-made netting of 
solid brass. An explanation of this screen 
was immediately requested. 

"Why, captain," explained the unruffled 
manager, "1 had that screen made here 
for less than I could get ordinary netting 
from the States. Labor costs practically 
nothing and the metal is cheap, too. There 
is one of the world's biggest copper mines 
near by." 

Captain Dollar pricked up his ears. 
"Where is this mine?" he asked. 

The agent gave directions, and next 
morning Captain Dollar disappeared. In 
a few months Dollar ships were carrying 
the ex-port of that copper mine. His rivals 
had completely overlooked it because it 
was off the beaten track. 

"Senior" Still on the Job 

IN SPITE of his age, Captain Dollar takes 

a trip on his ships almost every year. He 
does not sit in a steamer chair or play 
shuiTleboard. He pokes about in all man- 
ner of out-of-the-way holes and is con- 
linually unearthing some raw commodity 
available for cargo that has been over- 
li Hiked by rivals who prefer to stick to 
towns where the hotels are good. 

They call him "Senior" in the organiza- 
tion. He regards his employes as a large 
aud well-l>ehaved family; they regard him 
with affection and awe. His memory is a 
byword. It is merciless where carelessness 
is concerned. While he was in one of his 
European offices it cabled To an American 
office for certain information. A hurrying 
clerk swept the query into a desk, and it 
lay unanswered for seven days, The cable 
did not concern Captain Dollar, but he 
heard of it and kept it in mind. 

Months later he visited the American 
office where the delay had been commit ted 
After the usual greetings and inspections 
he said casually to the manager: 

"Let's see your cable file." 

The file was produced, and "Senior" ran 
through it until he_ found what he wanted. 

"What's this?" fie demanded wrathfully. 
"A cable that went seven days without an 
answer! Cables cost money! Let me tell 
you, young man — " 

He proceeded to tell him. The captain 
is deeply religious and he never takes the 
name of the Lord in vain. But he has 
substitute explosives that carry a suffi- 
ciently heavy charge. 

The story of Captain Dollar's life is the 
sort that has delighted and encouraged 
men throughout every age. It is the rec- 
ord of a boy bom to poverty who through 
his own perseverance and powers attained 
wealth anil honors that made him a world 
figure. 

Robert Dollar was born in Falkirk, Scot- 
land, in 1M4. The family was very poor, 
and the father drowned his troubles at 
limes in a manner typical of the country. 
This made a deep impression on the boy. 
Long afterward he said: 

"It made a strong temperance man of 
me, and I vowed I would never touch liquor 
as long as I lived. This vow I have re- 



ligiously kept, and to that resolution I at- 
tribute most of my success in life." 

The family migrated to Canada in 185S, 
where the boy got a job in a lumber eamp. 
He was assistant to the shanty cook. To 
supply his lack of education he studied and 
read by the light of log fires. — in some of 
ilie camps they didn't even have candles. 
When he grew up he went into the lumber 
business himself. In 1SS2 he moved his 
operations to Michigan, where he bought 
every acre of government timber he could 
lay his hands on. The price was $1.25 per 
acre when he bought; but when he moved 
to California in 1SSS the success of his mills 
and the increase in the value of timber 
lands made him a rich man. 

Buys in Slack Periods 

CAPTAIN DOLLAR went into the tim- 
ber business on the Pacific coast, and ii 
was out of these operations that his ship- 
ping ventures grew. There was plenty of 
demand for his lumber output but a scarcity 
of ships for delivery. He began buying 
his own schooners. His policy is: "Build 
from small beginnings but on a firm founda- 
tion." Wherever possible, his companies 
buy outright the facilities necessary to their 
activities. They own mills, ships, wharves, 
feeder lines, and office buildings in the 
'.'reat centers. When slumps are abroad in 
the land these companies exhibit unusual 
activities. Prices are low then and Cap- 
tain Dollar can always pay cash. In the 
'lark days of l'.ij(i-_>l he bought more to li- 
nage. During slack periods "strengthen 
and consolidate." 

You remember the disastrous panic of 
l'.tO"? How many companies can glance 
back at their records and duplicate the 
entry Captain Dollar made in his diary: 

"Xineteen-hundred-and-seven was a year 
of financial panics, but fortunately we had 
been prepared beforehand, so it did not 
affect our business to any great extent." 

This beforehnndedness has made it pos- 
sible for the Dollar interests to step out 
and buy, not merely >hips, but whole fleets 
of ships when they saw opportunities for 
using them profitably. The seven steam- 
ers that went into the round-the-world ser- 
vice were purchased in 1923. 

Counting the liner recently added to the 
round-the-world service, the Dollar inter- 
ests have bought eighteen crack passenger 
-reamers from the Government since 1023: 
they total 281,000 net registered tons. This, 
mind you, is in addition to the original 
Dollar freighters. There are about twenty- 
three freight steamers and sailing vessels 
with a deadweight capacity of 133,038 tons. 

It is not possible that one man could 
create such an organization by himself. 
Captain Dollar makes no such claims. He 
gives full credit r u Mrs. Dollar (he i-ilU 
her "Mother") and to his three sons. Stan- 
ley Dollar is his father's chief lieutenant in 
the shipping business, Harold Dollar is the 
far Eastern representative and Melville 
Dollar is m charge of vast lumber interests 
m the northwest. The sons have had a 
Spartan training, so that there is nothing 
to fear for the future of the business But 
all who know Captain Dollar hope that 
the astute old gentleman will round out a 
WD hundred years before he lies down to 
take his first real rest. 
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"Steel* 

Another Presenta- 
tion on GRINDING 

Norton Company 
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I Snaqqmq. Amid aqreat 
' pyrotechnic display, su- 
r - perfluous steel is re- 
moved from castinqs 

i with marvelous speed 

Q by means of grinding 
wheels and various types 
O of qrindinq machines 

I 
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The rol ling mill transforms 

steel ingots into til lets, fashions i 

steel rails, armor plates and \ | 

structural steel-ani here is> 1 

the startinq point for the thou- 1 

sands of labor and time-sav- I — » 
inq machines and the great 
engines of commerce. 



The ponderous steel mill rolls, 
some 40 inches by 1 5 feet or 
larger and weighing around 
35 tone, are finished to me- 
chanical perfection on qiant 
Norton Grinding Machines 
over 50 tons in weight 
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Grinding Wheels 
Grinding Machines 



Refractories -Floor 
and Stair Tiles 
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Depreciation = Destruction 

A motor truck plunges over an em- 
bankment, is wrecked. Destruction 
is complete, immediate, obvious. 

Another truck rounds out its first ten 
thousand miles, is partially worn out. 
Its destruction is piecemeal, hidden, 
but real. 

The first loss may be protected by in- 
surance. The slower one must be pro- 
tected by depreciation. Both are a 
charge to operations. 

Accurate depreciation allowances can 
be most safely computed on the basis 
of American Appraisals. 

The America n Appraisal Company 

MILWAUKEE 



Public Utilities 
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Real Estate Properties 
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The New Business Era 

/TpMore real change in business methods, business problems and busi- 
\\ness opportunities has taken place since the Armistice than during 
the twenty-five years that went before it. 

/7TThe New Era of Business is being discussed from every angle by 3,000 
*\ business leaders from every section of the country, gathered in Wash- 
ington at the Fifteenth Annual Meeting of the United States Chamber of 
Commerce. 

/TpAn accurate, vivid story of this meeting and its discussions will be 
contained m the EXTRA EDITION of Nation's Business, out May 1 s. 
Nation's Business subscribers will receive one copy of the Extra £ditt07i 
free. 

SIT Additional copies to give to your customers, employes, business friends, 
Vl^may be secured at actual cost, ten cents each. 

We will addrest and mail tht cop«j you order at no extra charge. Order now. 

NATION'S BUSINESS, Washington, D. C. 



Moving an Army 
in Peace Time 

MULTIPLY by twelve the largest organ- 
ized peace-time trans-oceanic passen- 
ger movement in history; add to it a round 
thousand or so more, and you have some 
idea of what the American Legion's pilgrim- 
age to France this fall really means. 

It marks the tenth anniversary of the land- 
ing of the A. E. F. in France. The largest 
previous movement of the kind wa3 that of 
the American Bar Association to London 
for its convention in the summer of 1924. 

Thirty thousand World War veterans with 
their families, from a thousand scattered 
points in the United States, will be assem- 
ti|i-d in si-ceiul trains which will cany thttt 
to seven ports from Montreal to Galveston. 
Twenty-eight specially chartered ships will 
curry them across to four ports of debarka- 
tion—Cherbourg, Le Havre, Boulogne and 
Antwerp — where special trains will take them 
on to Paris, arriving there Saturday and 
Sunday, September 17 and 18. 

These special trains, no two at one time, 
will run at regular intervals throughout two 
days. Thirty-five trains, five hundred pas- 
sengers each, will arrive in Paris the first 
day and twenty-five on the second. A huge 
fleet of taxis will run on a fixed schedule to 
fourteen hundred hotels. The Parisian gen- 
darmerie will arrange to keep the stations 
clear of other caw. 

Old Familiar Places 

THE VISITORS are to see Paris, the bat- 
tlefields and the cemeteries. Two hundred 
:ind fifty tours to other parts of Europe have 
been arranged and special passport and visa 
privileges provided for. Health and accident 
insurance with special features appropriate 
to the tour will be available. 

A month later, these tourists will be re- 
turned to their homes with the same careful 
and detailed plans, worked out far in ad- 
vance. So well has the Legion planned this 
immense undertaking that it began months 
ago to organize savings clubs in nix hundred 
banks in various cities so men might finance 
their trip. 

Even the transportation of America's sol- 
diers overseas during the last war offers no 
precise parallel to the proposed voyage. 
Fifty-four steamers, headed by the Leviathan, 
compose the fleet that will carry them to 
Europe and home again. The largest convoy 
during the war is said to have had only 
seventeen vessels. This fleet displaces over 
a million tons. The entire Shipping Board 
fleet displaces just a little over one hundred 
thousand tons. 

When the French Government's invitation 
was read at the St. Paul convention in 1924, 
a legionnaire turned to the crowd and said, 
"Fine, but it can't be done." The Franco 
Convention Committee has proved that it 
could be done. And the cost per person 
will be unusually low. A saving of $128.75 
per person was effected on insurance, luggage, 
steamship and railroad rates, tax on tickets, 
passports and visas. 

The railroads of this country were able to 
give reduced rates because the sailings were 
from seven ports. One port would have 
caused a heavy loss to them in tlie return 
of empty passenger cars to their points of 
origin. The railways of various allied coun- 
tries in Europe are offering half fares. 

To move this gigantic group of people to 
France and back on schedule time is a vast 
undertaking, but with modern highly devel- 
oped and efficient transportation systems, it 
will no doubt be accomplished as planned. 
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Recent Federal 
Trade Cases 

Copies of the Commission's complaints, re- 
IMiitiEfiits' answers, and the Cotmnissioil's or- 
ders to "ceaso and desist," or of dismissal may 
be obtained from the offices of the Editor of 
Nation's Business, Washington, D. C, without 
• haiKe hy reference lo the doekct number*. 
Traiiseripts of test iiuony may he insjiwled in 
Washington, or purchased at 25 cents a page 
from the official reporter, whoso namo is ob- 
tainable frum the Commission.— Editor's JVotc. 

THE COMMISSION has ordered two in- 
dividuals trading in furniture as a part- 
unship and a corporation to discontinue tin 1 
use of certain unfair business practices in 
connection with the sale of furniture at re- 
liiil. The respondents, according to the Com- 
mission's findings, have for more than three 
years represented that they were the manu- 
facturers of the furniture in which they dealt 
and that tln ir furniture was being sold to 
the public at manufacturer's prices when the 
truth is that neither of the respondents has 
ever had any connection with a furniture fac- 
tory and bought their stock as retail dealers 
and sold it at retail prices (Docket 1242), 
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HE COMMISSION has directed a Bal- 
timore manufacturer of shoes to discou- 



T 

tinue the use of the term "Tufhide" on shoe 
soles which are composed of material other 
than leather. This use of the term "Tufhide" 
the Commission found to be misleading be- 
cause the purchasing public interprets it to 
mean tough leather, whereas the soles are 
composed chiefly of rubber and carhon black, 
painted and polished to resemble leather. 

THE COMMISSION has dismissed its 
complaint against a New York hosiery 
manufacturing and selling company because 
it, has gone out of business. The complaint 
involved certain resale price maintenance 
methods (Docket 1356). 

The complaint against a group of Minne- 
apolis men trading as a company in woolen 
goods was dismissed because they had gone 
out of business. The complaint charged the 
respondents with misrepresenting themselves 
as liiiiiiufaeturers of sweaters, blankets, ho- 
siery, etc., which they sold at, retuil by mail 
and through agents (Docket 13S9). 

The complaint charging a Chicago man 
with misrepresentation of premiums given by 
him for selling his pict tires has been dismissed 
because the respondent has gone out of busi- 
ness (Docket 1388). 



1 stipulations is given to the public without 
divulging the names of the parties involved. 
Stipulations 31 to 41) involved misbranding by 
a watch-selling house, a paint manufacturer, 
and a dealer in imitation jewelry; misleading 
trade names by a merchandiser of hosiery; 
fictitious price marking by a dealer in imita- 
tion jewelry; alleged disparagement by an au- 
tomobile dealer of competitors by asserting 
that they sold "assembled" cars; a dealer in 
mattresses for misbranding; a dealer in ho- 
siery and underwear for using the name 
"Mills'' in its corporate name; a dealer in 
knitted goods for representing himself as a 
manufacturer; and a dealer in stationery for 
using "engraving" in its corporate name. 

THE COMMISSION in Docket 1331 re- 
quires a book agent of Chicago, 111,, to 
cease representing itself as a publisher, rep- 
resenting that it maintains branch offices in 
different cities, or that its books have been 
endorsed by superintendents of education in 
more than 24 states, or that its regular price 
has been greatly reduced. 
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2 Minutes 

for DRYING coat of DUCO 




Thermodine Unit Heater is 
the great, new development 
for industrial heating. Sus- 
pends from steam line, up out 
of the way. Forces heat down 
to working levels where needed. 
One Thcrmodine Unit rakrv 
the plate of 4900 lbs. of east 
iron radiation. Is built to out* 
last cast iron. 1 * cheaper to in- 
stall. Write for complete facts. 



TN the installation shown above, two Thcrmodine 
-i- Unit Heaters have reduced drying time to 8 
minutes for 4 coats of Duco. Only 2 minutes per 
coat — more than doubling the capacity of the 
painting rooms of a large auto body builder. 
The auto bodies, mounted on a conveyor line, trav- 
elling at the rate of 12 ft. per minute from spray- 
ing chamber through tunnel, arc thoroughly dried 
by the time they reach the end of the 20 ft. tunnel. 
Complete drying time is 2 minutes per coat. 
Each Thermodine Unit delivers 2000 cubic feet of 
heated air per minute into the tunnel. This passes 
over the bodies and is exhausted by the fan at the 
spray chamber. This simple, economical installa- 
tion practically revolutionizes paint drying. 
The Thermodine Unit Heater consists of the radi- 
ator shown and a motor driven fan. The fan circu- 
lates air through the radiator. It is simple, depend- 
able, economical, easily installed in 30 minutes after 
piping has been completed. Weighs only 125 
pounds. The condenser is of patented construction. 
Is built to outlast cast iron radiation. 

Whatever your drying problems may be, let Thermo- 
<firu» Engineers study them and offer recommenda- 
tions. No obligation. Write today for complete fa:ts. 

MODINE MANUFACTURING CO. 

Heatinr Division RACINE, WISCONSIN 

Branch offices in all large cities. 



THERMODINE 

UNIT HEATER 

FOR STEAM OR HOT WATER HEATING SYSTEMS 
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Positive Protection 
for Fine Estates ! 

INSURING, ag it does, your 
lawns against damage from 
vandals, your home against ma- 
licious tresspass, American Wire 
Fence performs an inestimable 
service to estate owners. It gives 
your premises absolute protection, 
at the same time adding a definite 
note of exclusiveness. 

American Wire Fence also is 
long lasting. It is made of durable 
galvanized steel wire woven in a 
mesh of chain link. There are 
other styles of ornamental fencing 
and a variety of distinctive gates 
in the American line. 

Write or 'phone either our fac- 
tory or our Chicago office for full 
information. No obligation. 

AMERICAN WIRE FENCE COMPANY 
7 South Unrdom S«r*«, Chicago. 111. 
Factory: Liberlyvilte, 
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Manufacturers of Superior Wire fence for over 25 years 



An Adventure in Constructive Finance, 

by Carter Glass. Doubleday, Page <k 
Company, New York. 1027. $3. 

Senator Carter Glass, chairman of the 
House Committee of Banking and Currency 
from 1912 to 1918, the first, part of which 
period witnessed the fight for the Federal 
Reserve Act, is eminently qualified to write 
mi I lie history of the An . 

Of Mr. Glass' clear, forceful style, our 
renders had an example in the April issue of 
Xvnov's llrsiNEss in the article, "The Hat- 
tie for the Ranking Hill," which discussed the 
recenj amendment to the Federal Reserve 
Act. 

As he states the policy he has carried out 
in the present book: "Not only have the 
facta been exactly stated; but in every case, 
they have been fortified with literal corrobo- 
ration, which cannot be brought into 
question." 

He tells how his plans to write this story 
were sharply revived by the publication of 
the "Intimate Papers of Colonel House," 
which in Mr. Glass' introduction receives a 
vitriolic attack for a t tri b uti ng the paternity 
of the Federal Reserve Act to Col. E. M. 
Ilnuse instead of to Woodrow Wilson. 

A brief comparison of our banking system 
before and after the Federal Reserve Act : 
"The national currency was inelastic be- 
cause based on the bonded indebtedness of 
the 1'uittd Slates, The ability of the banks 
to meet the currency needs of commerce ami 
industry was largely measured by the volume 
of bonds available. And the total was con- 
stantly diminished by reductions in the na- 
tional indebtedness. For half a century we 
banked on the absurd theory that the country 
always needed a volume of currency equal 
to the nation's bonded indebtedness and at 
no time ever required less, whereas we fre- 
quently did not need as much as was out- 
siunding and quite as often required more 
than it was possible to obtain. So, when 
more was needed than could be gotten, 
stringencies resulting in panics would be pre- 
npitatcd, to cure which, for the moment, 
clearing-house certificates would unlawfully 
be resorted to as a substitute for bank notes. 
When currency was redundant, when the vol- 
ume was more than required for actual com- 
mercial transactions, instead of taking it 
through the expensive process of retirement, 
it was sent by interior banks to the great 
money centers to be loaned on call for stock 
and commodity gambling. 

"The Federal Reserve Act revolutionized 
this wretched system by providing a reserve 
bank currency based on the sound, liquid 
commercial assets of the country, respon-ivn 
at all times and to the fullest extent to every 
reasonable demand of legitimate business. 
It is issued when needed and retired when 
not required. Based on commercial trans- 
actions, fortified by a large gold cover, with 
the assets of a great banking system behind 
them, as well as the obligations of the gov- 
ernment, federal reserve notes are easily the 
soundest on earth today, being at a premium 
in every foreign money market of the world." 

Principles of Employment Psychology, 

bv Harold Ernest Uurtt. Houghton 
Mifflin Company, New York, 1926. $4. 

Psychology is growing practical. Time was 
when the science was full of metaphysical 

1 1 y. It was not realized that it would 

come right into business. Now it. has en- 
tered, trying to cure the human element of 
industrial ills. 

"Even- employment manager and every 
foreman is familiar with the occupational 
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misfit — the square peg in the round hole. 
The explanation of .-itch misfits is simple. 
Different jobs require for their satisfactory 
performance different mental and motor ca- 
pacities. 

"Individuals differ in mental and motor ca- 
pacity, and it is frequently the case that the 
rapacity necessary for the job and the ca- 
pacity possessed by the person working at 
(be job do not correspond. Suppose that u 
job requires good memory and that, the ap- 
plicants with good memory and with poor 
memory are available in about equal numbers. 

"A careful survey of almost any large plant 
would reveal many a workman with slow 
reaction time vainly trying to keep up with 
a rapidly operating machine, or a man with 
poor powers of attention attempting to con- 
centrate on a task that is too complex for 
him, or with intelligence too low to grasp 
the problems anil make the decisions neces- 
sary in his work. 

"The remedy consists obviously in placing 
a man in a job requiring aptitudes which he 
possesses." 

The factor of getting men into jobs for 
which they are best, fitted has widespread so- 
cial ramifications. "The maladjusted worker 
constitutes a serious social problem. He is 
apt to be in economic difficulty and even in 
straitened circumstances because, if he is en- 
gaged in work for which he is not qualified, 
he is likely to be penalized in bis compen- 
sation." This factor contributes materially to 
poverty and its accompanying ills. Many 
delinquents or criminals, also, may be ac- 
counted for through economic failures. 

Employment psychology perhaps cannot 
yet, with absolute accuracy, tell the best, man 
for the job or the best job for the man— 
perhaps never will— but psychology has be- 
come practical by the studv of masses of 
men. 

The Economic Basis of Fair Wages, by 

Jacob D. Cox, Jr. The Ronald Press 
Company, New York, 1926. *3.50. 

An analysis of the difficulties found in the 
struggle between capital and labor. 

The author thinks that distrust and 
suspicion, too often found on both sides in 
industrial , |, alums, should 1m; replaced by 
tutr dealing, mutual confidence and an 
understanding of economic laws by both 
parties so that wage contracts may be made 
to the interest of both parties. 

Ihe author says there is no permanent 
advantage m high wages, nor disadvantage 
in tow, ljecau.se prices rise and decline with 
wages. 

Vivid Spain, by j oe Mitchell Chappie. 
Uiapple Publishing Company, Boston, 
1926. 

The author's own opinion as expressed in 
the foreword: 

"In Spain we discover pleasure in leisurely 
living, romance, poetry, lack of unkind criti- 
cism, childlike simplicity, and a hospitality 
which is the noblest attribute of a magnifi- 
cent people. 

"Here is a record of appreciation, not di- 
dactic or profound history peppered with 
lootnotes from mystic authorities, or fables 
agreed upon as a psychoanalysis of people— 
•lit a simple volume with no other purpose 
than to have the reader share the joy of OUT 

m V A W ys in Vivid Spain." 
Mr. Chappie's interesting book on Spain is 
ight entertaining reading". It is well illus- 
,Zr X . e i tchm 8S of Levon West and nu- 
merous photographs taken on the trip. 

1 lus story of travel in Spain will be of 
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EUiott-E 

Accounting - Writing Machines 



Q*peed . . . Elliott-Fisher has the exclusive flat 
t3 writing surface and automatic-electric opera- 
tion. Several jobs can be combined into one. 
Power does what hands once did. 

Accuracy . . . Elliott-Fisher is self-checking. Errors 
are reduced to the vanishing point. 

Dependability . . . Elliott-Fisher is made with 
utmost care and precision. It is backed by Elliott- 
Fisher's thirty-five years' experience in the account- 
ing machine field. 

Let us tell you how Elliott-Fisher can speed up 
your accounting work without adding a single 
name to your payroll. Write us for details. 




Sundstrand 

Adding, Figuring ir- Bookkeeping Machines — Cash Registers 




^peed. . . Sundstrand is more than an adding machine. 
»3 Touch a key and Sundstrand performs direct subtrac- 
tion. Touch another key and you are ready for auto- 
matic shift multiplication. No mental figuring to be done. 

Accuracy . . . Sundstrand's ten-key keyboard means no 
columns to locate. Simple one-hand control over all 
operations is combined with complete visibility. Every 
figure is printed for you with totals in red. 

Dependability . . . Simple construction and inbuilt rug- 
gedness insure long, dependable service. Sundstrands 
have been in use for over fourteen years. 

You no longer need to be satisfied with machines which 
only add. Write us for complete information and prices. 



{\neral ^^fficc^quipment forporation 



Elliott-Fisber Division 

The Elliott-Fisher Division mar- 
kets Elliott-Fisher Accounting- 
Writingmachines designed to meet 
every accounting requirement. 



Elliott-Fisher Company has 
acquired the business assets 
of the Sundstrand Corpora- 
tion, 

Products of bAth com. 
panics will be marketed by 
the General Office Equip- 



ment Corporation through 
its Elliott- Fisher and Sund- 
strand Divisions- 
Sales and service offices art 
maintained by GOEC in the 
principal cities of theUnited 
States and foreign countries. 



Sundstrand Division 

The Sundstrand Division markets 
Sundstrand Adding. Subtracting. 
Calculating, and Bookkeeping 
Machines and Cash Registers. 



342 MADISON AVENUE, NEW YORK CITY 
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This is Mr. Burkert 

ANEW bank just opened in prosperous Indian- 
. apolis; the most modern equipment through' 
out, sparkling, new and efficient. 

When it came to equipping the ten departments 
of the bank with printed record forms, they called 
in the Baker- Vawter man, and asked him to furnish 
the forms which would assist all departments to 
function with intelligent and accurate promptness. 

The whole system from Administrative Records, 
General Records for general bookkeeping, even to 
Depositors Statements, was synchronized with a 
perfectness of detail, which kept every depart' 
merit's records complete; instantly available to 
managers and officers. 

Specializing in office and bank systems for nearly 
forty years, it was only natural that the Inland 
Bank and Trust Company of Indianapolis turned 
to Baker 'Vawter, as the one institution which 
could, without guesses and experiments, tell them 
exactly what they needed to begin work with full 
and complete records kept of every transaction. 

Prices were exactly the same as though no serv' 
ice had been rendered. It is obvious that any bank 
or office can get from the trained Baker 'Vawter 
man a Pius service which is unique and valuable. 

Remember this Plus value. A line to Baker- 
Vawter, Benton Harbor, Michigan, or a telephone 
call to your local Baker 'Vawter man will receive 
prompt attention. 

The new Inland Bank's personnel was recruited largely 
from leading banking houses of Indianapolis. These 
banks Mr. Burkert had helped in many ways for many 
ycars.and by his ability.knowledge and trustworthiness, 
he has built for himself and his company a good and de- 
served reputation. 

This new bank in its formative period turned auto- 
matically to Mr. Burkert, as the one man who could 
install the most modem record system. 
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particular interest to business men in view 
of the Ibero-Americnn Exposition to be helil 
at Seville in October. 1928. 

Industrial and Commercial South Amer- 
ica, by Annie S. Peck. Thomas Y. 
Crowell Company, New York, 1927. 
$3.50. 

The author gives information on the cities 
and ports; transportation systems; physical 
ehameteristica and natural resources; agri- 
cultural products; minerals, and other vital 
factors of each of the several countries of 
south America. 

Mutiufucturera, exporters or any others 
seeking up-to-date information on our neigh- 
boring continent will find this book useful. 
I he author uses a map of .South America as 
m frontispiece of her book. Other maps 
Ujrougbatrt the book greatly help her ex- 
planation of its characteristics. 

How Banks Increase Their Business, by 

O. Prut her Knapp. Rand McNally & 
Company, Chicago, 1926. $5. 

Mr. Knapp was for years in charge of 
publicity for the Mississippi Vallev Trust 
Company of St. Louis. His present'book is 
wmtra not only in the light of his two 
decades of banking and bank development, 
but tt ao from the plans and methods secured 
trom bunkers m all par* of tho counlry . 

He divides his topic into seven divisions: 
organizing the new business or public rela- 
JZT ° p f*?; rUnel "; Preparing the bank for in- 
creased business and public recognition; 
service pkns m detail; direct personal selling 
o bank service; bank advertising; personal 
nffil l,,es ' n P ,1,J !ic relations management; 
wnoe systems m new business, advertising, 
■nd publicity management, 
vermin devotes five chapters to ad- 

<msng winch are even more interesting 
tnan the remainder of the book. 

RECENT BOOKS RECEIVED 
Accounting-It, Principles and Prob- 
ems. by Henry Rand Hatfield. D. Ap- 
WS0 n Com P a ny. New York, 1927. 
The Babbitt Warren, by C. E. M. Joad. 

Coone 17 N «* York. 1927. 

cooperative Advertising by Competitors, 

\L v- Asnew ' Harper & Brothers, 
-New \oik, 1926, 

^ssent.als of Public Speaking, by Warren 
York "it $2 Prent '-H»". !««.. New 

Ext T h \Z of u a " k Credit . b y EarI B <* an 

Npv v , Bou 8 ht °'> Mifflin Company, 
Pa f* 8 * 1927. $3. 

1W 3 u ?, ement - b y M. Atkins. 

Industnl C r Ha «'. lac -, New York, 1926. t*. 
ford r Conflict ' ~* F - w - Ox- 
Vet v ,' er8 ' ty Press > American Branch, 

Main Z ' k ' 1026 - W-50- 

jr Street and Wall Street, by WUlitMn 

C W 1 ^ aDd C ° mimny - 

K ° d cZu^T?' t*** L - Bo ^ rt and 

and Co V v l0 , n - Grepn 

nartm? f a c' 0n and Operation of De- 

m"n anTil* 0 ',"' >'.v J. Russell Doub- 

& Sons t x- ^hn Wiley 

sons, Iuc jf y . 

S$. ' e - New York - 1926 - 

Tip, > for Traveling Salesmen, bv Herbert 
Co B - °' PuWa»^« 

Kn,V nd . PI y w °od. by E. Vemon 
aid Prl aD i Meinre d Wulpi. The Ron- 
m New York. 1927 *6. 
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overshadowing 

importance of good valves 




QOOD valves mean safety. Good 
valv es mean comfort. Good valves 
mean low plant maintenance. 
A good valve in a fire line contributes 
to safety. And in the matter of com- 
fort, a valve can play a big part in 
keeping plumbing and heating systems 
at their best. 

It is in low upkeep, however, that good 
valves most strikingly prove their over- 
shadowing importance. The right 
choice of valves can assure long 
trouble-free service and put an end 
to frequent repair and costly replace, 
ments. 

The choice is not difficult, for there is 
one safe guide to valve performance- 
the Jenkms ^"Diamond" mark and 
signature on the body of a valve 
rius, to engineers by the hundred 
throughout the country, indicates a 
valve that gives maximum service, not 
merely average service. 
A Jenkins is a valve made from analv- 
ses-proved metals, designed and built 
to provide strength where strength is 



needed — a valve given a wide margin 
test for safety, and fully guaranteed 
in the service for which it is recom- 
mended.' 

The extent of the Jenkins line assures 
the correct valve for the job at hand. 
Genuine Jenkins Valves are furnished 
in bronze and iron in standard, me- 
dium pressure and heavy patterns. 
Jenkins Valves have nation-wide dis- 
tribution, are carried in stock by mill 
supply houses from coast to coast. 
The Sales Engineering Division of 
Jenkins Bros, is at the service of 
architects, engineers, plumbing and 
heating contractors and owners in 
determining the proper valve for any 
service. 

JENKINS BROS. 

SO While Street New York, N. Y. 

S24 Atlantic Avenue Boston, Mass* 

US No. Seventh Street Philadelphia, Pa. 

646 Washington Boulevard Chicago, tU, 

JENKINS BROS. LIMITED 
Montreal, Canada London, England 




Always rnarW with the "Diamond" 

enkinsValves 

f SINCE 1864 



b i ... 





. /it. mi 

Jrukin, Standard 
Iron Body Cat, 
ialve, flanged 




Fit inn 

Jrntin* Mndnlatimt 
Radiator Valve 



H'/itfn writing 



to tenon br«j. „;«,,, „,„ 
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100 



NATION'S BUSINESS 



May, 1927 




American Gas 
Association 

— What it is 
— What it is doing 
for American 
Industry — 

The object of the American Gas 
Association is to promote more 
and better ways of utilizing gas; 

— to assist the Industries of 
America (and the public as a 
whole) in deriving to the full- 
est the numerous advantages 
inherent in gas; 
— to advance to the highest effi- 
ciency, methods of gas manu- 
facture, distribution and util- 
ization; 

— to collect and disseminate in- 
formation on these subjects. 

The American Gas Association was 
organized in 1918 — and consolidated 
with the American Gas Institute, 
and the National Commercial Gas 
Association. 

The membership includes 551 Gas 
Companies, 21 Holding Companies, 
428 Manufacturers of gas burning 
appliances, and 3,444 Individual 
memberships. Its activities and 
interests extend to every state in 
the Union. 

The sales of gas for the year 1926* 
officially reported to the American 
Gas Association, amounted to 38 
billion cubic feet more than the 
amount sold in 1925. This is twice 
the increase in 1925 over 1924— 
making a total increase of 40% in 
the last five years. 

This phenomenal increase in the use 
of gas is largely due to the growing 
demands from industrial customers. 
The American Gas Association has 
recently appropriated half a million 
dollars for research work and de- 
velopment of the industrial gas 
heating business. 

Write to the American Gas Asso- 
ciation for information on what 
gas is doing for others in your line 
of business. 

American Gas Association 
342 Madison Ave., New York City 

YOU CAN DO IT 
BETTER WITH GAS 



The Dollar Side of the Picture 

By Harry Van Tine 

Director, Washington Bureau, International Newsreel Corporation 





Here are a few of the celebrities often photographed in the last decade 



THE NEWS photograph is the mirror 
that reflects the day's events, the 
truthful reporter, where action speaks 
louder than words. Practically all news 
photographs have some degree of financial 
value. About once a year a particular 
picture will bring thousands of dollars. 
Perhaps but a few dozen prints will be 
made from one negative, or perhaps a few 
thousands. ]t all depends on the picture. 

A picture is not at once filed away after 
its first appearance as news. It has many 
mads to travel after its display on the 
front page or rotogravure section of 
newspapers. To feature editors, Sunday 
editors, news syndicates, magazine editors, 
weekly service bureaus, foreign news agen- 
cies, window display advertising companies, 
and direct commercial sales departments 
the photograph firms will mail, rush, carry, 
and export a scene to the ends of the earth. 

Some limes a feature picture will be pub- 
lished more widely than a news view. Holi- 
day stunts, birthday anniversaries, and 
theatrical publicity pictures have regis- 
tered high sales with all photographic firms. 

Recently a New York news photo Bervies 
corporation took from its files a picture 
showing an Oriental er used in the training 
of aviators. Although this subject was 
originally used about seven years ago, over 
fifty magazines and newspapers used the 
picture in almost every section of the world. 

Carefully trained employes are con- 
tinually reading the papers and magazines 
for stories of picture value. An article 
about the Orientater still being used to 
train American flyers brought the old pic- 
ture from the files or "morgue" to be 
"turned over" again for several hundred 
dollars more. 

The popularity of pictures rests with the 
public. They like certain kinds, ehielly 
those displaying action. Pictures of people 
running, objects moving rapidly, planes fly- 
ing, autos dashing madly here and there, 



lires raging, tornadoes ripping and tearing 
through the cities— in fact, anything that 
displays life in swift motion. 

Stark picttirizations of disasters have a 
constant demand. At times many lives 
have been lost, but the more casualties the 
better the sale of the pictures. No matter 
how serious, sad or scandalous the story, 
pictures that illustrate the disaster are in 
greater demand than the ordinary run. 

A Prominent Gynander 

IX THE early nineties before the pictorial 
1 news pages were in vogue, persons of 
prominence were the best sellers. Dr. 
Mary Walker, the only woman allowed to 
wear man's attire in public, was always; 
good news. She had special permission 
from Congress to dress in man's attire and 
served in the Medical Corps during the 
Civil War. She later lectured on Woman's 
Rights in New York City. Dr. Walker 
died about ten years ago. 

"Billy" Sunday was another early subject 
for the news camera, and later the Prince 
Of Wales crowded many others of prom- 
inence off the front pages. Even todav 
his photograph is one of the best sellers. 
Our Presidents have always been considered 
the most photographed men in the country. 
Roosevelt, Taft, Harding, and now Coolidge 
have broken records for pictorial space in 
I he daily papers. President Wilson was 
photographed but infrequently. 

Not always does a firm pav for pictures. 
Sometimes the person photographed will 
pay tor having his picture taken. An 
amusing incident happened at the White 
House some years ago when a picturesque 
Congressmen from one of the Southern 
states paid a hundred dollars for a pic- 
ture of himself standing in the door of 
the Executive Office. He said it was to win 
a bet hack home. H,s state chairman 
churned he had been cast oft' by his partv 
and would not be allowed to enter the 
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Your 

machinery 





-is it ingenious? 

TNGENUITY is a trait thac one does 
■*■ not ordinarily demand of a business 
associate. To find that quality in a 
mere machine, a cold inanimate thing 
of steel and brass and aluminum, is to 
find the very attribute which makes 
the machine mightier 
than man. 



Here is an AMF prod- 
uct of such ingenuity 
that its cleverness sur- 
passes the human eye. 
It will actually separ- 
ate the various shades 
of color in the wrap- 
pers of cigars, sorting 
automatically and pre- 
cisely up to ten shades 
of tobacco brown. 



ng partner 

This is of value to the cigar maker in 
that it simplifies his problem of pack- 
ing cigars of the same shade in each 
box. When done by eye alone, great 
skill is required and repeated handling. 
When done by machine no skill on the 
part of the operator is needed. 

This machine may be adapted to 
many other shade detecting problems. 
Its ingenuity is almost without limit. 

AMF producing partners are prov- 
ing their value in many varied lines of 
industry. Perhaps 
some one of them can 
help you materially. 
Let us discuss it with 
you. 

American Machine 
& Foundry Company, 
5502-5524 Second 
Avenue, Brooklyn, 
New York. London, 
England; Alexandria, 
Egypt; Shanghai, 
China. 




Automatic Machinery for Fading, 
Filling, Weighing, Packaging, 
Wrapping, Sealing, Pumping, 
Photo-Composing, and {or all 
branches of Tobacco manufacture. 
Also fnda, the Perfect:dCasein Solid 




Automatic Machinery 




THioi miUhf to Amctican Machine & Focximy Compact p/, 
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Washington's 
Palatial Hotel 



The Mayflower 



Home of Leaders in 
Statecraft, Diplomacy, 
Finance and Industry 



Business and professional men will 
find here the acme of luxury and 
comfort, at rates no higher than at 
less finely appointed hotels. 

Four Short Bloc\s 
from 

V. S. Chamber of Commerce 
on 

Connecticut Avenue at L Street 



On the f acme Coast 

its , 

OaKiand 



EACH geographical division 
has its industrial center. 
IntkcWot . . . Its OAIW. Th;* 

city lias every iutur.il jj\ . intake for 
rn.miii.Kl i. fcrs . . . loCJtlOtl, transpor- 
tation, raw in.ildi.iK, l.iKor, tlinute. 

OALnd U the predomirunt cKoicc 
j for Western branch- 
fa Tories and ware- 
nouses. 

Ask us for intimate^, 
JctjilcJ information. 
Your Lnquinc". will 
he regarded as confi- 
dential. 



Oakland Bank 



12th and Broadway 

Oakland 

o 



r * «• 

-A 



\ * ) \ 



White House grounds. He wanted the pic- 
ture for proof of his visit. Several photog- 
raphers made the picture, for if, is not often 
such large sums are paid for a single 
snapshot. 

Big events in the day's news mean big 
pictures, more pictures ami better pictures. 
Editors pay more for better pictures of 
unusual events and pay more for first and 
exclusive pictures of these happenings. The 
International Newsreel Corporation of New 
York City holds what may be the record 
for the price paid to obtain first and exclu- 
sive scenes of a great world event. It paid 
$2,5(1(1 for the earliest pictures it could 
get of the Florida tornado. These were 
used throughout the world, and London 
alone paid over $1,20(1 for their use. 

Probably the highest price ever paid by 
any newspaper for a single photograph was 
$2,500 for the sinking of the German 
cruiser Blucher. It was a most remarkable 
picture showing the crew hanging and 
scrambling over the side of the big ship 
as she rolled over liefore- sinking, showing 
men no longer able to remain on the slimy 
bottom, dropping off as their strength 
failed, fighting desperately for a chance 
to save themselves from drowning in the 
icy waters. Once more a disaster scene 
hud a tremendous dollar value. 

During the Civil War, Mathew Brady 
made pictures of interesting scenes in the 
Union Army camps. He was the fore- 
runner of the present picture-service firms. 
President Lincoln visiting the troops, views 
about the nation's capital and the like were 
Brady's subjects. He later sold his collec- 
tion to the Government for $27,000. These 
negatives were placed in the War Depart- 
ment Library and Liter moved to the Signal 
Corps section. The corps frequently re- 



ceives nn order from some publisher who 
wishes to illustrate a civil war story. 

An interesting incident that illustrates 
the character of news photograph service 
might be in order. A picture corporation 
in New York paid several thousand dollars 
to land the first pictures of the famous 
Pempsey-Carpentier prize fight in England 
and France. An expert photographer was 
to cover the fight for the foreign bureaus 
of the picture corporation. To accomplish 
this, it was first necessary to delay the 
sailing of a certain ocean liner. It took 
money to do this, but the boat left her pier 
two hours later than scheduled. 

Delivering the Pictures 

AFTER the knockout, the photographer 
** left, the ringside with what he hoped 
were six good "shots" that would tell the 
story in real news value. Placing his plates 
in an airtight can, he mounted a special 
detailed motor-cycle, drove twenty blocks 
to a waiting speed boat that dashed across 
the Hudson River to a waiting sea plane. 

Leaving the water for the air, lie landed 
off Montauk Point, handed the package to 
a fellow employe on a waiting tugboat, who 
in turn passed the plates to the captain of 
the liner by means of a dangling rope. 
Then the photographer waited a week for 
news from the London office. The six pic- 
tures were excellent, and the records show 
that sales amounting to over $6,000 were 
made to newspapers and magazines in 
Europe. 

It was a gamble, as nearly $2,000 had 
been spent in engineering the stunt, and if 
the plates had been smashed or fogged, 
the firm would have lost. In this case it 
happened to t>e just another story of the 
dollar side of the picture. 



Government and New Zealand 



By I. K. Russell 



MRS. LEILA M. BLOMFIELD was bom 
in New Zealand where the government 
runs most everything and runs it in a way 
that, magazine writers of fifteen years ago 
declared was "ideal." Mrs. Blomfield grew 
up in the midst of such things — getting free 
rides on the government railroad to school, 
and there learning that New Zealand was a 
sort of beacon light to the Anglo-Saxon 
nations. 

She quickly absorbed the idea, that no- 
where else in the world did they do tilings 
so well as in her native land. She decided 
to come to America to lecture about it. She 
did so— and took an American railroad ride 
across the continent. 

Once again back home things did not look 
mi wi 11. Intend of steam-heated cars, she 
now noticed the cold. 

It was a government-owned railroad and 
it has roles. One of them was that the con- 
ductor must call for her ticket and look it 
over after every single station stop. When 
he came around for the sixth time in a ride 
of a few hours, she lost her patience. 

"I say," she asked, "couldn't I give you 
that ticket and then you can look at it every 
little while, every time you like, and I con 
have a bit of a nap unmolested?" 

It was a new impertinence for New Zea- 
land. The conductor was a government offi- 



cial . Madam.- he gasped, "von must be 
>om the stales." But the New Zealand 
lady only smiled-a wan, tired smile. "No, 
she exp amed, "I am from New Zealand, but 

««w been to the States." 

•She found it utterly impossible to impress 
^niment functionary with the ticket 
punch that the accommodation of a passen- 
ger ought to count for the least thing against 
a government rule. 

, T he ewvernmcnt-operatcd electrical plants 

noticed that she paid 18 cents a kilowatt 
our there and at the end of the year got a 
U« notice for any deficit at the central sta- 
tion. ,his quite regardless of whether she had 
U«d any of the electricity or not. These 
ordes of government people riding free on 
«h - nomads took on a new color, too; die 
icahwil she paid for ,h ut m her tux bill. 
Wr , r n ? ,omfie,d » now back in 
fey i 1 '^uring "bout the glories 
of ^ V n ZcalBnd - b ' ,t reservations <>,,< 
\L I ™ C ° nCOrnS her I ,ictures of that fair 
MOO. 1 he government proposed to equip her 
with a set over three years ago. They are 
ul°Vr\ she « »™n!ing about red 

oit'ive L ° tlmt ° n a close -«P th* 
2 delicti IT? C °Toration" doesn't look 

V e ' y fi , erce as 14 s^ed when she 
Mewed it f rom u , ar 
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. . . when Waste rides your 
horsepower 



HARD and high he rules, this reck- 
less raider. It's Waste — the scourge 
of Industry. 

Devil-may-care methods of driving 
horsepower through the power plants 
of America, are responsible for stagger- 
ing fuel losses— millions of tons of coal 
annually. 

Almost every individ- 
ual plant in the coun- 
try carries some share 




of this loss on its books today. 

Preventing such losses for shrewd 
industrialists has become an industry in 
itself — -the business of Johns-Manville. 

Through Asbestos — packings, in- 
sulations, refractories, etc. — Johns- 
Manville is making new standards of 
plant efficiency possible 
and keeping horse- 
power from the treach- 
erous reach of Waste. 




JOHNS-MANVILLE 

SAVES HORSEPOWER 

MADISON AVENUE AT <1« STREET. NEW YORK ^ BRANCHES IN ALL LARGE CITIFS ^ «. , Wl „, „ 

nada: Canadian johns-manvjlle co.. ltd.. Toronto 

Whtn wW* to Johns-Maxell.. „/«,„ jgy^ 
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Use a 

MULTIPOST 

STAMP AFFIXER & RECORDER 
O (TIME 
haVe < STAMPS 

_ (money 

The Multipost releases, moistens, 
cuts off, affixes and records each 
stamp in one operation. Keeps 
stamps in rolls in one safe place. 
Prevents loss and spoilage. Dis- 
courages misuse of stamps and 
makes accounting for them prac- 
ticable. 

Free trial in your own office utill prove its 
many advantage* and economic* to yon. 
Representatives in ill large cities. Ask 
y ou r S tat ione r or ma i I covi pon for f ree t rial , 
or for booklet showing potabilities of im 
portant savings in mauio*;. i 



Multipost Co.. Dept. rt-f, Rochester, N. Y. 

□ Send Multipost onfree trial 

□ Send booklet 

{ehec\ your pre/ erence) 



\ . m .- . _ . 

Firm 

Addreu . 




The loL'icnl location for Southern 
Industries. Four radiating trunk 
line railroads, eight steamship 
lines in world commerce, eco- 
nomical electric power, abundant 
labor, mild climate, pure water, 
living conditions ideal. Many 
available factory sites on deep 
water or inland. 

The place for you to locate. 
For information and booklet addrett 
TOURIST AND CONVENTION 
BUREAU 
CHAMBER OF COMMERCE 
Charleston, S. C. 





Chips from the Editor's Work Bench 

By Raymond C. Willoughby 



T UXURY may not yet have readied its 
' J ultimate zenith, but plans for a 38- 
story apartment hotel in New York put it 
559 feet on the way. In the catalog of 
nptilent charms are bronze vestibule doors, 
black-and-white marble staircases and bath- 
rooms, and shower compartments of plate 
glass. And for introduction to all the su- 
perlatives of this $10,000,000 splendor are 
cold-plated door knobs. Even with the in- 
dicated opportunity to win the Gilhertian 
regard for polishing up "the handle of the 
big front door," none of the richlings in 
this hundred-family palace is likely to 
choose that way of getting up in the world. 
For rising in their affluent atmosphere, the 
proprieties would seem to require nothing 
less than x>latinum elevators. 

ANOTHER seasonal industry is brought 
£% to light with the announcement of the 
National Lime Association that "springtime 
is whitewashing time." If the association 
hews to that line because of its lyric qual- 
ity, it will get only a fourth of its natural 
market. All the other seasons will provide 
prospects for whitewash so long as practical 
politics is not adjourned. 

SARTORIAL clinics disclose that the 
fancies of tailors and dressmakers have 
turned to thoughts of the summer and au- 
tumn modes. New models in coats and 
frocks sponsored by the Art Fashion League 
of America pass the word that the old- 
fashioned girl is coming back — at least the 
frills, line plaits, and bows seem a style 
note from an earlier and more restful age. 
For contrast, with the promised revival of 
an older fashion arc the trousers of silk, 
satin, or lace to be worn under evening or 
dinner gowns — a sort of tinder exposure of 
the "two-pants suit" platform for men. 

The motif in the new togs for collegians 
and those who ape them suggests that the 
tailors have been caught in the ground 
swell of the "slow club" movement. By 



comes of young women may exceed those 
of their boy friends, usage is likely to over- 
rule available assets in determining that it 
is not the woman who pays and pays. The 
economics that would put "(kites" on a 
strictly fifty-fifty basis would fairly deserve 
youth's approval of Carlyle's low estimate 
of the science. But how appraise the un- 
worldly confidence of the wistful vision- 
aries who profess to see "gold diggers" con- 
verted to gold-diggers-up? 

"DELIEF that asbestos curtains were in- 
tended to protect audiences from in- 
cendiary revelations on the stage is in a 
way of confirmation by the original glorifier 
of the American girl. Florenz Ziegfeld's 
declaration that he is "ashamed to be in 
the revue business with all this going on," 



their edict flaming youth is doomed to 
smoulder next fall in Oxford gray — in sack 
coats and ashes, as it were. Lighter shades 
will, of course, prevail during the fair and 
warmer season. To top off the young idea 
bowlers are to help haberdashers make 
every day a derby day. 

With youth so well served, oldsters could 
give more afternoons of golf to seeing that 
vestward the course of prosperity does not 
make its way. 

WELL-INTENTIONED as all the sug- 
gestions for "Dutch-treat" courting 
may be, they give no present promise of 
uprooting custom. Even though the in- 




and is "going to get out" voices his alarm 
at the specter of state censorship. Moat 
of the "goings on" are directly traceable 
to the progressive goings off of drapery 
for the ladies of the chorus, though the 
drama is not above contriving situations to 
make news of the nude and literature of 
legs. 

A more substantial fame clothed the old- 
time burlesque show, for its buxom belles 
put their understanding to the suggestion 
of costume balls rather than clinics. It 
they contributed to the fleshpots, they also 
did reverence to the fieshlings. Now, if it 
is as bad as Mr. Ziegfeld makes out, "the 
revues have gone too far." So the show 
business progresses. Not so many years 
ago another observer wrote, "Just when 
everybody thinks the world is getting bet- 
ter, along comes the Follies and gives an 
extra matinee." 

t) Y REPORT of the American Chemical 
- LJ Society, the output of perfumes and 
toilet preparations in the United States h is 
multiplied six times in the last ten years. 
For reason the society gives "the much 
greater addiction of girls and women to 
cosmetics of all kinds than before the World 
War"— a prima facie application of our 
paint makers' credo, "Save the surface and 
you save all." 

BUSINESSLIKE, if a bit ungallant, is 
*■* the shoe trade's discovery that women's 
feet are growing larger. Of several hun- 
dred New York girls invited to qualify ns 
models for a shoe style show "not more 
than a dozen were found to possess a truly 
representative 4-B foot"— the standard 
sample size. Wider search might turn up 
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Improved Lighting Allows Easier 
Inspection in Congoleum Plant 



' I "HE results from the new lighting installation in 
A the Asbestos, Maryland, plant are very satisfactory. 
The illumination is uniform instead of being spotty 
and glaring, and the building presents a more favor- 
able appearance. The improved system brought about 
little or no noticeable increase in our lighting expense. 



We feel that the results obtained under this new 
lighting system have more than paid for the cost of 
installation."— Congoleum-Nairn, Inc. 

Over 15,000 factories which changed their lighting 
last year have obtained the same satisfactory results 
in working conditions. 



Congoleum-Nairn, Inc., im- 
proved the lighting of the As- 
bestos, Maryland, plant on the 
recommendations of the Illu- 
mination Engineers of the 
Consolidated Gas, Electric 
Light &. Power Company of 
Baltimore. Forty other fac- 
tories in Bal timorc brought 
their lighting up to prop- 
er standards through the 
recommendationsof this 
electric company. 




Industrial 
Lighting 
Fact No. 7 



You, too, can improte lighting conditions In 
your foctorj, Without cost, your local electric 
/.grit company wiii gladly show yoH w 



Whtn icntino to hwV W WX U Lrciimo Com 



mam ELtnsic Light Association, pj, 



eate mention Xation't Bminct* 



106 



NATION'S BUSINESS 



BONDS TO FIT THE INVESTOR 




What we do for Banks, 
Investors need even more 

— building up for them a suitable 
ftrufrure of Investment 

IS make a study of investment, it is their 
business to know securities. And still many of 
them ask us periodically to help them review 
their bond holdings. They want the benefit of a wider 
knowledge and experience than their own. Changes 
can often be suggested, to improve the yield or 
strengthen the security. 

The average investor needs such service even more. 
He has less experience, is more dependent upon com- 
petent outside assistance when investing or reinvesting 
his funds. 

Investors, large or small, are cordially invited to bring 
to us any investment problem they may have. Pains- 
taking attention is given to the small investor. Unusual 
resources are available for the large one— including a 
varied supply of maturities and types of bonds which 
may be needed to properly diversify an extensive list 
of holdings. 

You can easily test how useful this service may be to you 
by submitting some investment problem for our advice; 
or, if you wish, state your requirements and circumstances 
and ask for concrete suggestions as to the best use of funds 
you have available for bond investment. 

HALSEY, STUART & CO. 
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CHICAGO 
lot South La Salle sc. 

ST. LOUIS 
|ig North 4th At. 



NEW YORK 
14 Wall St. 

BOSTON 
8; Dcvumbirt St. 



PHILADELPHIA 

lit Strutl) I :'.tl ' , 

MILWAUKEE 
+ ij Ea»t Watct St 



DETROIT 
601 G/iawold St, 



CLEVELAND 
pSj Euclid Ave. 

MINNEAPOLIS 
608 Second Ave..}. 



Retailers Can Meet the New Competition 

by putting to use some of the suggestions offered in the following four pamphlets 
prepared by the Domestic Distribution Department of the United States Chamber 
of Commerce: 

1. Group Efforts by Merchants for Promoting Trade. 

». Merchants' Institutes. . 

J. Educational Courses for Retail Sales People. 

4- Special Sales Events. 

The price is 15 cents for Number 1, and 10 cents for each of the otners— or 40 
cents for the set. 



Department of Domestic Distribut 



ion 



U. S. CHAMBER OF COMMERCE 



Washington, D. C. 
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smaller feet, though the temper of this ac- 
tive age is against that success. For wo- 
men s understanding is broadened in the 
letter, as well as in the spirit of danci.,.- 
tenuis playing, golfing, a „d window shop- 
ping. If the revelations of comparative 
magnitudes be odious to women, shoe deal 
era cou d observe the ethics and the esthet- 
ics of their business just as well by keenine 
their services confidential, as doctors do 
but was it not written that "All the nn»eN 
have big feet"? 

[T IS only fair to Chicago to explain that 
t ie headline "Chicago progress calls for 
Hie best oiling and greasing service in the 
JTOdd relates to motors rather than to 
politics. Advertisements of the service 
make greasi ng palaces" of a chain of sta- 
tions. Perhaps the operating comnanv 
finds profit m refining words, as well as £ 
refining oil. 

ANNUAL consumption of paper in this 
country has now got up to 200 
pound, per c«pit n --,wice the requirement 
of .m Enghsbman, five times that of a 
German twelve tunes that of a Japanese, 
and : sixteen times the Russian's paper ra- 

Bn a 1 * the American Paper and 
J uip Association. 

No great probing of consumption totals 
™ led , t0 |he works of the ac- 
tion members ,n thinking up new ways for 
Americans to use paper. But other sources 
are no less fruitful of evidence that this is 
We age ot paper and ours a clerical civilize 

ion On record is the official statement 

hat last year the Government Print,,,. 
°»<ec puhhshed S;i,251,7S0 copies of repor-s 
Md documents for departments and inde- 
pendent establishments of the Government 
Congress not included 
There is a figure to gladden the hearts 

•f 'he paper trade, a total round and ro- 
tund enough to warm the cold blood of 
s a istimns Fifty-nine million copies! 
What interplanetary space they would roan 
end to end! What heaven-hitting he i-nn 
piled one on another! What twisting tenu- 
ous queues, spun how many times around 

h« throbbing globe! What tonnages 0 
type! What Stygian seas of ink' Wh,t 
an enormous property for a snow scene' 
\Vhat a litter for minds already cluttered' 

^0 A GOOD many persons there was no 
news in a clothier association's finding 
of the average lllinoisan's aversion to 
wearing a stick." For some time the belief- 
has been fairly widespread that Illinoisans 
earned something more lethal than a staff 
of malaeca. From a business point of view 
the aversion seems to invite profitable' 
missionary service. One of the clothiere 
raises only the condition that twenty-five 
men be planted in the lobby of each" Chi- 
cago hotel to his guaranty that "in no time 
m would have an unprecedented rim on 
thom in the retail stores." 

Prophetic words, perhaps, though to such 
K*m "unprecedented" seems to give too 
mild a meaning. Neither a hotel lobby nor 
a store a,s e would stand for long the wea 
ami ear of an old-time collegiate Vane rush 
Heads, as well as shillalahs. were broken u 
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those undergraduate Donnybrooks. And il 
Illinoisans should tnke their canes as seri- 
ously as they do their elections, demand 
f<ir night sticks might easily exceed demand 
for walking sticks. 

IT ALING "Babe" Ruth into court for 
n inviting children to appear on the 
stage with him does no service to the pre- 
vention of child labor, and more to the 
negative, it puts the evangels of that cause 
in a way of apologetic explanations. The 
zeal that sees harmful "labor" in stunts 
that won autographed baseballs for a group 
of hero-worshipping boys is out of tune 
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with the young hearts it pretends to cher- 
ish. Social progress through child labor 
lesislaiion is nut to be attained without the 
sympathetic understanding that "boys will 
be boys." 

T IOUSEWIVES and hotel chefs, racked 
from meal to meal by the old question 
of what to serve, may gain a respite with 
the use of coal tar colors to give novelty to 
familiar food. Of course, only dyes free 
from impurities and proved harmless arc 
approved by the United States Bureau of 
Chemistry in its administration of the Fed- 
eral Food and Drugs Act, but several hues 
are now on the permitted list, with a new 
green tinder consideration. The possibili- 
ties of dyeing fare give fresh focus to the 
prospect of meat and drink tastily tinted 
to captivate the most fickle fancy. And 
who would not take thought of his stomach 
at sight of a green roast of beef, or pink 
October ale? With the perfection of culi- 
nary chromatics only the color blind would 
need to go hungry, for even the most jailed 
palate could feast to satiety through the 
eye. 

1VTO ONE is likely to contend against the 
1 ^ pnuiuiiriaiiieuto of the Federal Chil- 
dren's Bureau that "all babies have a right 
to their 'place in the sun' in order to be 
assured of normal growth." But there is 
reasonable wonder whether over-exposure 
in infancy could account for the great num- 
ber of adult sun-dodgers. 

npHROUGH its distribution of a scries of 
1 textbooks, the State Bank of Chicago 
is presenting "a fiscal program for depos- 
itors which guarantees financial success if 
followed and promises to revolutionize 
bank promotion methods." Certainly the 
bank's purpose is well taken, and plausible 
enough is the promise of its fulfilment. To 
an ago that exalts the wonders of stand- 
ardization, there could be nothing presump- 
tuous in attempting to rule prosperity by 
handbook. 

When writ inn li 



When Powers Handles Your Expense Accounting 




And this is how it is accomplished. 

From the vendors' audited invoices 
Powers cards are prepared, establishing 
the media from which the accounts pay- 
able register, the cash disbursements regis- 
ter and the accounts payable trial balance 
are automatically and mechanically pro- 
duced. These records are 
in printed form showing 
names as well as figures. 
Arranged by names, the 
cards become the ac- 
counts payable ledger. 

But the use of these 



From These Qards 

Tour Accountant (jives You Sxpense Figures 
While They Are Hot 

cards does not end here. By this same 
method an expense ledger is created and 
a mechanical txism'fmrion vuide to various 
expense accounts on time. 

Powers Mechanical Accounting not 
only reduces the cost of manual methods, 
not only facilitates an accurate and uni- 
form handling of the 
details of payment, but 
produces the resulting 
records immediately. We 
would be pleased to tell 
you about it in bulletin 
form. 



Adaptations 

Povxrt equipment is in %enaal use u hcr- 
ei'cr inch work as this is done: 
General Accounting— Payroll and Labor 
Distribution — Material and Stores 
Record — Sales and Profit Analysis — 
Insurance Accounting and Statistics — 
Public Utilities Accounting — Cenaus 
and other Vital Statistic* — Traffic and 
Transportation Accounting— Chain 
Store Sales and Inventories — Federal, 
State and Municipal Accounting 



POWERS ACCOUNTING MACHINE CORPORATION 
374 Broadway, New York City 




POWERS 

ACCOUNTING MACHINES 

POWERS PRINTS NAMES AND WORDS ASWPi i ac rTrTTt , re 

ftto* At™-™™ wamm Om*** ,.w, , ,£ jL"??** S WELL AS FIGURES 



IDS 
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f& n 9 
GREEN 



BLUE?" 

Uncle Sam'* greenbacks — our beloved 
"/on? green" — are the prettiest money 
in the world; and mighty handy to have 
about. 

The only trouble with them is that they 
are so hard to get, and harder to keep. 
Harder to keep! So many people want 
them. Want yours — all they can get of 
them. Sometimes you get full value 
for them; or you get nothing — you lose 
them; or, as often happens these days, 
they are stolen from you. In either case 
your "long green" money is gone forever. 
And right here is where the "sky blue" 
American Express Travelers Cheques 
have the advantage for everyday use over 
Uncle Sam's "long green." 
If you lose your American Express Trav- 
elers Cheques, or they are stolen, you are 
not the loser. If your Cheques have not 
been countersigned by you or exchanged 
for value, the American Express Company 
makes good your loss. 

And it costs only 75 cents to change S 1 (H> 
of your "long green" money (which is 
just as useful to anyone as to youj into 
"sky blue" American Express Travelers 
Cheques (which are yours and yours only. 
no matter what happens). 
Sample them. Try them out. Compare 
them with greenbacks. Buy two or three 
ten or twenty dollar American Express 
Travelers Cheques. Carry them in your 
pocket instead of greenbacks — and note 
the difference. 

The "sky blues" will give you an unbe- 
lievable sense of comfort in the knowledge 
that your money is always safe. The 
more money you carry in American Ex- 
press Travelers Cheques, the greater the 
comfort. 

And be sure your Travelers Cheques are 
"SKY BLUE." 

FOR SALE AT 22,000 BANKS. . 
AMERICAN EXPRESS AND AMERICAN 
RAILWAY EXPRESS OFFICES 

American 
Express 
Travelers 
Cheques 

Secure your steamship tickets, hotel reservations 
and itineraries; or plan your cruise or 
tour through the American Express 
Travel Department 



Business Views in Review 



Hy Robert L. Barnes 



PRESIDENT ARTHUR T. HADLEY of 
1 Yale, writing in the Yale Review on the 
"Principles unii Methods of Rate Regula- 
tion," develops seven principles, "proved by 
ex|terience and ignored by governments at 
their peril," for rate regulation. He says: 

"Everybody agrees that rates should be 
reasonable. But what is a reasonable rate 
and how shall we go to work to secure it? 
To people who use the term unthinkingly a 
reasonable rate means a low rate. But this 
view is altogether too one-sided. 

"A reasonable rate is one which can be 
justified on the grounds of public policy. It 
inijM. not be so high us to place an unfair 
burden on the people who require the ser- 
vice, nor so low as to inflict an unfair dis- 
ability on the people that render it. 

"But this does not get us very far. It sim- 
ply amounts to saying that you have to look 
at the question from two ends and not from 
one. To answer these questions we must 
have a theory of value to start from. Until 
we have formed such a theory and are pre- 
pared to defend it on grounds of public policy, 
any scheme of rate regulation will be a mere 
makeshift." 

President. Hadley then goes on to sketch 
the historical development of the theories of 
value. Though Adam Smith's "Wealth of 
Nations" was well received and seemed to 
meet with favor, it did not solve the prob- 
lem. _ Tie prosperity that was coincident 
with Smith's "laissez faire" and therefore won 
the theory wide acceptance was the very 
thing that "made it difficult to apply the idea 
of free competition in practice." 

How Treat a Natural Monopoly? 

D I 3INESS units grew larger and made im- 
possible free competition in the old sense 
of the word, -This was particularly true of 
railroads and of public utility corporations in 
general. There were many sections which 
could support one railroad in reasonable pros- 
perity, but which could not furnish enough 
traffic for two. . . . What was to be done to 
secure fair rates in cases -like these?" 

The first, idea of government was to secure 
competition at any price, either subsidy or 
governmental operation. But these efforts 
met with but scant success. The risks for 
financiers were too great ; "the waste of na- 
tional capital in working two competing 
plants at half capacity was too large." 

In the middle part of the nineteenth cen- 
tury a favorite idea for controlling rates was 
the limitation of profit but this was positively 
harmful. 

The more progressive an industry is in its 
character anil methods, the worse does the 
public suffer from any attempt to limit its 
Owners to a fixed rate of profit. For each in- 
troduction of new methods of operation is an 
experiment : and no one knows in advance 
whether an experiment will turn out well. 
If the Government says to a company, "If 
you succeed, you are limited to a normal 
rate of profit; if you fail, your shareholders 
must stand the loss" — it is obvious that the 
experiment will not be made nt all. 

The country that limits rates to "a fair 
return on prudently invested capital" dis- 
courages just the sort of industrial enterprise 
which is the most effective means of lowering 
public service charges and keeping the na- 
tion in the forefront of progress. 

To the proponents of government owner- 
ship. President Hadley says it won't work. 

"Because governments, constituted to pre- 
serve public safety and public order and de- 



termine general lines of social policy, are not 
well adapted to develop large business enter- 
prises. It may be that wo shall some day 
learn to organize our governments in such a 
way that they can handle progressive business 
economically; but we are very far from hal - 
ing reached that goal. This is not because 
government agencies . are dishonest; it is 

chiefly lieeau.-e I hey are slow. 

"On' the whole, there has been very strong 
evidence that you get lower charges and 
lower rates by leaving the initiative in rate- 
making to private companies which are try- 
ing to get whatever profit they can, than by 
limiting them to a rate of return fixed in 
advance or by Inking the initiative out of 
their hands.'' 

This does not mean that the system of 
private management has been free from 
abuses, for it has often been necessary for 
governmental agencies to intervene to" pre- 
vent discriminations and unfairness. But as 
fur as the general level of rates is concerned 
it has usually proved best to give private 
companies much freedom. 

"When there is a large permanent invest- 
ment and a large overhead, the interests of 
the companies which want to develop busi- 
ness and the interests of the public which 
wants abundant service by the newest 
ineihods are not far apart. This underlying 
hurtnouy of interests between the two parties 
is not due to competition, nor dependent 
upon it. Competition simply compels people 
to see it sooner and apply its consequencies 
more impartially than they might otherwise 
do." 

When the Interstate Commerce Commis- 
sion was first formed its purpose was broad. 
It dealt with general principles and was a 
leader of public opinion, but as time went on 
its purpose altered and it became merely 
the hearer of complaints. "Their time was 
>o occupied by the adjudication of cases that 
they had little ehunee to look at larger 
questions." 

Popular Opinions of Utilities 

OTHER industries have not fared so badly. 
"The leading electric men in the United 
States have known how to avoid some of 
the difficulties into which the railroads have 
fallen. . . . Yet even in the electric indus- 
tries, matters are not wholly satisfactory. A 
large part of the voters still think that the 
way to get low rates is to limit the profit of 
successful enterprises. Politicians find it easier 
to concur in a widespread popular error than 
to decide for themselves what will prove test 
in the long run." 

President Hadley states these principles as 
a basis for rate making: 

"1. Rate regulation must be considered 
from producers' and consumers' points of 
view, 

"2. If scarcity has made the price high, let 
capital have sufficient freedom to remove that 
scarcity. 

'■3. Permanent reduction of price is even 
surer to follow when we have large units of 
capital invested for the large unit must make 
sales to cover its overhead and can profitablv 
reduce rates to this end. 

"4, Progressive industries depend for their 
success upon rendering increased service at 
lower unit cost. 

"5. Reducing rates to cost permitting only 
normal profit, without allowance for risk, pre- 
vents the introduction of modem improve- 
ments and thereby defeats its own ends 

"G. Historical cost as a basis for rate mak- 
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Which Does More Work in a Day? 

— the girl who has to walk back and forth and 
stoop over to find a card — 

or the girl who sits in a comfortable working 
position, with every account within reach? 

Concerns of every type and size find that their business records can be kept 
more accurately, at lower cost, and with less fatigue for the operator, if they 
use Brooks Visualizers. Here are some of the reasons: 



1 Every Sheet Visible— Book opens 
by tab to right scries of over- 
lapping sheets. The name, _ subject or 
number of each sheet is immediately 
seen. 

O Ready for Instant Use — No 

walking to and from cabinets or 
thumbing over cards or pages. 



"2 Automatic Shift — Makes space 
anywhere for new record sheet or 
closes space after removal without dis- 
turbing others. So easy that book is 
always kept up-to-date. 

A Flat Opening — On account of 
hinge, book lies firm on desk, giving 
solid, flat writing surface. 



C No Change in Your System — 
Adaptable to any type of record. 
Both books and sheets can be furnished 
in various dimensions to meet any par- 
ticular requirement. 

f. Threefold Saving — No expensive 
files or cabinets — less help required 
— occupies less space in office. 




BROOKS 

ISUALIZERS 



THAOt MA«K 




FOR ACTIVE BUSINESS RECORDS 

Fofx-sm? 




BrooksVisualizers arc used by all sorts of business establishments 
from small stores and shops to large, nationally known banks, 
railways, municipalities and manufacturers. 

THE BROOKS COMPANY 

1235 Superior Ave. Cleveland, Ohio 

Offices in 67 Cities 

Distributor* for Canada: Copeland-Chatteraon, Ltd. Toronto 




Copyright 1927, The Brook. Co., CleveUm) 
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HOW DOES 

Mechanical 
Painting Equipment 
SAVE MONEY? 





Here's the Answer 

It enables you to do your 
exterior and interior main- 
tenance painting much 
faster, with less disturb- 
ance and at tremendous 
saving of labor cost. But 
don't base your saving es- 
timate on the first job or 
two. It must be figured 
over a period of months 
and years, to be accurate. 

The Economy Test 

If you have 50,000 or more square feet of 
surface to paint, the saving will pay for your 
Matthews machine. If you have less, it will not 
pay you to buy one unless you can use it for 
finishing your manufactured product. Many 
Urge companies have tested all sorts of spray- 
ing machines and have adopted the Matthews. 
You can assemble an equipment that will spray 
paint, but it won't give you the service or be 
as economical as Matthews Equipment that 
has 17 years of engineering experience and 
$300,000.00 development investment behind it 
These equipments are guaranteed. 

Get These Facts 

"Mechanical Painting for Maintenance" is a 
la-page booklet that answers many of the ques- 
tions you want answered about mechanical 
painting and equipment. 
It gives comparative 
costs, shows various 
equipments, the ex- 
periences of users, 
and a hoat of other 
interesting, valua- 
ble information. It 
will be mailed to 
you. Aalc for it. 

Matthews Co rfor. at 10 N 
37I» Forest Parle Blvd. St. Louis, U.S. A. 

MATTHEWS 

MECHANICAL PAINTING 

EQUIPMENT 

11 hi 




ing is< wrong in principle anil dangerous in 
practice. If a rate is low in comparison with 
what, prevails under similar conditions else- 
where and has developed traffic to an unusual 
degree, the profit has been well earned. 

"7. Perhaps most important and oftenest 
ignored is the principle that public service 
commissions should be given opportunity to 
study history of past attempts at regulation 
and the economic principles which have dc- 
n-i-mini-d their sun-ess or failure. They should 
not be overwhelmed with specific cases and 
complaints as to have no time for dealing 
with goneral questions of economic policy." 

How Are We Going to 

Keep Capital Employed? 

IDEAS are what we need, according to The 
1 htm Ayr. in a discussion on how we arc 
going to keep capital employed. To quote: 
"Repeatedly it has been argued of late 
that the easy position of the money market 
furnishes assurance that there will be no 
panic or industrial depression. Confined to 
its proper limits such reasoning is no doubt 
entirely sound, but there is a tendency to 
make the application too broad, to convert 
the conclusion from negative to positive. 
There may be assurance against depression 
or special inactivity, but the positive does not 
follow, that there is assurance of special 
activity. 

"The supply of capital is to be considered 
in connection with the demand. Easy money 
occurs when there is less demand than sup- 
ply; but it is conceivable there have been 
times when lessened demand for money was 
• hi" in part to less than full industrial and 
building activity. 

"In commodities an excess of supply over 
requirements is not considered good. There 
is either overproduction or underconsumption. 
Perhaps too much stress has been laid lately 
upon treating such unbalance as undercon- 
sumption rather than overproduction. In a 
given commodity there can obviously be 
overproduction. Economic laws cannot be 
invoked to make people wear more clothes 
or eat more meat, though the way may be 
opened for them to spend surplus funds on 
other things, if the other things are made 
sufficiently attractive. 

"We have heard a great deal of argument 
lately to the effect that we have grown so 
efficient that men need only work five days 
instead of six. It would be rather awkward 
to apply the same argument to capital — that 
the supply is now such that we should keep 
some of it idle. 

"Evidently we need more ideas, more new 
products and forms of service that will both 
attract capital and supply employment for 
labor. The public will buy new things if 
they are good enough, but it cannot be in- 
duced to buy more of the old thing if it al- 
ready has enough." 

Distribution, Instalment 

Selling, and Chain Stores 

SENATOR COUZENS, in December Na- 
tion's JVtsiness attacked instalment buy- 
ing from the point of view of the buyer. He 
based his objections to the practice on the 
charges that instalment selling undermined 
the moral stamina of the buyer; that indus- 
try, having overproduced, is now fighting for 
a mortgage on the buyer's future earnings; 
and he foresees disaster if these earnings ever 
f.iil in materialize on a large scale. Senator 
Couzens' third charge against the motor in- 
dustry's infant \? thnt it is too costly. 

In the current Bankers Magazine, an 
anonymous author takes up the points that 
I the senator raises and seeks to answer his 



objections. In answer to the charge thai the 
practice undermines character, the article 
points out that the large part of instalment 
sales are undertaken after investigation of 
a buyer's responsibility and that after he has 
been judged responsible there is justification 
in "having a sense of a real accomplishment 
when he secures possession of tile goods 
through this medium." 

"In other words — one who qualifies for 
credit in any form and then protects that 
credit has shown character and gained in 
character by the experience quite as much if 
not more than one who has saved to pay 
cash. 

"Repossession figures show that. a. tremen- 
dous number of buyers have eurned the right 
to credit. 

"Senator Couzens tells us that 'thousands 
and thousands of working people are now 
bound with these instalment payments so 
that they dare not take even a reasonable 
risk in a new venture, either of employment 
or investment.'-" 

The article then quotes various figures on 
the increase in savings, life insurance, home 
building, and membership in building and 
loan associations, all tending to show that 
people in this country are saving and arc 
more independent financially. 

The article then goes on to show the pre- 
cautionary measures that instalment houses 
take in checking up on purchasers. "Sena- 
tor Couzens has failed to allow for the pro- 
tection the buyer receives from the self- 
protective measures of the seller." 

Frozen Assets Partly Thawed 

AS TO the problem of frozen assets which 
- Senator Couzens so fears, the article 
says: 

"FroWn assets are as old a problem as de- 
pressions and a by-product of every slump 
in the business cycle. And the writer sub- 
mits that the freezing process will be much 
less complete with the inventories divided 
among thousands of users who have daily 
need for the goods than among hundreds of 
dealers who can only store them until de- 
mand is reestablished. 

"Nothing is harder to surrender than one's 
accustomed standard of living, nnd the user 
will fight with his last dollar to hold the 
conveniences to which he has become habit- 
uated. But so long as the dealer has the 
goods this normal human impulse has no 
power to relieve the situation. 

"Whether you overproduce a cash market, 
or a credit market your reward is an accum- 
ulation of temporarily unsaleable goods. All 
the logic of the question tends to prove that 
these will be fewer with an inventory widely 
distributed among instalment buyers who will 
strain every nerve to keep them than if 
the same inventory were in- the dealer's ware- 
house. And such of the goods as do come 
back from the instalment buyers will be at 
least as easy to handle as if the dealer had 
never parted with them. Even granting the 
contrary for the sake of argument, there 
could be no serious complication from in- 
complete instalment sales for the outstanding 
volume is not great enough." 

The writer, being in the automotive finance 
business, deals with that industry largely. 
He points out that the cost of financing is 
not. high, and that the practice has netted the 
1925 buyer of a car about $400 due to the 
increased, volume and efficiency it makes 
possible. As to the finance companies' ex- 
pense of doing business and excessive charges 
the writer finds no sign of it and points out 
that "the most successful finance companies, 
out of their rates, have not averaged a net 
profit quite as high as l'/a per cent of their 
turnover.' 1 

In .System, Edward B. Skinner says that a 
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Business houses everywhere are in 
the bondage of this Reign of Terror 

Put an end to Payroll banditry for 
good by using this modern system 




Like some ancient vandal chieftain 
who ruthlessly took human lives, in 
order to gain his ends, the gunman 
today exacts from American business 
the lives of those who handle payroll 
cash. 

No business that pays employees 
by cash is free from this tyranny of 
America's most vicious criminal organ- 
ization. Almost daily, in cities small 
and great, payroll bandits strike and 
shoot to kill — inside offices as well as 
on the street. They want money — 
cash — : and will not be. thwarted by 
guards, iron bars or even retaliatory 
gunfire. 

Free your business from the. des- 
potism of payroll banditry. Pay-by- 
check and thereby save your funds 
. . . and above all the lives of your 
faithful employees. 

Install the Todd System 

Through the use of Todd Protecto- 
graphs and Todd Checks, your pay- 
roll problem can be efficiently and 
economically handled. And the work 
can be done at an amazing speed by 
using our latest Protectograph — the 
Todd Super-Speed. 



This machine is 
built on an en- 
tirely new princi- 
ple. It is un- 
equalcd in speed 
and simplicity of 
operation. 1 1 is a 
labor - saver, a 
time - saver, a 
money-saver. With it a reasonably 
experienced operator can write En the 
amount lines at the rate of 1200 
checks an hour. 

The Super-Speed and other Todd 
Protcctographs write in words and 
figures- — in two colors. The forger 
cannot alter them because the imprint 
is shredded into the very fiber of the 
paper. And if you use Todd Green- 
bac Checks, and Standard Forgery 
Bonds, every cent of your funds has 
a triple protection against loss, and 
your checks are cashed by local trades- 
men without hesitation or risk. 

A Todd expert is ready to demon- 
strate the Super-Speed for you. And 
our handbook — "Modern Payroll 
Practice" — will open your eyes to 
the advantages of the Todd Pay-by- 
Check System. No other book on the 




The Todd Super* 
Speed 

A demonstration will 
show its astoundint 
speed end efficiency 

The fioMr-Stwtid la nudii 
In hand .u. 1 electric ulrtr- 
atcd ruhJvIi. OtwrtlM like 
an ackUnc machine The 
fjfflut cluck-uTjtlnr ma- 
chine mmlr — twite hun- 
nn-d checks an hour. Tukea 
check* sinitly or In sheets. 
Jt'-i . mi . any amount auto- 
matically. Cull lie cleared 
Imuntly fur correction*. 
I'rlnti In two tnlo™. 
9£& ■'l-nielal maml 
ulila In rnviciiry mid ai-cd 
»t machine. 



subject is so complete and authorita- 
tive. Efficiency experts would charge 
you a large sum for similar informa- 
tion. The handbook will be sent free 
to every executive sending the coupon 
attached to his letterhead. The Todd 
Company, Protectograph Division. 
(Est. 1899.) Rochester, N. Y. Sole 
makers of the Protectograph, Super- 
Safety Checks and Todd Greenbac 
Check*. 0 The Todd Company 
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THE TODD COMPANY 
Prolcclatrapk Division 
1130 University Ave., Rochester, N. Y. 

Gentlemen ! Please send me n. fret copy 
of "Modem Payroll Practice." v ' 



N inn c_ 



Bm&mml. 



Address. 



TODD SYSTEM OF CHECK PROTECTION 




The P rot e.c t otjra ph 
eliminntcs u largo per- 
cent.ure »f nil CMck 
frauds by prevendnff 
rti teed a m a n t) t> . The 
rrotcctograph. is made 
in a variety of stand- 
ard models, one for 
every type of business, 
priced from >:;...■■ up. 
Only Todd enn make a 
Frotcctogrnpb. 



raws 




Todd Greenbac Checks, 
with their patented 
seir canceling features, 
eliminate another 
major source of possi- 
ble check losses by p re . 
ventlng chanoe of 
payee's name, date and 
"«mber and "counter- 
/ettfno." Countless im- 

"vnm..° f thc wor <l 
void appear Mm 

Instant tl,? P f or Wr'5 

acid is applied. 




Klundard Forgery 
Honds cover the re- 
maining check - fraud 
possibilities, namely 

™f"7 of signature 
and forgery of en- 
dorsement. Qualified 
1 odd users receive 
Policies at the most ad- 
vantageous discounts 
from the Mctropolitnn 
Casually Insurance 
Company. 
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Business Needs to be \ 
Humanized 

American business needs to be more 
human. It needs life and color, A 
corporation may be a legal entity; 
but it is conducted by human beings, 
and it deals with human beings, and 
its profits depend on the well-known 
human equation. 

Why, then, should not industrial, 
financial, and manufacturing institu- 
tions seek to have a memorable, 
agreeable personality? 

There is no good reason why 
they should not. There are many 
reasons why they should. One way to 
establish an attractive individuality is 
through letterheads which express 
attractive qualities. That is why sta- 
tionery of Crane's Bond has come to 
be so well-known among firms which 
seek for leadership. 

Crane's Bond is the paper out of 
which your printer, lithographer, engraver, 
makes business stationery, checks, statement 

forms, invoices. Ask him for estimates 

and samples — of Crane's Bond No. x^, 
with envelopes to match. 



. ,m i 



Crane's Bond 



3 *A 



100% 



NEW WHITE RAG BUSINESS PAPER 

CRANE e> COMPANY ■ D ALTON, MASS. 
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danger of instalment selling lies in its appli- 
cation to perishable merchandise with hut 
little it any resale value. 

^hile the discussion of instalment selling 
goes on, retailers are even more interested in 
the problem of the chain store. The Na- 
w°i * Ww, '°" er '» discussing a speech by 
fc-dward A. Filene on meeting chain-store 
competition says: "Chain must be met with 
cnam, Mr. Filene believes. The individual 
retailers must organize and form a, chain of 
men- own. In this thev have an enormous 
advantage. Each store has the supervision of 
'ts owner, not of a paid manager. All the 
owner must do is to associate with a suffi- 
cient number of other owners to avail him- 
self of the advantages of the chain in both 
buying and selling. 

"What can the wholesaler do to maintain 
his place in the system of distribution? He 
can hegin now to organize the retailers buv- 
m from him. He can help the retailers to 
Help themselves and thus 'save his bacon.' 

t u 2 at can tlle manufacturer do? First 
o all he must sell to the chains, and he cau 
» ne is able to meet their nee<ls. While 
some of the chains produce, in most lines 
"ley, too, realize that production is one func- 
tion and distribution is another." 

Under the title "Is the Independent Mer- 
chant Doomed?" the Dry Goad* Economist 
takes the position that he is not. It dis- 
agrees with Mr. Filene in two points. First, 
mat tne group plan is but "a step in the 
solution toward a genuine chain, and that it 
tannot be maintained indefinitely on the basis 
ot individual ownership." 

I heir second point of divergence with Mr. 
tene is that the specialty store need not 
compete Wlth l »e large chain or department 
■ ore on a price basis, but through exclu- 
i„ l f ' , or, «">"lity i" selection, and in an 
"dividual high type of service which the 

afiSd ° r A (i n e d parUne " t st ore eould not possibly 

haTh 6 develo P m eat of the specialty store 
us oeen an unconscious response to a need 
<■» human nature, the power of which is very 
seiooui recognized by those economists who 
IrmtT c ' vll, * a,i °n gradually reducing man- 
kind to the status of machines. 

inerem hes the fundamental error of so- 

,, ar Bument involves exactly the 
hTt rfe nullifies that of the cele- 

X ,T' M \ rx - ^e fallacy may be ex- 
thus: Mtt nkmd is invincibly op- 
posed to reg lmenUltiori It cun bc drilIed in 
m orm Jt , st £0 f an(j , leg the in - 

twtable revolt." 

Approve Chamber's Study of 
the Migration of Industry 

/n,?\L*' 1G£; belie ves that "highly valuable 
n,.^ ^ a on rece nt shifts in industrial 
^ ography should result from a research 

mrL U,1 r C . r u akDn bv ' h e Chamber of Com- 
merce of the United Stales." 

min .. aim 0f thc 'investigation is to deter- 
ev t«» t C L HUae8 ' the consequences and the 
Ci lhe mi ?ration of the past year in 
*aerican manufacture. 

the nlf buiId 'ng of the Panama Canal and 
dflto f, es b ^f'-oad freight rates which 
eurwn ™ War -time have set in motion new 
que.,?! m , m "nufacture and trade, the conse- 
toS.SL*^ are so far-reaching and so 
hkelvT ^ , that th ™ "Hal measurement i* 
Middle vF lol J g d<? ferred. Industries in the 

came ,. Mt HaVe ,ost bll8ines3 lhat ° nee , 
newk. i h u W from ^aboard districts, *»* 
»m ,1 " ,hsk ' (| "eulxwr.1 pla.Us have 
,M < < * ed . « their expense, 
water „'f CUS 1 mg last year the need for more 
development, Secretary Hoover 
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pointed out that the migration of industry 
from the interior to the seaboard was a fac- 
tor in the economic pressure upon the farmer. 
Where industry has moved from the heart 
of agriculture, the farmer's market has been 
pushed farther away and at the same time- 
such products of industry as the fanner 
bought, had been made more costly by higher 
freight charges. 

"By no means simple is the task the Cham- 
ber of Commerce of the United States has 
set for itself. It aims to present actual fig- 
ures as to capital, men employed, value of 
output, and all other details of manufacturing 
companies in various industries, whose loss 
to one district and gain to another have been 
u definite development of the past year. 

"Thoroughly analyzed and intelligently in- 
terpreted, the data should not only throw 
light on some present economic trends but 
show how closely bound together are the in- 
terests of agriculture and industry." 

Position and Control of 

Water Power Discussed 

17 LECTRIC power generation by steum 
rather than by hydro-electric plants is 
more economical in many cases, points out 
Electrical World, in an editorial on the "True 
Position of Water Power." It says: 

''Slowly but surely the true picture of the 
position of the water power resources of the 
country in the field of power generation is 
emerging from the haze into which the un- 
wise and over-optimistic propaganda of a 
score of years thrust the subject. The trend 
toward extensive steam-electric plant con- 
struction in California is a striking example 
01 the change that is taking place. The 
Public today is still firmly of the opinion 
that electrical energy generated by water 
power is inherently low in cost and that the 
development of a water power site means 
the solution of the problem of supplying 
electrical energy in a particular territory. 
Many organizations have rushed into the 
construction of hydro-electric plants only to 
find that the anticipated cheap energy fails 
to materialize. Others are facing the fact 
'hat rates based on the assumption that 
hydro-electric energy is cheap fail utterly to 
produce a showing on the balance sheet, in 
*ite of the utmost care in operation." 

J*ew "York is in the midst of a controversy 
that may he of considerable interest to citi- 
zens of other states in the future. And as 
power is fast becoming a nation-wide politi- 
cal issue, Engineering News-Record consid- 
p fs it at some length. Governor Smith is 
opposing the granting of various power lejises 
*0 the St. Lawrence and in the Adirondack* 
to private companies as the present commis- 
sion that administers leases has been anxious 
jo do. He maintains that "the people will 
lose control of their rights in ownership of 
water power under the existing system, and 
*-j a protective substitute he has hit upon 
. r ;J' tr:l of "hat he calls a Power Authority. 
"This Authority is a new thing in govern- 
ment. It is having its first trial in the Port 
? v' PW ^' or k Authority where its ultimate 
feasibility remains to be demonstrated. It 
•s .intended to be a cross between public and 
Private ownership, retaining the best features 
of each. The Authority is a body appointed 

, " le governor, confirmed by the Senate, 
and thereafter operating as a private corpora- 
"on to build and operate such structures 
«ud machines as are required for the purpose 
tor which it is intended with money pro- 
Mired in the open market, the return of 
which is guaranteed by the proceeds of the 
business in which it is engaged. 

'The state is in nowise responsible for the 
validity of such securities, but. taxes are re- 
"utted upon thorn and because of their 




square terminal post 
/ means better protection! 

sS~1 "^'s unclimbable — no bands around this 
Anchor Post on which tramps can get a 
foothold. 

"And see how the fabric is fastened to the 
post from the inside. No one on the outside can 
get it off." 

If you intend to purchase a fence it will pay you to get 
complete information regarding Anchor Fences and 
this new and important feature of construction. It 
will also pay you to remember that Anchor Fences are 
galvanised throughout and that their intermediate as 
well as terminal posts are the strongest on the market. 
Anchor Sales and Erecting Service is nation-wide. 
A letter, phone call or wire puts it at your disposal. 

ANCHOR POST FENCE COMPANY 
9 East 38th St., New York, N. Y, 

Branch Offitts and Salts Agents in Principal Cities 




. ■ CHAIN LINK 




'BUY THE FENCE WITH THE STRONGEST POS T" 
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The Temple 
of Diana and 
The Women's 
Athletic Club 



THROUGHOUT the classical world great tem- 
J- pies and luxurious baths were dedicated to 
the Athletic Goddess, Diana the Huntress. And, 
now, a new temple has been raised in honor of 

modern athletic femininity— the Women's Ath- 
letic Club of Chicago. 

How astounded would be the ancients if they 
could view the achievements of modern times! 
Even their empresses knew no such refinements 
of luxury as the Women's Athletic Club puts at 
the disposal of every one of the members, today. 

And among these modern marvels is the fire 
protection secured by the use of Dahlstrom steel 
doors matching also the work of classic design- 
ers in beauty and far surpassing it in practical 
serviceability. 

Dahlstrom Metallic Door Co. 

INCORPORATED 190^ 

Jamestown, New York 



Metal doors and trim 
by Dahlstrom 



The Wombn's Amuse Club 
Chicago, 111. 

Archiltcts: 

Schmidt, Garden 
a Ertkson 

Chicago, III. 

Central Contractors: 
Thompson-Star r«t 
Company 
Chicago, III. 
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pseudo-official status they are expected to be 
WM-«nd were ^Id j n 1he ease of the ^ 

lork Port Authority— at rates approximately 
those for public securities and considerably 
lower than for a private enterprise It is the 
proposal of the governor, therefore, that. such 
an authority be established over all the pub- 
lic streams in New York State. 

"It is contended that thereby the state will 
continue to keep control of the ownership 
of 1 Ls potential power, the first cost of power 
will be cheaper because of the lower interest 
rates the Authority will have to pav. the 
people will continue to have the benefit of 
the superior operating abilitv and facility of 
Uie privately owned companies, the rates to 
the public will be definitely controlled by the 
contract for the sale of the power, and there 
WUI never be the possibility of a private 
monopoly swaying a rate control and the rul- 
ing courts into an interpretation of value and 
rates therefrom which is inimicable to the 
people s interests." 

The editorial attacks all these contentions 
and sums up in these words: 

'In short the citizens of New York, and 
possibly m the future the citizens of other 
states, will have to decide whether this clever 
piece of machinery will do what, is claimed 
lor it \\ ill it insure cheap power and con- 
tinued ownership; and if so will it do so any 
m ?^. eff ectively than the leasing svstem? 

fhey will have to decide whether the 
evils o public utility control are irremediable, 
and whether as a way out, the tortuous al- 
leys of government ownership should be 
explored. 

Business Is Charged 

With "Evading Taxes'* 

jpROM Barron's comes this editorial: 

'There is an unconsciously arrogant 
note about the outgivings of bureaucracy 
which must be highly distasteful to that 
minority of Americans who still believe in 
reedom. The bureaucrat does not mean it, 
but it does not take him long to believe that 
what he does is desirable and even indis- 
pensable. It has been found useful and eco- 
nomical in business for firms to incorporate 
in order to reduce their tax burdens. This 
is an entirely open, intelligible, thrifty and in 
all ways laudable object, but it will be ob- 
served that the chief of the 'investigating 
division of the joint committee on Internal 
Revenue Taxation call* this 'evasion' 

If uc really believed in liberty as our 
forefathers believed in it, if we knew how to 
secure it and hold on to it as they knew, we 
would tell that official, in the most pointed 
way where he got off. The word he uses 
is offensive and impertinent, and vet news- 
papers publish it and even use it in their 
captions, as if a charge of bad faith against, 
the business of the country were the merest 
SI " v ange of conversation. 

'No one but a fool pavs more taxes than 
he must. There is no public spirit in pay- 
ing taxes you don't owe. The better pa- 
triot is the man who closely scrutinizes his 
tax demand. He is a poorer citizen who pays 
without question anything he is asked. 

Taxes are a means to an end, and not 
an end in themselves. It is nothing to re- 
joice over if the Treasury collects more than 
Congress had expected. Every cent is taken 
out of the earning power of the nation. If 
incorporation can save, by all means let it 
save. The method chosen is honest and 
above board, and no Treasury official, or any- 
body else, should be permitted to apply a 
mime to it which suggests dishonesty." 

To borrow a phrase from the Commercial 
and Financial Chronicle, "When Law Con- 
trols the Man Who Will Control the Law?" 
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OerhapsV^^^ start a Derby 

\ — Favorite 




Up.. /M 

ut if you knew anything about race horses . . .you wouldn V 



back him to win 

You've got a thoroughbred right in your office 
— a telephone system that, if fairly treated, will 
run true to form. 

It is designed, primarily, to handle outside 
calls, but you're putting on it the extra burden of 
handling all inter-office calls as well. 

That's the reason why you can't get your as- 
sociates on the wire when you want them . . . why 
you must wait or walk in order to hold con- 
ferences . . . why outsiders calling you must "hold 
the wire" so often. 

There's only one sure remedy for such an ex- 



asperating situation, the installation of the Dicto- 
graph tor inter-office communication. 

We will gladly demonstrate this tried and true 
system of interior telephones at your convenience 
and without obligation. 

Merely write to the Dictograph Products 
Corporation, 220 West 42nd Street, or to anv 
of our branches and agencies, located in all prin- 
cipal cities. 

DICTOGRAPH 

SYSTEM OF INTERIOR TELEPHONES 
Get your man. ..no waiting... no walki?ig 




Diciograph 
MASTER STATION 



s 

"VOUR 



^(ame 

Address.. 



end me a copy of your booklet 

* BUSINESS AT YOUR FINGER TIPS*' 



When writing t" &KSWUWB Products Comomtiov irf«,„ m . .■ „ . 
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A Iminiu man j judt.mtnt it nt tn»ltr than 
tht ixttat of iu infarmaticu 




WOULD YOU BASE YOUR 
IMPORTANT BUSINESS DECISIONS 
ON RECORDS MADE BY A BLIND- 
FOLDED EMPLOYEE? 

The 
Complete Facts 

about every important transaction 
in your business ARE AT YOUR 
FINGER TIPS if you use 

ECRYCOM-PAK 
REGISTER. 

© Dependable result-giving records 
produced in two to six copies to the 
set at one writing. 

© Bills printed to meet the specific 
needs of the department of business 
for which they are intended. 
© Every set of bills consecutively 
numbered and punched for filing ate 
issued speedily in accurate registration 
to an exact size by one turn of ihe 
register handle. 

© Every record complete and inform- 
ative. 




^Adapted to issue continuously 
llength Roll or Fold-Pak Forms J 



Widely used by 
Wholesalers Professional Men 
Retailers Associations 
Tradesmen Plblic Offices 
Institutions Manufacturers 



Uit etwpun /a Rtt full information with compUti 
jft s/ actual forms jurnuhfd many utiiifad mm. 

THE ECRY REGISTER. COMPANY 
Dayton FjfjjU Ohio 



THK KCIIY KKOISTKK COMPANY 
"■It'oii, Ohio, U. |>i. A 

«,Ii*jSifiI.! !e lo rmW " trm > T<m. without in mm 
»n> abliinlins u>. comjiloic in/uiumtion will, nrtiml 
J'tthii. nlmwinK Imw tliu l-IORY COM I'AK will hol|< In 
th L - i-fficlonl cuiulucl of cur tmulnciM. 

MUDoatunapKiiy 



~ Ml ■ A.I I. :, _ 



City mid Sutu 



What the Labor Press Is Saying 



A cross section of trade-union publico, 
lions disclosing significant aspects of the 
editorial policies in their interpretation oj 
national affairs and industrial relations to 
organized workers. 

A Formula for Employe Relations 

T^Ml'LOYE relations usually involve lit- 
1 J tie more than hiiseball games, basket- 
ball, golf for the ladies, dances, smokers, 
prize tights, life insurance, building and loan 
associations, and higher education, declares 
Edward Harris, "former editor of an em- 
ploye magazine, welfare worker, and pub- 
licity man for corporations," when writing 
in the International M aiders Journal on 
■'Industry's Poor Relations." Of the 
monthly "get-together" meetings, he says: 

These monthly meetings are also held to 
discuss grievances. None are ever discussed, 
however. How in the world can you insult 
your host? How are you going to talk sour 




refined, says R. 0. Townsend in "an inside 
story showing how the power combine 
'"inks the public," printed in the Machin- 
ists Monthly Journal. To accomplish the 
transition, he explains that— 

they were obliged to add a new type of ex- 
pert to their managerial staffs. Thus entered 
the publicity specialist into the great drama 
of American industry ; he who can guarantee 
aforehand lo make any cause righteous, if you 
l'uy him enough, or at least make the peo- 
ple think so (which is the same thing). 

This manufacturing of "propaganda" is 
dangerously successful — dangerous to the 
working man and the average citizen, warns 
the writer, who is introduced as "a man 
who spent years as a publicity agent for 
various utilities." Having marshalled his 
bogies, Mr. Towusend asks: "What are we 
going to do about it?" For answer, he 
writes: 

Legislation as such won't help much. La 
rollette (senior) introduced a bill several 
years ago, calling upon the railroads to de- 
clare the amount they were spending on 
propaganda. It fell through because it was 
impossible to check up on them. 

However, we can do something. In the 
lirst place, we can do our bit toward prevent- 
'Vf any lodge, church, bazaar, or any other 
civic association from requestinn advertising 
from a utility in a 
book, etc. 



to the people that invite you and your sweet- 
heart to a dance and refreshments afterward? 

At the baseball game it is baseball. At the 
baiki'lball game it is basketball. At the 
smokers it is prize fights and dirty jokes. 
There are no grievances. 

The company, however, fosters the myth of 
direct contact between the workers and the 
bosses. It tells the workers that they can 
see any boss any time they want to if they 
have something on their chests they want to 
get rid of. So can a buck private sec his 
captain — after he has seen his corporal, ser- 
geant, second lieutenant and first lieutenant. 

To the situation of the employes he ap- 
plies a liberal touch of interpretative satire: 

Nobody's happy, but nobody's sad. We're 
underpaid, but our jobs are safe. Maybe 
we'll change to another job next month, next 
year, but meanwhile we're secure, and se- 
nility counts for a great deal. It's harder to 
lose your job with the company than fo.- a 
needle to pass through the camel's eye.' Hon- 
estly, the company would sooner have a 
loafer than fire you. It is a fetish with the 
company; the bosses are actually afraid that, 
if they fire you, you may give the company 
u black eye. This superstition may sound 
fishy to the outsider, but it's a fact never- 
theless. Employe Relations must promote 
Public Relations, you see. 

Utility Propaganda "Debunked" 
VI/IIEN the public utility monopolies 
™ » discovered that they could no longer 
conduct their business on the methods of 
Jesse James, Inc., they decided that the 
richt thing for them to do was to become 



program, menu, year- 



Whcn icritinv ta Thic Eout ner.isira Company ptcatt mention Salion't Buttin 



We can also see to it that speakers who 
a.iitross women's clubs, church functions, state 
1MB, etc., on the subject of electrical ap- 
pliances, stick to their subject. 

« e can see that our school systems are not 
open to speakers from utility publicity bu- 
reaus, or at least we can see that, the other 
"He is invited to present its case. In general 
we can see that the chief danger of such 
publicity hes m its indirect circulation, and 
we can pass the word along. When wc know 
where it comes from it is not dangerous. 

A Plea for Public Ownership 

APPROVAL obtained bv "administration 
leaden in the Senate" for government 
purchase of the Cape Cod Canal, as the 
locomotive Engineers Journal sees it, ended 
ten years of astute maneuvering by eastern 
rapitalLsts to unload their bad investment 
on the people." The history of this man- 
euvering, as given by the Journal, follows: 
Some year* ago the Belmont and Ryan in- 

mL, T £ R Lnion Trust Company and the 
Morton Estate of New York combined with 

OMJta i f 1 £ S ° ns of Londo11 t0 P«t "P *C 
w*WW for the construction of the Cape Cod' 

umu. out of which they hoped to reap 
rl i d i v " lf,tlds - But trade currents 
nianged; Boston no longer flourished as a 
T" 8 . Atlantic port; New England lost her 
t« it su P rem acy based on water power 
I? ml o C0al rP0wered west and electrified 
smith. So the big bankers concerned, who 
■•re mortally !lfraid of government ownership 
» „1 ur ds ' eteam *ip and telephone lines 
and I public utilities generally, have been loh- 
Br °V, nd Congress for the past decade to 
Jf tk DVer ">e purchase by the Government 
o' tins unprofitable canal from their private 
company for $11,000,000, or $5,000,000 more 
nan it cost them. At last, with Mr. Cool- 
OKes benign approval, their plot stands on 
the verge of success. 
Since Mr. Coolidge and the administration 
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VITALITY 



When a Pierce- Arrow Truck is old 
in years, it still has the VIGOR and 
the POWER it had when young. This 
magnificent VITALITY is the thing 
that makes a Pierce -Arrow Truck 
investment a GOOD investment. 




THE PIERCE-ARROW MOTOR CAR COMPANY 

Buffalo, N. Y, 




and up for chassis, 
f.o.b. Buffalo, N.Y. 

Sizes: 2, 3, 4, 5, 7Vj 
tons. Six * cylinder 
Motor Bus prices on 
application 

Terms if desired 



VuaWahe-pual-Igntion 
MOTOR TRUCKS 



When writing /or further infection wnfe, Pinei-Anow Ttaw. 
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9he 

RIGHT TAGS 

increase speed 

ALL ALONG THE LINE 

AND Denney makes the right 
/V'ags right. Tough, long- 
lasting identifiers, designed to 
give explicit orders, fabricated 
to withstand rough handling 
and long journeys. 

As the world's largest exclusive maker 
of tan«, Denney can, and will, give 
you better service, better quality and 
lower price* than others who do not 
specialize on this one line. We're 
doing it right along for such buyers 
as General Motors, duPont, U. S. 
Rubber, Ford, Western Electric and 
hundreds of others. 

If you would like to know 
"how" and "why" just check 
and mail the coupon below. 

PENNEY TAGS 

WEST CHESTER, PA. 




have Ihus recorded themselves in favor of 
government ownership of a shipping canal 
which private interests have failed .to oper- 
ate profitably, we shall look to them to be 
equally logical by advocating public owner- 
ship of the Muscle Shoals and Boulder Dam 
power projects and similur public utility mo- 
nopolies which are certain to return hand- 
some dividends to the public. 

Capitalists in Communists' Clothing 

COMMUNISTS who attempt to belittle 
the American Federation of Labor re- 
port on the fur-workers' strike will become 
entangled in their falsehoods, contends the 
Fur Worker, for "this new attempt at 
whitewashing will only roll them deeper in 
the filth of their own creating," On weigh- 
ing the truth of one of the communist 
-! in i ntents, the editor concludes that — 

It is nothing new that the dwindling for- 
tunes of the communist party of America are 
propped up by capitalists, lawyers, and realty 




W 1 



men. No doubt all such of their semi-secret 
protectors have a direct or indirect interest 
in Soviet Russia. They are not sworn Com- 
munists, Cod forbid. They are certainly not 
idealists, because the conscience of idealists 
would not, unless they were misled, let them 
continue a connection with so much that is 
unholy and unclean in the communist camp. 
1 1 is nither what Carlyle has called the "cash 
nexus." 

A Vision of Mechanized Building 

fvPEN-SHOPPERS and other friends of 
' the American Plan have their eyes on 
the building trades, "the rich prize of in- 
dustry," by report of the Journal of Elec- 
trical Workers and Operators. In the con- 
struction field the journal sees concentrated 
"the best disciplined, highest paid, perhaps 
the most, skilful, most loyal unionists in 
America." Were it passible for them "to 
be destroyed and scattered, then one of the 
principal obstacles to Fordizing Americans 
would lie removed." But if the automatic 
machine should begin to invade the build- 
ing field, then — 

the open-shopper will have a new condition 
in his favor, unless the unionist takes full 
advantage of his present strategic position 
and unionizes the machine. Professor Schlich- 
ter counsels unionists to take a keener in- 
terest in the larger problems of industry, and 
the advice seems the counsel of wisdom. Or- 
ganized as the building trades are, with in- 
telligence, traditions, courage, and passion 
fur the group, which the trades have, noth- 
ing can assail themselves but themselves. 
Should the building trades become cocky or 
careless, or sluggish, should they be indiffer- 
ent to technical advances and to education, 
they can fall before the enemy without. But 
if they follow the present practice of keeping 

When writing to THr Devnky Tjwi C«mp.vnt j>/ra»r vtnitfon Nation'g 
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abreast of the industry, if they bring devo- 
tion and knowledge nnd efficiencv to their 
common problems, nothing can break them— 
for nothing can take their place. 

A Pay-As-You-Enter Union 
'T'HE COMPANY union organized in the 
Motors plant at Hint, Michi- 
gan, draws sarcastic notice from the Inter- 
national Fire Fighter. With John P. Frev 
as its authority, this journal fells its readers 
that — 

Employes pay 45 cents a week dues. The 
company doesn't take any chances about get- 
ting the money. It sees the pay envelope 
nrst and takes it at the source 

« ,l! hlS W , ay h gets *». 755,000 per year from 
..i.OOO employes. 

The employes, in turn, get $1,000 in in- 
surance, when they die, and a club house, 
it they don t shut up and behave, they get a 
'I'rty look and maybe lose their jobs, insur- 
ance club house and all, as Mother Goose 
would say. 

If they strike for more pay— but this is no 
miry story. 

What a union, Mr. Gallagher 1 
t>o to blazes, Mr. Shean! 

Prosperity— At What Price? 

THERE did these huge profits of lfl2G 
come trom? asks the Locomotive En- 
gineers Journal, and then proceeds to trace 
the golden stream of colossal profits del- 
uging the owners of America's industry." 
The source, as found by the Journal, is: 

?ni *k f .'''I fc ! ,is , terin S sweat of the hunkies 
and th 0 technical hired men who run the steel 
ado** for its absentee owners. Out of the 

1,1, 1 Y countr y wll0 *e oh>P values 
!>*jc dec lined over a billion dollars since 
02o--and ,n 1S25 the farmers did not even 
^ ° f l' ro,|ll ^ion out of the pro- 

c™> ntr r USt H,P hl,lion e"in in 

th?T te| "' ,,f "^ v " l "l'"''niiun dollar loss to 

co™ rS> r and that 1" «>l°«al 

corporate profits exceed by $2,500,000,000 the 
entire amount received by American farmers 
or producing the wheat, corn, oats, rye, bar- 
ley, potatoes, apples, cotton and all their 
other crops, to feed and clothe the nation. 

In the same vein the International Mold- 
en Jovrna comments on the $"J<)3,000,(KX) 
stoek-diyulend of the United Stat « Steel 
Coqioration : 

rtS* tZ ,I,P con >munities where the 

wySfT hils maintained its plants? 
the Li ^ ome9 L in w hich the majority of 
,r ;' ra ( h »" been compelled to live, 
ramshackle tenements crowded together in 
.Outside of the type of 
hut ound in the mming camps there is noth- 
hire ^rT a P resent 'ng so squalid a pic- 

e^r h , ome! ? in whirf » the majority of 
the steel workers have to live 

the J'i'Vf , thi8 > ft was made possible to 
the stockholders because American workmen 

f, rtl ,1 ^' CUa WPre not employed, and 

XtTT e t* CJime tho «elf„re of its cm- 
« tuT L 1 " C( ' s !' rovi 'i«l for them in which 

the » \ T s $ inn « e ntial advocates of 

r ,«™ Ji t 1 the Uni,Pd S,[ltes S '^' Con>°- 
tent fh I C asserti ng the tariff was to pro- 
vn!i , X T rlam workman and permit high 
S '^ the greatest importer of non- 
Uighsh-speaking European labor. The rec- 
h„« £i , Cflm , lltion!i muter which this labor 
has been forced to work and live is a blot on 
the page 0 f America's history. 

ine American people have paid a very high 

Buiineit 
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What's Wrong 
With Shorthand? 

Executives say: — 

"Out sick, so my letters hnve to wait." 

"If I could only dictate while it's freah 
in my mind," 

"I'm forced tcj cut dictation short." 

"She can't help me with other things." 

" If she could only take it as fast as I 
think." 

"It'i the 'rina and wait' system." 
"She can't get out all she'i taken.'* 

That's enough! I'll strut in Ibc coupon 
bclou' on general principles. 




Helen Delahanty 

Secretary to Mr. Rcits. overs she simply 
couldn't organize her work without her 
Dictaphone, 



What's Wrong 
With Shorthand? 

Secretaries say: — 

"Tin sure he said that, but . . . 

"No one else can read my notes." 

"Those awful waits while he chats 
over the phone," 

"Hours wasted while he'a in confer- 
ence." 

"These endless notes make me dizzy." 

*Tm nothing but a bell-hop." 

"No time for real secretarial work.** 

That's enough! I'll show him this thai 
offer right ww. 



MAIL WITH 

YOUR LETTERHEAD 

Dictaphone Sales Corporation, 
1 54 Nassau St., New York City 

□ Please notify your nearest joflicc to 
Ice mc try the New Model io without 
obligation. 

□ I want to read what leading execu- 
tives ot secretaries say about increasing 
their ability with The Dictaphone. 
Mail me FREE copy of your booklet, 
"What's Wrong with Shorthand?" 

I am a Secretary □ 
Executive □ {Check One") 

Ftr dms ii tw m^mrritt gijrtrl Dkfftfr* S*Ul 
Ud„ ,i Mtiimli Si., Tmrt, Caui* 
Wwli H'lJt Or^mietlrm— 
Uadkcj Pern, Brtinli, Sjim}, . 




"My Dictaphones made me- 

"And that's true for my Secretary, too." 



See what The Dictaphone can do toward 
making you. Read coupon offer below. 

IT'S hardly too much to say that 
The Dictaphone has been my mak- 
ing. At any rate, I should be at a loss 
without its help to manage the four 
concerns which look to mc for execu- 
tive guidance." 

The speaker is R. H. Reiss— and his 
chief position is that of Treasurer and 
General Manager of the International 
Tailoring Company, the world's larg- 
est producers of men's made-to-meas- 
ure suits. 

"I find The Dictaphone indispensa- 
ble for memos and instructions. It is so 
much handier than shorthand. Often 
I dictate only outlines, leaving my Sec- 
retary to complete the job. 

"Frequently I turn directly from 
telephone to Dictaphone and record 
oral agreements or orders needing 
prompt attention. 

"At home my second Dictaphone 
records memos, or conclusions reached 
by study of business problems. Some- 
times a department head spends an 
evening with mc there and we agree on 



certain policies. My advertising man- 
ager, for example, came out last week 
and with The Dictaphone we crystal- 
lized a season's advertising policy. 

"Only by Dictaphone can I main- 
tain the intimate contact needed with 
some 30 department heads in our three 
P^ nts making thousands of suits daily. 
1 should be handicapped in other duties 
without my Dictaphones." 

Helen Delahanty, Secretary to Mr. 
Reiss, dictates to her dictating Dicta- 
phone many letters and instructions 
for his signature. She oversees sales- 
men s letters, keeps contact between 
factories and Mr. Reiss, and handles 
most of his personal business. 

Miss Delahanty says: "I could not 
organize my work without the dictat- 
ing Dictaphone. It enables me to make 
every moment at my desk count." 

Hundreds of other executives and 
secretaries say much the same thing. 
They never dreamed how much The 
Dictaphone could do for them. How 
long will you deny yourself its advan- 
tages? 

Use the coupon now. 



DICTATE TD 

THE DICTAPHONE 

CfttG US PAT~5TF ^ 

and double your ability to get things done 

m* mm, to toana s«« c<»„ P r ca , e m(nlion NM 
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Hospitals Built With 

TERRA COTTA 

Are Clean, Sanitary and Fireproof 




Chicago Fresh Air Hospital, Chicago, 111. 

Meyer J. Sturm, Architect 
Cream colored Terra Cotta walls with 

window spandrels in green 



THE impervious glazed surface of Terra Cotta 
which is obtainable in a great variety of beau- 
tiful colors, makes it the ideal medium for hospital 
construction. Send for our new booklet showing 
many beautiful examples of Hospital buildings. 

NATIONAL TERRA COTTA SOCIETY 

19 West 44th Street New York, N. Y. 

(On behalf of the Terra Cotta Industry in the U. S.) 



price for the dividends which the corpora- 
tion's stockholders have received. 

Wheeler Sees Swindle in "Valuation" 

I TNDER the head of "The Valuation 
^ Swindle," the Locomotive Engineers 
Jovnml prims an interview with Senator 
Burton K. Wheeler, in which he reveals to 
IUhott Harris "the scheme to hold down 
wages." As reported by Mr. Harris, the 
senator said: 

This scheme to value the railroads at 
.somebody's guess as to what it would cost to 
reproduce lhe.ru is the biggest swindle in the 
country. It has a direct and most important 
louring on railroad wages. . . . 

The railroads are trying to pad the monev 
pay-roU. W here one dollar was invested in 
the property, they are trying to get what ihw 



IT/ict trriting In Xvn.wa Tekiii Cain Sncrerr pfm.» mention Kalton't Rutin/:,, 



call a fair return on two dollars and in some 

ases even more. If yon padded the pay- 

I of - vo » Paid wages to two or 

l\"T, on] y °™ ™> working- 

hoe wouldn t be any wages left for money. 

l,J n ♦ u the money P a J--roll, there isn't 

H k° i e mouBh left for the i» 

works both ways. 

./.f'i'l"^ »he railroads of the country ac- 
\v -Ii °. osit , about fifteen billion dollars. 

" 0, ' k '"hum,,! when we had him before 

T n beaa . te „ Co mm i ttee that th ,. arrier3 ' 

m l ° f . Vahlatl ™" would Rive the rail- 
roacta a valuation of around thirtv-three bil- 

Zn°i ar ( S \!! n(1 T acCordin e to Transpor- 
m - in ii ' le Interslat e Commerce Com- 
^ ' lave *"fix freight and passeu- 

ffiBBSf eno " 811 10 pay a fair retura 

hough the increased valuation would af- 

™9> the senator is reported to have 
replied, in pan : * 

nJftJSS fake ^ aluati0 « K° through, and 
o mm can reduce rates. The railroads 
™ e 1 complete excuse, not only for 

c™ S f^. dUCtl ° n8 ' but for demanding in- 
f he country gets prosperous enough 
to stand the extra strain 

road'}, trick ,° f W>» that "here a rail- 
2\ilV Ve3,eii ten million dollars it is en- 
nn_ a r Urn 0a th,rtv millions, because 
m mS t gUeS " es ?** 11 W*M cost thirty 
KIT. rep , rocl,lce the property now- 
Jhet is so manifestly unfair that it ought to 
he s topped and railroad workers have a 
njwhty good reason for assisting in stop- 

48-Hour Week a Nightmare 

QOTTON manufacturers should wake up 
ana rid themselves of the nightmare 
; TT S J° have taken possession of 
, ,T» le '^hing of the 48-hour work 
S h, " ks Thomas F. McMahon, presi- 
dent of the United Textile Workers of 
America. In the Textile Worker he con- 
tends that "A a here to stay," for "the 
workers say so, and they are the doctors 
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in this case at least." Of their state or 
mind he says: 

The workers in the south are about ready 
to take their degree. When they do, like the 
Rood 100 per cent Anglo-Saxons that the mill 
men und David (Dumbbell) Clark have been 
calling them, their first bite will be a mouth- 
ful. Once pood old Anglo-Saxons like Sulli- 
van? Murphy? McManus? O'Connor? etc., of 
North and South Carolina, get into their heads 
that they are being fooled, poor old Dave 
(Dumbbell) Clink will have as nulr an awak- 
ening as he did before a congressional com- 
mittee a few years ago. The cost of manu- 
facturing cotton cloth in the south is as high, 
if not higher, for all counts over 72 x 68, 
4.75 yards to the pound. Bleaching and 
printing must, be done in the north, as well 
as dyeing. It is in the low-grade spinning 
mills, like in Gastonia, N.- C., because of 
women and children, where profiteering is 
possible. 

Why Welfare Work Pays 

T^OR ANSWER to his question, ''Why do 
* American employers blow in millions of 
dollars annually on various types of indus- 
trial welfare ■work?" Robert W. Dunn, 
writing in the Railuray Clerk, finds that — 

welfare work pays because it increases pro- 
ductive efficiency, reduces labor turnover, "at- 
tracts a desirable grade of labor," advertises 
the business and gives the corporation an in- 
calculable boost in public good will 

and that it also 

reduces strikes and labor difficulties, "lulls 
workers into a feeling of contentment with 
conditions which would otherwise be vigor- 
ously rejected," avoids state regulation by 
furnishing an argument that it is not needed, 
"provides palliatives for a low wage," benefits 
humanity, reduces taxes on profits by arti- 
ficially inflating costs. Finally it "disrupts 
the discipline of unionized labor." 

But the true purpose, he contends, is— 

to promote the highest possible efficiency of 
the industrial machine under the profit 
system. 

Wherever there is a strike, or the throat of 
one, the press agents of the "generous" corpo- 
rations begin to trumpet the beneficence of 
the corporation. In other words, the corpo- 
ration openly admits that its free will gifts 
were made in the hope and expectation 
of getting due "credit" for them in an 
emergency. 

But the American corporations admired by 
W, traveling "labor delegates" of European 
nations is "selling" more and more of this 
sort of feudalism to the American workers, 
and all the outcry of the trade unions has 
not yet been able to stem the tide. Some 
of the unions have decided to try to provide 
the workers all, or at least the best of the 
benefits they could get free from the 
company. 

Economics from Calendars 

A THING of beauty is the Railroad Cal- 
endar for 1927, published by the Com- 
mittee on Public Relations of the Eastern 
Railroads, concedes the Sheet Metal Work- 
ers Journal, though this tribute is tempered 
with the feeling that "perhaps it is a little 
sandy for some tastes." But more impor- 
tant than the artistic effect is rated the 
showing of "how great a burden the rail- 
roads hear in the form of wages paid to 
their employes, and how little remains for 




for economy and improve- 
iment— forgings and cast- 
ings are in many instances 
bemgreplaced by the use of 
Union Drawn Steels in spe- 
cial shap 

Union Drawn Steel Co. BemerFallsM 
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Metal 

NT (RAFT 



F you use Metal Signs- 
Name Plates'Number 
Plates * Badges * Checks <• 
Emblems «* Ornaments * 
Tablets * Tags * Fobs - Dials* 
Panels * Display Stands * 
Coins or Novelties, either 
Etched <* Printed * Litho- 
graphed * Engraved * Em- 
bossed •> Cast Stamped ✓ 
French Enameled.- 
Porcelain Enameled •> or 
Celluloid Facing with 
Metal Back, Grammes 
Metal Print Craftsmen 
can serve you in an artis- 
tic, economical and effici- 
ent manner. 



By this m.irk 
you wilt know 
M<M.i! Print Crnfl 





Ask for "The Story of Metal Print Craft' 



lentown, Pa. 

PH.LADELPHIA 




Who are our 250,000 Subscribers? 

They are executives in 136,679 Corporations* 

In these corporations the magazine is betas read by toe following major executives: 

Presidents 62.675 

Vice-Presidents 28, 250 

Secretaries 27.374 

Treasurers 13,274 

Partner* and Proprietors 15,474 

Directors. Chairmen of Boards. Comptrollers, Genera] 

Counsels, Superintendents and Engineers 10,700 

General Managers 19,739 

Department Managers (Branch — Purchasing — Sulc- 

— Export. Etc.) lg_ 0 74 

J?„" OT Executives 196.160 

<Jtncr Executives 14 SIHJ 

Ki^fe onj ;:;;;;;;;;;;;;;;;;;; ::: ; :::: l^ 
NATION'S BUSINESS, Washington, D. c. 

•Figures based on a complete investigation of alt subscribers in twelve cities 



such purposes as repairs and upkeep, not 
to mention dividends." This production 
the editor iecls sure— 

wilt ttforn the walls of many a business of- 
fice during the coming year, and that the 
railroads ; wil pet plenty of the sympathy 
they evidently crave, while labor costs on 
trie other hand, will appear in the light of 
an limine and unreasonable burden. This 
will create sentiment opposed to the grant- 
ing of impending demands for further in- 
creases in wages. 

Admitting that the figures probably are 
accurate, he proceeds to analyze: 

It wil] be noticed that much is made of 
the fact that, out of the 365 days, only 12 
are available to provide for improvements 
out of earnings. That is not enough. How 
-.hall we provide in, ,n ? Cut down t|„ way- 
bill is what the roads want the public to say. 

The possibility of suggesting something 
letter, he explains, invite* him to notice 
that "fixed charges absorb forty-one days," 
and "that is altogether too much," though 
"some fixed charges, perhaps, cannot be 
avoided, but the greater part are due to 
wasteful methods and inefficient, manage- 
ment." By way of specification, he points 
out that— 

jobs which the regular laboring force of the 
company could take care of go to favored 
contractors, and cost from 50 to 100 per cent 
more than they would cost if done in the 
ordinary course of the day's work. 

Schools Provide Low-Pay Clerks 
y\/lTH its admission that public school 
vy education for retail salesmanship is 
entirely commendable in its design, ihe Re- 
tail Clerks International Advocate takes 
occasion to point, out "the evident anxiety 
of the merchants organization to further 
the cooperative policy." Approval from 
employers organizations for this sort of 
vocational training will be perfectly under- 
stood by "those old in the selling game" 
the Advocate declares, for — 
clearly the merchants prefer to employ those 
who have heen trained in the work of retail 
Belling. This desire is perfectly natural and 
cannot be criticized; but those of us thor- 
oughly familiar with the inside workings of 
the retail industry recognize plainly the mani- 
fest eagerness of the employers to secure 
this part-time help at small expenditure of 
wages and lo seize the opportunity of ol»am- 
mg through the schools a bettor class of 
employ,.-, f„r t|„s purpose, these students be- 
ing willing to work out a part of their train- 
ing for little or no pay. 

In other branches of vocational" education 
we do not hear of employers seeking the 
services of the students for part-time em- 
ployment under the guise of affording them 
the chance for practical experience. The 
building trades, the priming trades, the needle 
trades and other lines oi industry do not use 
the public schools as recruiting stations from 
which to obtain part-time help. Whv, then 
should the retail stores of our country be 
I'cnn.tted lo do so? Whv should lie- wages 
of experienced salespeople be held flown by 
the abounding supply of material from the 
public schools who are willing to work in 
the si ores for a few hours each week under 
a so-called cooperative plan of education ? 

Just why should the people be expected 
to pay taxes for the maintenance of schools 
from which the merchants are able to secure 
help at low wages and with the assurance 
that an unending supply of such help wil] be 
available year after year? 
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Some Feminine 
Trade Views 



By Edna Rowe 

"QTRIKES?" The owner of one of Balti- 

0 more's most productive mills repeated 
my question, as his mind and eye equally 
alert in golf and industry— gauged the dis- 
tance to the next green. He drove, followed 
with his gaze the clean arch of the skimming 
ball, and the discussion moved along with us 
over the knoll. "Strikes? No— we've never 
had one. But then," he explained with, a 
twinkle, "we've only been operating the mills 
a. little over a hundred years. Perhaps the 
first hundred years are the easiest 1" 

"Is it a secret formula— your strike imrau- 

"As secret as human nature. There s a sug- 
gestion of rather old standing— called the 
Golden Rule, I believe. Or, if you prefer 
modern phrases: 'Play fair I' If people are 
already contented, they don't rush into un- 
employment, hunger and bloodshed seeking 
contentment." 

"Specific examples," I begged with a 
woman's persistence. 

"Well, there are the women workers witli 
ears. We keep four mechanics on hand solely 
to keep those cars in repair. Without charge, 
of course." „„ 

"May I start work for you on Monday? 
I breathed hopefully. 

"No vacancies," he laughed. "Then, too, 
they seem to like the housing idea. We fur- 
nish them homes at a nominal rent. When it 
becomes necessary to lay off the workers tem- 
porarily, their rent stops automatically. 

"Even / can't find much room for argu- 
ment there. But how about the higher-ups? 
Haven't I heard it's the executives that cause 
complications in big factories? Fargo is bit- 
ter, because he had to shut down last month, 
and now two of his heads won't come back. 
Do yours?" 

"Comeback? No." 

"Well, then— t" triumphantly. 

He tapped his ball gently into the hole. 
"They don't go. We don't lay off executives. 
Iu other words"— he gave my putter, on 
which I was lazily leaning, a little shake, 
loosening my grip__"if you don't hold up 
your staff, you can't expect it to support you." 

1 tottered, catching my equilibrium. "Yes, 
sir," I answered meekly; "you win." 



IN A FASHIONABLE Florida resort hotel 
patronized almost exclusively by the mid- 
dle-aged affluent, whose wives, like their bank 
accounts, have grown to rather appalling fig- 
ures, I was unable to discover one full- 
length or even three-quarter mirror. None 
in the bedrooms. None in the ballroom. 
None in the elevators nor in the lobbies. In 
a modern hotel, and in this day of reflected 
glory, I marvelled at the seeming negligence. 
As I pondered, four women arose — with dil- 
flcult.y— from the bridge-table near me. A 
]iolka-dotted foulard, size 4S (millions of dots, 
but no dash!), a straining white jersey 
"sweet little sport-frock for the Southland," 
a billowing rose china silk, a cream-puff of 
ecru net. Fatted calves in raspberry silk 
hose. Double chins. Chains of plump 
beaded bags nestling in plump wrists. Happy, 
self-satisfied smiles. 

Light flashed upon me. No mirrors. 
Happy, self-satisfied smiles. A mistake— a 
negligence? Or psychological genius on the 
part of the management? 

"Iss it, then," I queried with Milt Gross;— 
"iss it a system?" 
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Less Motor Inventory 
and Better POWER 



Complete motor supply from a single source, 
with the additional advantage of Wisconsin 
performance as a sales asset, bring gains of far 
reaching importance to the builder of trucks, 
busses, tractors or industrial machinery. 

The complete power range of Wisconsin 
Sixes and Fours, 20 to 120 H. P., provides 
the right motor whether your line is of one 
or many units. You deal with but one 
motor builder whose deliveries synchronize 
perfectly with production needs. You bene- 
fit by simplified cooperation, standardized 
performance and lowest motor inventory. 

In addition to factory-cost savings is the 
selling advantage of definite, demonstrable 
Better Power. Every model in the Wis- 
consin line delivers, invariably, "More 
Power per Cubic Inch," more work per gal- 
lon or fuel and oil, and a consistently lower 
shop service cost. 
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We will gladly send the facts and figures. 

Wisconsin Motor Mfg. Co. 
Milwaukee Wisconsin 



isconsin Motors arc built in a full 
rnrtue of Sixna and Fours, from 20 to 
120H.P..for trucks, busses, tractors 
and construction machinery, includ- 
ing models housed as industrial tuUtfc 
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"Even Better 

Steam 
Generation" 

— is a book which will interest 
you. It presents in a new light 
the part that informed manage' 
merit is playing in power econ- 
omy. 

Packed into the few pages 
of this book will be found the 
gist of twenty years' experience 
of the Fuel Engineering Com- 
pany organization, and that of 
its clients' executives, in mak- 
ing industrial steam generation 
a smooth-running, precisely 
controlled, economical process. 

A copy of this new book will be tent to 
any business executive, upon request. 

Fuel Engineering company 

OF NEW YORK 
Fuel and Power Engineers 
116 EAST 18TH STREET, NEW YORK 
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scraping and scrub- 
bing, arc necessary in clean- 
ing, when OA KITE mate* 
rials and methods arc used. 
Yet, these materials, while 
having a powerful penetrat- 
ing cleaning action, arc 
SAFE! More than 18,000 
concerns in over 300 differ- 
ent industries use them 
today because they clean 
more effeclivcly.qukkly and 
economically than other 

Our Service Men arc ready 
to hulp you, too. 

Udirttf SmUa Mm. cinamint 
Jpni.j.'ltfi. Ait i.H+tr,! 1.1 tht 
i*A<i\nt tmdvtlfiai ctnt*tt t>f 
/*« Vmu<4 Staiet and Canada 
O.iknr u .ii.jni l ; 1 j l ( B .fJ enlf \rt 

OAK1TE PRODUCTS,INC. 

24A Thames St.. New York 

•formtrly OakUy Chimicd Co.} 



OAKITE 



Chamber "Do's" and "Don'ts 

VIII — Inside or Outside? 
By Colvin B. Brown 

Manager, Organization Service, Chamber of Commerce of the United States 



Industrial Geanm 



bis i*j Methods 



IS YOUR chamber of commerce a one-cyl- 
inder "put-put" or an eight-cylinder self- 
starter? Is your city full of independent 
organizations, some efficient, some not, each 
working for some particular group, or is the 
local chamber a high-powered organization 
taking care of all the legitimate/ needs of the 
various business interests? To change my 
figure of speech slightly, is the business world, 
like your city streets, congested, or has it 
learned that the bus is more efficient than 
the private automobile? 

There is a destructive force at work in some 
communities. Particular group interests see a 
deniable end and organize au agency to carry 
on work for its attainment. They organize 
the independent, agency because they feel 
that the work can be prosecuted faster. This 
may be true, but. it sacrifices for the attain- 
ment of one end the strength and representa- 
tive character of the chamber. Carried to its 
logical extreme, it reduces the chamber to a 
mere general interest body with no standing 
or weight in the community. 

The organization of independent industrial 
promotion agencies may be taken as an ex- 
ample of this tendency. The chief argument 
in favor of the independent bureau in this 
connection is that it can be organized to carry 
on its work with prospects in a confidential 
way. But this may also be done in a cham- 
ber. It can be done by creating a strong 
committee that can and will stand between 
the manager of the bureau and pressure from 
members winch might interfere with the con- 
fidential relations between the bureau man- 
ager and the particular client. 

One Bureau Resists Pressure 
IN BALTIMORE, for instance, the Indus- 
* trial Advisory Committee is composed of 
the president of the Association of Com- 
merce, the president of the Baltimore Clear- 
ing House, the president of the Consolidated 
Gas Electric Light and Power Company (rep- 
resenting the public utilities), the president of 
the Baltimore and Ohio Railroad (represent- 
ing the railroads serving Baltimore), and tin- 
mayor of the city. (The mayor was put on 
the committee in order to give the bureau an 
official contact with the city departments in 
connection with its work.) 

It is important hut entirely feasible to make 
the industrial bureau in a chamber entirely 
"leak" proof. This has been done, and it has 
proved successful in operation. 

The point I want to make is that the busi- 
ness men in every community have a stake in 
having their interests as u whole represented 
by a strong and effective central organization, 
which organization is the local chamber of 
commerce. In their eagerness, or the eager- 
ness of any given group of business men, to 
develop a particular promotion or research 
activity, business men should not sacrifice the 
interests of their chamber by setting up inde- 
pendent agencies in what is legitimately the 
chamber's field. Rather they should make a 
sincere effort to solve any organization diffi- 
culties which may esist to the end that the 
new activity may be effectively organized and 
the local chamber strengthened as a result. 

It may be said: "Why, this activity is too 
big for the chamber to undertake. It couldn't 
handle it effectively." 

The answer to this is either; "The activity 
is not too big. The chamber has demon- 



O 



strated its capacity to handle big problems 
m several different cases. Not only has u 
demonstrated its ability from the point of 
view of sound policy but also from that of 
effective administration. We have an organi- 
zation that is capable of expanding to carry 
on this activity effectively, and we also have 
the means to make this special activity more 
useful by fitting it in with other activities. 
It >hould be done by the chamber because it. 
will avoid confusion, duplication, and waste 
and it will fit in with the chamber's business 
and civic building campaign. Its work will 
be more effective because the business men 
of this community have confidence in the 
chamber." 

Make the Chamber Capable 

( R THE other answer is: "If the activity 
is really too big for the chamber, it is 
High time to reorganize; the little one-lung 
flivver should give way to the high-powered 
eight-cylinder efficient car. If this isn't done 
UW business men's efforts will be scattered 
through many independent or loosely feder- 
ated promotion and research agencies. If we 
don t coordinate our efforts, we will fall be- 
hind in the economic struggle. The business 
men of other cities who have hail the fore- 
sight and wisdom to create strong central 
organizations will leave us behind." 

An analogy that is effective and, up to a 
certain point, valid is that of our various gov- 
ernmental agencies. The haphazard creation 
of independent administrative agencies in 
federal, state and local governments has led 
!° » general demand for the revision of this 
inefficient organization and, in its stead, the 
creation of a few centralized executive depart- 
ments. The, whole trend of present-day gov- 
ernmental organization is toward the cen- 
tralization of administrative authority It is 
the efficient way to get tilings done. 

« by go back to methods that have been 
proved antiquated? Why create a situation 
that will sooner or later force an amalgama- 
tion of these various agencies? When a new 
activity is proposed, then- are but two .mo- 
tions to be considered. 

1. Is the activity a desirable one to under- 
take at tins time? 

2. If so, how can we best, organize and 
finance it within our chamber of commerce? 

second questmn is probably easier to 
answer than the first. Judgment of methods 

with r hf er organization w almost intuitional 
with business men. I hit to answer the first 

n J» h I i° 8Pel | ° f m0re fact °™* has been 
preached so long and so loudly that manv 
people think that any factory - wUl fill the 
bill, not realizing that their town might be 
more prosperous if the factory rema ned 
where it was and its employes were long Ts- 
l:«nce consumers. A c ty nnv hp ra 
and amply fulfill its de^^wtn" TC" 
population of twenty-five thousand but when* 

sat." - * ■ pSiEr«v„~™ 

Overproduction in industrv i« ■ ~~ 
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LowesfTower Rates 

of any Cbmetittve City in the United States 



TN SIX, 
-L its n 
$l,25< 
cities 



ant/wat^r. o 
Voufer rdtes 



3S Angeles district has industrially increased 
:u/ed/>utput valued at $618,777,520 m 1919 to 
1 975; the largest percentage gained among all large 
igu/es.) b 

this imposing industrial structure is . . . freedom 
trite . . . efficient labor . . . dense local population 
, ig to world-wide markets, East and West abun- 
and natural gas... varied raw materials and die lowest 
any city, competitive industrially, in the United States. 

Tjke tofc&4 of a large internationally known ship buMin S corporation recently 
/adifOur/Atlantic seaboard plant fever bill for last year when we worked 
'abofa six /thousand men was over $400,000. That power bill in Los Angeles 
wmd M about $260,000 . . quite a saving in that item alone." 

/A number of Eastern manufacturers have already found\ 
a Pacific Coast plant investment in Los Angeles jus- 
tified by savings in power bills alone not to mention 
the many other favorable economic factors in production - 
costs. A confidential, detailed, specific report will be pre- 
pared for interested industrial executives. Advise us fully 
jhe construction and production schedules contemplated.; 

Bureau of power and Light 

207-209 South Broadway Los Angeles, California 
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[ Tiie Ferbkrt-Schokndorier Co. 
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lanyaetal rro4uetl Co., 
Wl Urban* JW., 
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READ what the owners of 
► this building say about 
their new Sanymctal Office 
Partitions. 

Then note these points, which 
are vital to you in the choice 
of an office partition: 

A special type and price for every 

subdividing requirement. 
Door and panel sections interchange 
able— alterations easily made. 



Pour »e pa rate runway* for wiring. 
Pit any floor space or height. 
Rcmarkahlc sound-deadening quali- 



Expert plan and erection service. 

Before you buy — investigate the t\cw Sa-ny- 
nift.il nurtitun'u. Write JOT Bullet in 7i<0. ay. 



THE SANYMETAt 
1716 Urbana Rd. 
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News of Organized Business 



By Robert L. Barnes 



QIXCE the enactment of the Webb-Pom- 
^ erene Act on April 10, 1918, various in- 
dustries have combined under its provisions 
with varying success. There are at present 
50 export associations formed under this law 
and which in 1925 did an export business of 
one hundred and sixty-five millions. (Our 
total export trade for lhat year was four bil- 
lion nine hundred and nine millions.) That 
the law has not done everything its advo- 
cates claimed for it is generally conceded, 
but it has been used successfully in some 
lines. One of these is the Walnut Export 
Sales Company, 
which (jrurL'i; 
Lamb, its manag- ~ 
ing director, de- 
scribed at the Sixth 
Foreign TradeCon- 
ference at Cleve- 
land. 

Before the war 
90 per cent of 
the walnut busi- 
ness was export. 
After the war 
both domestic 
and foreign mar- 
kets were disorgan- 
ized. The manu- 
f:iruirei\s did two 
things. First, they 
organized a cooper- 
ative campaign to 
promote sales in 
this country. Sec- 
ond, they incor- 
porated the Wal- 
nut Export Sales 
Company under 
the Webb - Pome- 

\ et. The pub- — 
licily campaign has 
proved successful. 

Production is douhlc that of prewar, with 
85 per cent being used in this country. 

Export business before the war had been 
in the hands of brokers largely on a consign- 
ment basis. This had proved very unsatis- 
factory. In fact it had been necessary that 
each mill send a man over at least once a 
year to straighten up the mess. However, 
'"'since forming the export company, things 
have changed, 1 ' according to Mr. Lamb, who 
continued: 

We put up standard grades, better than 
provided by the rule book. We established 
our own inspection service. The brokers 
found that they could depend upon our 
standards, and merchants began specifying 
"Wesco" walnut. 

We established terms of sight draft for 
100 per cent of invoice, and abolished all 
consignments. We gave "on board" bills 
of lading, so when drafts were presented 
the buyer knew that his lumber was ncar- 
ing port. We gave reliable, detailed speci- 



TT IS impossible adequately to pro- 
-I- mote the prosperity of our cities 
without the effective organization of 
business men who not only under- 
stand needs and possibilities but who 
are most competent to give direction 
to municipal effort. The develop- 
ment of the sense of civic responsi- 
bility always follows such coopera- 
tion and the gains to the community 
far exceed the mere material benefits to 
business enterprise. In the last anal- 
ysis, the soundness of our national life 
will depend upon the standards main- 
tained in our cities in which to so 
large a degree are concentrated the 
activities of our expanding popula- 
tion. — Charles Evans Hughes. 



fications that permitted sales of parcels be- 
fore the landing of goods. We required the 
names of buyers from the broker so as not 
to be misled by multiple inquiries from a 
single source. 

Instead of a dozen connections in every 
market we needed only one and could Disk 
Hie l.r-t We also passed >'1> I" lor credit 
risks and have yet to lose a dollar on this 
account. , 

With our combined strength we ha.-R 
been able to get better transportation, han- 
dling and insurance service, eliminating 
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most of the trouble of shortages and dam- 
age. 

At first we had to be content with a 
small volume of business, but we have 
built up a stabilized market. 

The organization of a Webb-Pomereue 
company, from a legal standpoint, presents 
no difficulties. 

The greatest problem is to set up the 
proper organization and 1o secure the right 
personnel. Any business organization to be 
successful must have capable executive di- 
rection, and there is nothing in the Webb 
law that provides 
this feature. A 
' successful W ebb 
corporation may 
be organized along 
the lines of a do- 
mestic company, 
but the directors 
must establish a 
policy arrived at 
from the stand- 
point of an export 
company. That 
policy should then 
be given to the 
executives to put 
into effect with the 
same power that 
they would have 
in u domestic com- 
pany. I believe it 
is also essential 
that at. least the 
chief executive of 
the export com- 
pany have access 
to any desired in- 
formation regard- 
^^ m ^^^ a ^^^^^^^ ing member com- 
" panies. If the 
member companies 
have any secrets, then the export company 
cannot transact the export business intelli- 
gently and as considerately of the problems 
of each member as the broad policy permit*. 

In our own company the records of mem- 
ber companies are open to me. As a re- 
sult our export selling is not done in igno- 
rance of the situation in production mat- 
ters. 

_ I have been asked a great many ques- 
tions about how capital stock expenses and 
business are divided so that everyone is 
satisfied. These considerations have never 
given us any trouble. The necessary' capi- 
tal to run the company depends largely 
upon the terms of sale to the trade and 
terms of payment to the mill. 

In our case, after we had determined 
upon our terms of sale we decided on a 
policy that would pay the mill when we 
got our money. This made necessary only 
a nominal capital tied up in the export 
company, leaving it with the mill in liquid 
form under inventory or bills receivable. 

When we came to dividing up the capi- 
tal stock, human nature asserted itself in 
the ancient gesture of putting both feet in 
the trough. A proposed division on the 
basis of productive capacity led to some 
rather unexpected announcements of ac- 
complished and pending enlargements. The 
division, however, was finally made on the 
basis of the record of gunstock production 
during the war. This proved acceptable, 
and subsequent experience indicated that 
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HE was a small manufacturer 
of electric dryers, who one 
day found himself without a 
source of supply for motor parts 
and windings. The people from 
whom he had been buying sud- 
denly abandoned motor manu- 
facture as an unprofitable side- 
line; they cut him _off with 
little notice and with scant 
consideration. 

But his was ■ "going" business. 
He needed motors, and he need- 
ed them quick. So he brought 
his problem to Domestic. 

Overnight, our engineers work- 
ed out a complete universal 
type motor, specially designed 
for his needs. Within 45 days 
deliveries began — -and another 
manufacturer was saved from 
business embarrassment. 





(Between 

we found 



Many appliance manufacturers, 
whose volume is small but whose 
-~.fr> r e q u i re m e n ts are highly "sp eci al", 

— : — t ^ tace what seems to be a difficult 
motor problem. Yet they need 
not accept "stock" motors that do not 
fully meet their appliance specifications; 
nor need they turn to unreliable or 
impermanent sources of supply. Perfect 
motor application with us is a creed. 
The building of lasting connections 



Dusk w Dawn 

his answer for him j 

with successful concerns is our one aim / 
in business. Manufacturers in a score 
of household, commercial and industrial 
fields are today sharing the advantages 
of experience, flexibility and close per- 
sonal contact in their dealings with an 
organization that works as a depart- 
ment of every client's business. A line 
of inquiry will bring full information 
regarding our service as applied to any 
fractional horsepower motor problem. 



THE DOMESTIC ELECTRIC COMPANY 

7209-2 5 Sc. Clair Avenue CLEVELAND, OHIO 




FRACTIONAL HOR.SEP0WE rX 

When writing to The DoMrenc Elcctiuc Company phase mention Naticn't Bruineu 
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! Sales Multiplied 
| 29 Times 

in Five Years 
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INCE 1922 the production of Celotex has 
increased from 12.000,000 square feet to 
the present annual basis of 3f)0, 000,000 feet. 



The market for Celotex is as wide as the build- 
ing market itself. Every home owner wants the 
new degree of comfort and the substantial fuel- 
saving that Celotex brings . . . and every home 
owner can afford it. 

Already Celotex has been built into more than 
119,000 homes. With tins same material thou- 
sands have been remodeled. 

These facts establish Celotex as one of our fast- 
est-growing basic industries. An ample supply of 
raw material to meet future demand is assured by 
the practically unlimited yearly supply of bagasse, 
the cane fibre from which Celotex is made. 

The production and marketing of Celotex are 
on a sound, economic basis. Many of America's 
leading business men are identified with its success. 

Complete information about Celotex may be 
secured by addressing Dept. M- 265, The Celotex 
Company, Chicago, Illiuni-. 




" (~i"rVsui-ATiM<a LUMBER 



When writing to The Celotex Counxv plmte mantion Nation'* 



this was an excellent basis for a division 
of capital stock. 

We do not. take possession of any mill 
product, until it is sold; therefore stocks 
are available for either domestic or export 
business. 

When we first organized, we deducted • 
percentage from each invoice to cover the 
overhead expense. Later, we found that 
when domestic business was brisk some 
nulls were "sold out" whenever export or- 
ders were offered. That left it up to some 
other mill to pass up attractive domestic 
business. Hike more than its share of export 
business, and pay more than its share of 
the expense. We solved that problem bv 
prorating all expenses monthly. Then the 
fellow who stepped out and sold all his 
stock in the domestic market paid his 
share of the overhead just the same. The 
system has worked beautifully. 

Our business is divided up on the basis 
of the holding of capital stock by each 
member. If a member owns 10 per cent 
of the stock he is entitled to 10 per cent 
of the business in money value. However, 
we start a new plus and minus list every 
year. Otherwise the foxv bird would ac- 
cumulate a beautiful "minus" when domes- 
tic business was good that would entitle 
him to all the export business for a while 
wlii m domestic business was slow. 

The directors once legislated to make 
each member take orders in turn, regard- 
less of his stocks, but after one or two 
squeezes this action was rescinded. Now 
it is left to the managing director, and 
with proper information we have been able 
to divide husiness fairly and at the same 
time acceptably to each mill 

One of the things that looked tremen- 
dously import, int. when wc started was the 
contract" between the export company 
and the mill. This document was long and 
intensely legal. It provided means of get- 
ting out m three years or being kicked out 
m five days. It did bind the mills to sell 
only to the export company and not to 

, A ~ tly or inllire <*ly to the export 
trade. That is about the only provision 
that we have had occasion to call to a 
member's attention. This contract was and 
is important. 

The pressure for world markets is bound 
to become terrific and in the Webb-Pome- 
rene Act, American industries are given an 
opportunity to meet the highly organized 
industries of other nations on a more 
nearly equal footing. 

Trade Lexicography 
^~\RC:a\IZED advertising by entire indus- 
w tries is a phase of the inter-industrial 
competition which has developed so rapidlv 
in the past decade. 

Cooperative advertising definitely entered 
the million-dollar class when the laundrv 
owners decided to spend four million in a 
national campaign during the next four years, 
other trade associations have been spending 
trom thirty thousand to three hundred thou- 
sand dollars a year with the lumber and con- 
crete industries expending approximately 
half a million. 

A few days after the announcement of the 
laundry owners' campaign the photographers 
decided to spend two million dollarsin the 
next four years. They plan "to lead the gen- 
eral public to a better appreciation of the 
line art of the profession of photography." 

to cet the lull value of such association 
advertising it is necessary to supplement it 
individual advertising and merchandis- 
! n 8- . The return on cooperative advertis- 
ing is directly proportionate to the strength 
ot its tie-up with the member's individual 
efforts, according to O. H. Cheney. Trade 

Butinen 
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The Development Service of 
Southern Railway System, 
Washington, D. C, -will 
gladly aid in securing in- 
dustrial locations, farms 
and home sites in the South. 




Woodland Wealth 

A soft green mantle of great forests clothes the rugged backbone of the 
Appalachian Range and the coastal plains of the South. Almost one-half of 
the nation's lumber supply is furnished by the South. 

The South values her trees among her most precious possessions. No longer 
do men slash away whole forests here, with no thought of the morrow. The 
Southern States and Southern lumber companies are cooperating to carry out 
not only conservation policies but also reforestation programs. 

The value of Southern forest products and the output of the Southern wood- 
working industries total more than $800,000,000 yearly. And each year the 
Southern lumber industries find an ever widening demand for their products. 

Timber is one of the South's great natural resources. But this rich heritage 
is being conserved and developed for future generations as well as contributing 
its share to present prosperity. 



s 



The Southern Railway System is conducting forestry work atone its lines in 
Southern Carolina on a tract of 19,000 acre*, inhcrired from the days of wood- 
purning locomotives. It is demonstrating that the adoption of modern methods 
of forestry and reforestation pays both large and small owners of timber tracts. 

OUTKLERN 



RAILWAY 



SYSTEM 



H E 



SOUTHER 



N SERVES TH 

When writing to Southern Rmlwat Ststem plane mention Nation; Bu*i„ci, 
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He never quits, nor gets discour- 
aged, finds nobody "in confer- 
ence," misses no trains, wastes no 
time. 

He can travel anywhere in the 
United States for two or three 
cents per call. Can make thous- 
ands of effective calls a day, cover 
the country in a week. 

He cooperates unselfishly — helps 
other salesmen — tells them what 
to say — follows up customers- 
creates leads. 

You can control him absolutely — 
make him what you want him to 
be — impart to him your own 
ability. 

Don't overlook this salesman. 
You can use him with profit. He 
can add tremendous creative drive 
and power to your selling. You 
already know his name — Direct 
Mail Advertising. 

Good art work and cuts, good 
printing, and good paper, special- 
ly surfaced to give fine printing 
quality — these are the essentials. 




That the finest coated paper comes 
from Cantine's is shown by the 
fact that the Cantine Mills today 
coat more paper than any other 
company. 

Book of samples and name of near- 
est distributor upon request. Ad- 
dress Dept. 456. 

The Martin Cantine Company 
Saugertics, N. Y. 

Nop York Office, 501 Fiitii Avenue 



Nom — To compete for the famous 
Martin Content awards for skill in 
< advertising or printing, send to tht 
Martin Can tint Company samp Ut of 
all work you product on any Catiline 
paper. 
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Canting 



Can fold 



ASHOKAN 



Esopus 



Velvetone 



LithoCIS 



IF 



you are not already a NATION'S 
BUSINESS subscriber send in this 
handy coupon. 



To the U. S. Chamber of Commerce 
Washington. D. C. 

Send me Nation's Business, your official monthly publication, 
beginning with the June number. Bill me later for $7-5° 
tor the three year term-subscription (OR: I enclose remittance 
with (his coupon). 

Name 



Address 

ClTV AND STATE- 
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associations of ail classes are considering its 
possibilities. 

For instance, the Texas Cotton-Seed Crush- 
ers' Association is starting a campaign in the 
farm press to sell the farmers more cotton- 
seed meal for use in their cattle food. And 
from Cincinnati there emanates a new na- 
tional slogan: "Clothes Do Help You Win— 
Dry Clean Them Oftener." 

It might be mentioned that the paint and 
varnish industries claim that their well-known 
slogan, "Save the Surface and You Save All." 
is worth $7,000,000. or a million dollars a 
word. 

Croup competition is back of the campaign 
of the Institute of American Meat Packers 
to find a larger place in the consumer's stom- 
ach. The Institute is undertaking a stuuy 
of its product, its source, its food value, pro- 
duction methods, and preparation for final 
use. 

* * * 

In 1907 the National Varnish Manufac- 
turers' Association voted for national legis- 
lation to suppress "graft." When the Fed- 
eral Trade Commission began in 1917 to take 
cognizance of the evil, the association adopted 
and individually signed an agreement lo sup- 
press it and secured the adoption of an iden- 
tical agreement by the Paint Manufacturers' 
Association. Both associations made signa- 
ture of this agreement a condition of "mem- 
bership. Shortly thereafter both associations 
established in Washington an Unfair Compe- 
tition Bureau with the duty of cooperating 
with the Federal Trade Commission in the 
suppression of unfair trade practices, includ- 




ing graft," misbranding, etc This bureau 
is charged to "hew to the line, let the chips 
lad where they muv." The two mentioned 
associations consolidated in October, 1925. 
and formed the American Paint and Varnish 
Manufacturers' Association. 
Intelligent cooperative action resulted in 

20 per cent more zinc in 1925 than 
m 1924. During the war munitions demands 

raised the price of zinc and resulted in paint 
invading the zinc market. After the war cut- 
itiroat competition resulted in reducing the 
j ° f zifl0 mating to a point where it 
tasted no longer than painted sheets. Here 
was a zmc market slipping away, so to stop 
the loss the American Zinc Institute cooper- 
ated with "the Sectional Committee on Speci- 
tuatioiw for Zinc Coating of Iron and Steel 
under the rules of procedure of the American 
engineering Standards Committee and the 
sponsorship of the American Society for Test- 
ing Materials." How important 'this ph» se 
'ho new competition is is well shown oy 
be statement of a member of the committee 
"ift substitutes for zinc-coated iron and steel 
LTj'T'y roping 1.000.000 tons of iron 
more limn 100.000 



m steel sheets, requiring 
tons of zinc for protective 



e purposes. 



WhtK tenting to Tin Miiiti.v Cantixe Company pie. 



J v * 

WW is the oldest trade association? 
American Paper and Pulp Association cele- 
' - ,H I'ln-th anmv.T^rv litis veal. Tlw< 
association ls undoing un intensive studv 
°< loreign markets and the increasing use 01 
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paper and pulp products; an investigation of 
the pulpwood situation in New York and the 
Now England States; the employment of ft 
competent engineer to continue the coopera- 
tion with individual states in the solution o( 
the stream purification problem and other 
common engineering problems. 

* * * 

Another cause of friction between buyer 
and seller should be eliminated by the gen- 
eral adoption of the report of the Raw Silk 
Classification Committee of the Silk Associa- 
tion of America. The report was undertaken 
in order to "advance the standards of testing 
and to propose a uniform, definite classifica- 
tion" of stream filature raw silk. The work 
of the committee is based upon a large 
amount of experimentation by laboratories 
and upon many thousands of tests covering 
tlie entire range of quality available on the 
New York market . Part I of the report deals 
with definitions of defects — its purpose is to 
standardize by description and illustration 
the names and terms used for various de- 
fects. Part II represents, in the opinion of 
the committee, the best current laboratory 
practice in methods, of testing. It furnishes 
accurate information upon the methods by 
which the characteristics of raw silk should 
be tested to determine the grading according 
to R. S. C. classifications. Part III is the 
R. S. C. classification. It is a technical pub- 
lication and one that will undoubtedly have 
a widespread and beneficial effect on business 
relations in the silk trade. 

Parking and the Retail Store 

OF PARTICULAR interest are some re- 
marks on parking made by W. M. 
Jacoby, secretary of the Retail Merchants' 
Association of Pittshureh, before the Nutiowil 
Association of Retail Secretaries. Of par- 
ticular interest because they deal with the 
locating of responsibility and the general ten- 
dency to shirk by passing it to some govern- 
mental agency. 

Stores in the congested shopping area in 
any city should not, in my opinion, make 
a privileged class of their automobile cus- 
tomers by providing storage places for 
their cars. It is also a grave question in 
my mind as to whether it is a proper 
municipal function, either. It would seem 
that the erection of private parking ga- 
rages, where motor car owners pay for their 
own service, is the correct solution of the 
parking problem. 

The majority of the customers of all of 
our stores are not motor car customers. 
It is conservatively estimated, in the city 
of Pittsburgh, not more than 20 per cent 
of those persons who come into the down- 
town district every day to do their shop- 
ping ride in motor cars. The other 80 per 
cent are street car and motor bus custom- 
ers. In spite of their greatest number, no 
special privileges are given them. 

It is very hard to calculate the amount 
of additional expense to which cities have 
been put by reason of the growth of the 
motor car, but it is enormous, and L for 
one, do not recommend that the real es- 
tate of cities be still further taxed to 
provide accommodations and facilities for 
automobiles. 

With growing congestion in the down- 
town areas in most cities, the time seems 
to be approaching when passenger motor 
cars will be entirely excluded therefrom. 
A plan is under study in Pittsburgh at the 
present time to stop individual ears at tin.' 
edge of the congested area where private 
parking garages have been provided, and 
to furnish a motor bus service throughout 
the downtown district. The buses will take 
up about us much street room as two ordi- 




Keep Cool this Summer 
under a Cork Insulated Roof 

JUST as surely as summer arrives and the blazing 
sun beats on uninsulated roofs, top floors will be 
oppressively hot, working conditions will be uncom- 
fortable and employees' efficiency will be lowered. 

Insulate your roof with Armstrong's Corkboard and 
enjoy the comfort of cooler top floors. There is no 
better time to insulate than now. Armstrong's Cork- 
board can be laid directly over the old roofing material, 
forming a perfect base for the new roofing. The result 
is a permanently satisfactory roof, heat-tight as well 
as weather-tight. 

A roof insulated with Armstrong's Corkboard will 
protect top floors from winter's cold as well as sum- 
mer's heat, insuring year-round comfort. And the 
saving in fuel will be sufficient to repay the cost of 
insulation in a very few years. 

Two interesting books giving complete facts about 
Armstrong's Corkboard have been published for your 
information. They will be sent free on application 
Write for "The Insulation of Roofs with Armstrong's 
Corkboard," and "The Insulation of Roofs to Prevent 
Condensation." Address Armstrong Cork & Insu- 
lation Company, 19S Twenty-fourth Street, Pitts- 
burgh, Pa. Branches in the Principal Cities. 

Armstrong's 

Lorkboard Insulation 

for the Roofs of All Kinds of Buildines 



When vrritin, to A*u„ mlla Co« A Insula™* Co*«»t *m Mj^ Bu , {nen 
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looresi 

VISIBLE 
LOOSE LEAF 
RECORDS 



Index lumcj, numbers or 
8ubiect« always VISIBI-E 
on overlapping margins. 



WRITE for Moore's Books on Loose-Leaf equip- 
mcnt — either standard systems or the new VISI- 
BLE. Books give prices of binders, sheets and 
indexes. Illustrated with specimen forms sug- 
gesting uses in your business. 

FREE if requested on business stationery 

JOHN C. MOORE CORPORATION 

Since l8jn. m/rl. of Ioom-Icu/ and bouviJ recordkeeping device* 

4048 STONE STREET, ROCHESTER, N Y. 



Associated Gas and Electric 

System 

Founded in 1852 

2,3,000 Customer ^Investors 

Over 37,000 persons have invested in Associated securities, of whom 23,000 
are customers and employees. This represents a growth from less than 1,000 
shareholders in 1919 to the present number. 

Customer-ownership, fostered and developed by public utilities, has grown to 
such proportions that it has given a new meaning to "public" in public utility. 

Public Utility Management Has Two Responsibilities 

Not only do the utilities serve the public but they are in a large measure owned 
by it. This in turn has added a new responsibility to management. It must 
provide 

Adequate service to its customers 
Sound securities to its investors 



Customer-ownership is helping slowly to revolutionize the investing and savings 
habits of thousands of persons. It offers sound securities with good yields 
which customers may purchase on a partial payment plan. 

The management of the Associated Gas and Electric Company is fully aware 
of this double responsibility to its public in providing dependable service and 
sound securities. 

Associated Gas and Electric Company 

Incorporated in 1906 
Write far our Illustrated Tear Boo\ ">(" 

Associated Gas and Electric Securities Company 

61 Broadway New York 




nary motor pars ami will accommodate 30 
persons instead of one or two at most, on 
the average, of motor cars. 

Consideration of special privileges for 
motor car patrons brings to mind other 
special privileges granted by department 
stores. The cash customer pays the same 
price for merchandise aa the charge cus- 
tomer who takes thirty to sixty days to pay 
his bill. In many cities no interest is 
charged on deferred payments and such 
customers gain a sixty to one hundred and 
twenty day advantage over cash customers 
and an advantage of about half this period 
over charge customers. The customer who 
carries his purchase home pays the same 
price for it as the one who has the same 
article sent home in a store truck. These 
seem to be unfair distinctions which some 
day, perhaps, must be adjusted in some 
manner. 

NACOS and the Bonus 

AN EDITORIAL in the house organ of 
f% the National Association of Commercial 
Organization Secretaries attacks the giving of 
bonuses for the location of industries in these 
words: • 

Time was when it seemed altogether 
proper and necessury to present a bonus in 
some form or other to induce an industry 
to locate in any particular city. But to- 
day many chambers of commerce operate 
on a rigid policy of no bonus, while others 
seem committed in principle to this policy 
and yet find its operation difficult. There 
is no doubt, however, that the trend is 
toward the abolishment of the bonus in 
industrial promotion. 

It seems that some industries themselves 
do not favor the bonus, for we Irani from 




an eastern chamber of commerce that it 
has secured a well-established financially 
*"'ind industry without a bonus or without 
payment of any kind, although the indus- 
try had been offered WOO 000 to locate in 
another town. 

If an industry is to succeed, the location 
of its plant miiot K» „„ ,,!•„.., iiv con- 



, must be as scientifically c° n " 

sidered us the other factors which deter- 
mine the success 0 
prise. 



failure of the enter- 



HVicn writing to Jmix C. MnoM Cownunnic and Associated Gas axb Eiscmic Compact 



Extending Sales to Foreign Markets 

A CONTINUOUS stream of requests from 
* * producers, manufacturers and merchants 
is being received by the Foreign Commerce 
Oepartrnent of the National Chamber an' 1 
various other foreign trade agencies as to 
the possibilities of doing export business. M» 
M to the organization and methods required 
to carry it on. "Doing Export Business >* 
a publication issued by the Foreign Com 
merce Department aimed to answer these 
questions. I n the introduction to the book. 
< immm-y I). Snow, manager of the depart- 
ment, writes: 

Exp 0rt markets are providing profitable 
business for a large number of our ntf»" 
Df, rs in all parts of the country and 10 !l 
variety of lines. To the member just en- 
tering tl ie export field there is much iisefi" 
information available from the experience 

P,aue """"'■<•" iMWi Bb.,W« 
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of other American concerns that have 
built up successful trade abroad. 

This class of business is similar in its 
main outlines to domestic business, and 
for the most, part, only the special features 
of difference are referred to here. Master- 
ing the special requirements of export trade 
has not been found a difficult tusk by those 
who have set about it seriously. 

Size, large or small, location, inland or at 
the seaboard, have less to do with the answer 
to the question "Who can export?" than do 
the merits of the product, the industrial ef- 
ficiency, and the merchandising ability and 
resourcefulness and soundness of the policies 
and practices of the concerns in question. 

The book covers such questions as Survey- 
ing the export field, establishing an export 
department, its relation to the plant, its or- 
ganization, etc.; promoting sales; filling or- 
ders, shipping requirements, legal formalities, 
iianking procedure, etc. 

Fruitless Detail 

NO PHASE of cost accounting has inter- 
ested industrial executives and their ac- 
countants more than that of the treatment 
of manufacturing overhead. To satisfy this 
1 merest countless books and articles have 
been written on the subject. Not only is this 
literature voluminous but also it is far reach- 
ing in its recommendations and minutely 
detailed in its descriptions. Where lies, un- 
der these conditions, the need for anything 
further? 

However, one letter recently received by 
the Department of Manufacture of the Nu- 
tinn;i] Chamber is typical of many 1 hut. have 
come in worth quoting: 

We are getting so clogged up with theo- 
ries and details in our cost literature that 
we are losing the advice and support of 
many able accountants who really have 
not had time to engage in discussions of 
side issues and details. They feel, and 
rightly, I think, that the cost, man's imagi- 
nation is running away with him and be 
is accordingly erecting innumerable objec- 
tions and com plicat ions — if's and but's — 
which really do not exist if he first masters 
the fundamentals and then applies the de- 
tails in conformity with them. 

The correction of this condition requires, 
according to the department's correspondents, 
a concise, logical treatment of the funda- 
mentals of accounting for manufacturing 
overhead and the department has prepared 
such a study. This pamphlet, "The Evolu- 
tion of Overhead Accounting," does not pre- 
- lit the theories of the Department of Manu- 
facture but rather is based on the experience 
of industrial executives and accountants m 
various lines of industry, in various parts of 
the country. 

Interested in Local Politics 

I N THE February issue of Nation's Bvsi- 
1 xess, Frank Kent pointed out that as a 
general rule business men are not interested 
in politics though they affect, them vitally 
Therefore it was with particular interest that 
we read what, the Iowa City, Iowa, Chamber 
of Commerce is doing to interest its members 
and the local community in what its local 
officials were doing. Of course, the interest 
must extend further than merely listening to 
speeches but such attention is the basis for 
further study of political problems. The low . 
City Chamber bulletin reads as follows: 

When Iowa installs a new governor the 
Capitol City is ablaze of glory, and the 
pomp and grandeur of the inaugural cere- 
monies are long remembered. The new of- 
ficers pledge allegiance to the state, and 




If not made by 
Felt & Tarrant 
it's not a 
Comptometer 



Only the Comp- 
tometer Hat the 
Controlled-key 
safeguard 



Demand Proof 



(T^he Comptometer, with a trained operator, will do 
N-f more figure work at less cost than any other 
combination. 

Even if you have no more than two or three hours 
of figure work, still the Comptometer, with a trained 
operator devoting part time to other clerical work, will 
likewise handle the combined jobs at less cost than 
any other combination. 

To make the combination effective, we maintain over 
100 Comptometer Schools from which we supplied last 
year to employers, without charge, 21,702 trained 
operators. 

Challenge the nearest Comptometer man to prove 
these claims by actual performance on portions of 
every day work in your own office. No expense, no ob- 
ligation. If not in your phone book under Felt & 
Tarrant, write us direct. 

FELT & TARRANT MFG. CO. 
1712 N. Paulina Street 
CHICAGO 



CONTROLLED KEY 




ADO/NGAND CALCULATING MACHINE 



When mtiikt to Felt .t Turnup Mr,,. Co. pl e0 « mention X.tion; Bw.Wm 
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iA ^Message to business zJkCen 

WHEN you need money to carry on 
the legitimate development of your 
business, your local bank helps you. It is 
their business to lend you money. 

But with growth there usually comes a time 
when you need the advice and co-operation of 
an investment banker, one who has had ex- 
perience in underwriting and distributing 
securities. 

Our services are always at the disposal of 
executives of well-established and sound 
American Corporations. 

t^filtirrss your communications to our 
Nea' 7'erk Office: 42 Broadway 

HORNBLOWER & WEEKS 

EiTABLiinro 1888 

BOSTON NEW YORK CHICAGO CLEVELAND 

DETROIT PROVIDENCE PORTLAND, ME. PITTSBURGH 




CHOOSE 




NOW- 

and obtain the 
better way to make, 
use and preserve 
your records. 
Send for Catalog* 

Kalamazoo Loose Leaf Binder Co. 

'"'"'""I KjUnu/i.... Mich.. »n<l Loi Angelcv I Jl.l 
Offices in Principal Cities 
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the thousands who attend pledge loyalty 
to the new administration. 

Is it not just as important to Iowa City 
and Johnson County that we have honest, 
callable and loyal local officials as that 
the same high standard be reflected by the 
officials of the state? Then are not these 
city and county officials, who mold our 
policies, interpret our laws and handle our 
finance, entitled to the same consideration? 
Are they not entitled to some kind of recog- 
nition and to our loyalty and cooperation? 

Coming Business Conventions 
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These 11 



O C IS A N 



MILLION PEOPLE 

of the Pacific Coast region can be 



SERVED MOST QUICKLY... MOST ECONOMICALLY 



from OAKLAND 



Oakland's central location 
enables this city to serve the 
entire Pacific Coast market of 1 1 
million people more quickly . . . 
more advantageously than can 
any other great industrial city. 

And Oakland sits on the edge of 
San Francisco Bay at the very 
gateway to the rich Oriental and 
transpacific markets. 



This city is the logical site for 
Pacific Coast factory 'branches or 
warehouses. Why else was it 
chosen by such industries as Gen' 
eral Motors, Durant Motors, 
General Electric, Shredded 
Wheat, U. S. Light and Heat 
Corp., Westinghouse, Hyatt 
Bearings .... and numerous other 
great national industries. 



fl[ Send for a copy of "Industrial Oakland". Or let us prepare a 
special technical report for your particular industry. «o 

Industrial Department, Oakland Chamber of Commerce 




This advertisement of Oakland and Alameda 
County — 'the West's fastest growing irj. 
dustrial district— is produced co-operatively 
by the Oakland Chamber of Commerce and 
the Alameda County Board of Supervisors. 




Ask 
for it! 



OAKLAND CALIFORNIA 

6,7 "Industrial Capital of the West 
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L to Protect Your Business 




Blaw-Knox Standard Buildings 

Lowest Cost Per Year / 



The uninterrupted continuation of your business 
depends upon whether or not your buildings are 
absolutely firesafe. 

It has been demonstrated that in many instances 
the savings in insurance alone are great enough 
to offset, in a few years, the original cost of a 
Blaw-Knox Standard Steel Building. In all 
building there is a decided saving in insurance 
where the Blaw-Knox Firesafe All-Steel Roof 
supplants wood construction of any character. 

For instance, C. H. Braun 6C Sons of Baltimore, 

dealers in oils and greases, say — 

"—since we have had the Blaw-Knox Build- 
ing Type B-B erected, our insurance rates 
have-been reduced from #4.75 per hundred 
to #1.00 per hundred, which is quite a 
saving to us. 

Wc are more than satisfied with the 
above building." 

The Fairfield Manufacturing Company of La- 
fayette, Indiana, shows a remarkable insurance 
saving, and says — 

"We are now carrying #100,000 insurance 
on our building at a cost of £1440 per 
year. We arc putting up one of your new 
buildings and have a promise that the in- 
surance will cost #60 per year for $ 100,000 
on building and contents. 
We will save #1380." 

The insurance saving justifies your selection of 
a Blaw-Knox Standard Building for the struc- 
ture you plan to build. 

Blaw-Knox Standard Buildings are widely used 
for Machine Shops, Warehouses, Weaving Mills 
— wherever one-story construction is required. 
They are weathertight. They are quickly and 
easily erected, under our supervision, if desired. 

BLAW-KNOX COMPANY 

632 Farmers Bank Bldg., Pittsburgh, Pa. 

Naw York: 30 E. 42nd St. Detroit: Lincoln Building 

Chicago; People* Gas Building Buffalo: Genesee Building 

Baltimore: Bayard and Warner Sis. 

Birmingham : Brown-Marx Building 

Cleveland: 316 Union Building 

Philadelphia: 60-1 The Colonial Trust Bldg. 




Whan writinn to Duw-Kmi Commny pleaie mention Notion; Bu,in 
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Government Aids 
to Business 

Reports of tavernmeut tests, iuveslif aliens 
and researches included in this department are 
avmlable (for pun has* or lr„ distribution) 
ntity when a definite statement to that effect 
U made. When publications are obtainable 
the till* or serial number, the source, and the 
Purchase price are included in the item. We 
nil be /lad to furnish them to our readers at 
me price the Government charges. 

Particularly opportune is the publication 
by the Department of Commerce of a new 
commercial and industrial handbook on 
China. The publication 

Study of Trade is the result of the work 

and Industry in of Julean Arnold, Ameri- 
China Issued can commercial attache" 
at Peking, who has spent 
twenty years in China. 

In preparing the handbook, Mr. Arnold had 
the cooperation of all American consular of- 
fT 3 'j the Chinese Republic, who also con- 
tributed sections on their respective consular 
districts. Special articles on transportation, 
nnnnce, advertising, and sanitation are in- 
cluded m the volume. There is also a section 
thai .l.-nls wiili die incorporation of American 
firms m China under the China Trade Act. 

Americans are especial] v interested in 
^hma, according to the foreword in the 
handbook, '"not only because of the friendly 
relations that have uniformly existed between 
he two peoples from their earliest contact 
but because their commercial intercourse dur- 
ing the last decade has developed almost un- 
precedentedly and the future seems to prom- 
ise an even greater measure of economic rela- 
tions between them. China, next to Japan, 
is our best Asiatic customer and one of our 
l " r '' , | " 0j " "«uv* of tho*. raw materials whit* 
we nave been unable to produce ourselves 
such as raw silk, tea, and wood oil." 

Tub Aeronautics Branch of the Depart- 
. ! '" "t of Commerce has recently issued a 
Hade Directory. P ar t I lists dealers in aere- 
p plane commodities, such 

Air Kegulation as accessories, camera 
T 'T'rV? ISSUM aml Photographic sup- 

irade Directory plies, clothing, engine 
. manufacturers, metals, 
equipment, parachutes, sirens, etc. 
i ne tut is only tentative and additions are 

\ «eil. Part H deals with aeronautical ac- 
"„ ■ Sllch as "erial advertising, consulting 
Lugmeers, dusting, instruction, insurance, 
nwppmg and survey, service and repair, and 
other types of dealers 

Another of this branch's publications is on 
the inspection sen-ice, listing inspecting physi- 
cians and dealing with other inspection mat- 

Ti, J' C, ' nsiag of pilots. 
,v A, aurpau of Standards is experimenting 
with various radio equipment for aeroplanes, 
t ne Jlureau has two aeroplanes on which the 
te*ts are being conducted. 

"If you cannot apply simplification to 

K, ^ gS fX OU , Se 1 11 ' th ™ a PP'y »t to things you 
buy. Don t buy U varieties of bolts if by 

, e , study you can make 1 

15 T r y P es for W kind of bolt satisfy the 

Tvn»T 8 ?elr 15 uses -" The ho tel 
ype Ior 15 Uses manager who made this 
«_-, . . statement reduced his 

cost of items simplified 20 per cent below 
"i'-'ir .onncr cost, released $350,000 from for- 
nitr inventories and saved $100,000 a year, 
■■uording to the Division of Simplified Prac- 
tice, adding: 

Many companies have just completed 
heir annual inventories. Now is a good 
time to study the possibilities for their re- 
duction through simplification. The sav- 
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ings through release of otherwise idle in- 
ventory investment are usually great 
enough to make such study very profitable. 
The ideal situation exists when all the in- 
ventory is in process or in transit — in other 
words, "on the move." Simplification af- 
fords an easy approach to this ideal, for it 
is based on the elimination of excessive or 
Mipi rJluou- v ariety — the chief source of idli 
investment and heavy costs of inventory 
maintenance. 
The Division is conducting many activities 
among which are the work on metal spools 
and reels, different parts of automobiles, end- 
matching of softwood lumber, wood distilla- 
tion, containers, and flashJights. 

A Primer of Simplified Practice has been 
issued by the Division. The publication has 
been issued to answer the increasing demands 
for information about the work, what it pro- 
poses and what it lias done. Copies of the 
primer will be sent to those interested upon 
application. 

ThOT-GH BRICK MASONRY IS OUe of the oldest 

recorded types of construction, there have 
been practically no data upon which to erect 
standards. This lack of 

Brick Masonry fundamental knowledge 
Tested to Set is probably largely re- 
Up Standards sponsible for the present 
unsatisfactory state of 
specification writing as applied to brick and 
the wide variation in building code require- 
ments concerning brick masonry. 

To remedy this lack the Bureau of Stand- 
ards, in cooperation with the Common Brick 
Manufacturers Association of America, last 
year conducted a series of tests on brick ma- 
sonry. The report may be divided into two 
parts. The first part consists of an investiga 
tion of individual bricks. The bricks were of 
four types of commercial production and are 
believed to be typical. Already the in forma 
tion gained from the results of these tests has 
been used in standardization work. 

The second part of the report consists of 
investigation into construction and test of 
walls. The program consisted of tests on 153 
walla divided into four series. The variables 
consisted of two types of workmanship, four 
kinds of clay brick, three kinds of mortar, 
and different types of construction covering 
the 8- and 12-inch solid walls and the various 
8- and 12-ineh hollow walls. 

The investigation is not as yet complete, 
but same of the most obvious and general 
conclusions are available in Bureau of Stand- 
ards, Technical Bulletin 118. 

Thbiie will soon be published by the Bu- 
reau of Standards a new compilation of laws 
of all the states, territories, insular posses- 
sions, and of the Federal 

Compilation of Government of the 
Laws on Weights United States in regard 

And Measures to weights and measures. 

This publication should 
oe very useful to manufacturers and shippers 
of package goods in interstate commerce, 
manufacturers of weights and measures ap- 
paratus, weights and measures officials and 
others concerned with law enforcement, 
Weighing and inspection bureaus, railroad and 
other officials concerned with weights and 
measures, lawyers, and reference libraries, etc. 

It is estimated that the finished work will 
contain 1,000 pages or more and will be sold 
oy the Government Printing Office at the 
usual nominal charge for government publica- 
tions, which is intended to cover only the ac- 
tual cost of puper, presswork, and hinding. 

It is proposed to print only one edition, 
limited to meet the immediate demands, and 
those desiring to obtain a copy should make 
their wants known at once. Please do so by 
writing to the Bureau of Standard*, Division 



To officers of 
corporations 

The Equitable acts 
in thefollowingcor- 
porate trust capaci- 
ties: 

1. As trustee under 
mortgages and deeds of 
trust, securing bonds of 
railroad, public utility 
and industrial corpora- 
tions. 

2. As transfer agent and 
registrar of stock. (/« 
the transfer of even a 
single share of stock there 
are thirty-five separate 
steps. Each one of them 
is vital to a proper trans- 
fer; if a single error is 
made confusion, loss of 
time and expense will re- 
sult.) 

3. As depositary under 
protective agreements 
or under plans of reor- 
ganization of railroad, 
public utility and in- 
dustrial corporations. 

4. As agent and deposi- 
tary for voting trustees. 

5. As assignee or re- 
ceiver for corporations 
under acti on for the pro- 
tection of creditors. 

6. As fiscal agent for 
the payment of bonds, 
and coupons of states, 
municipalities and cor- 
porations. 

Without incurring 
any obligation, con- 
sult the nearest 
office of The Equi- 
table with regard to 
any of the services 
rendered by our 
Corporate Trust 
Department. 




Before 
you incorporate 

Remember that it takes years of 
special training and experience to 
organize and conduct a trustworthy 
department which can properly han- 
dle the intricate detail involved in 
dividend disbursements, stock regis- 
trations and transfers, and other 
corporate financial matters. 

By appointing The Equitable trans- 
fer agent you assure yourself of the 
proper execution of this phase of your 
business, and effect a real economy 
in office overhead. Read the column 
at the left . . . then send for our 
booklet, The Equitable Trust Company 
of New York, Transfer Agent. 



the equitable 
Trust Company 

OF NEW YORK 
37 WALL STREET 

MADISON AVE. u 4Sth STRKET 
MADISON AVE. ai fflth STREET 
247 BROADWAY 

DISTRICT REPRESENTATIVES 
Pmiladklphia: Chicago: 

Packard Bu.ldm* "B South La Salle St 

Baltimore: San Francisco: 

Key»cr Building Financial Center Bmldini 

Calvert and Rcdwoud Stt ATLANTA . H i n ". .. 
,„.„.„„ ATLANTA: Hcalcy Bu.ldin* 

LONDON • PARJS . MEXlcoCJTY 

Total resources more than 1475,000,000 



6> T. C../W.r.,/g»7 
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Lands of Charm 

Across the Pacific 

The old world of the Orient is a new wotld of adven- 
ture for you. Go now to these ancient and fascinating 
lands of the Far East. 

You may visit Honolulu, Yokohama, Kobe, Shang- 
hai, Hong Kong and Manila. Or go direct to Japan 
from Seattle. 

Plan to make the complete trip. Visit all of these in- 
teresting ports and countries. No other lands in the 
world oiler the traveler so much of adventure and 
romance. 

Japan is a miracle of scenic loveliness and modern 
progrcssiveness. Great cities, snow-clad mountains, 
terraced gardens, a joyous people. 

China, most ancient in civilization, is a storehouse 
of treasure. See the quaint river life. — junks, sampans, 
bumboats swarming beneath your steamer's bow. 

Manila at the crossroads of the Pacific, a cosmopolitan city; 
Baguio, tropical mountain resort, a short day's journey distant 
Great President Liners take you in perfect comfort. Pleasant 
public rooms. Spacious decks. Airy staterooms. A cuisine ap- 
provedbythemostcriticalof world travelers. Liberal stopovers 
at any port. Tickets interchangeable between the two lines. 

An American Mail Liner sails every fourteen days from 
Seattle for Japan, China and Manila. 

There is a Dollar Liner sailing every week from Los Angeles 
and San Francisco for the Orient [via Honolulu] and Round 
the World. Fortnightly sailings from Boston and New York 
for the Orient via Havana, Panama and California. 

And fortnightly sailings from Naples, Genoa and Marseilles 
for Boston and New York. 
For complete information communicate with any ticket or tourist agent or 

American Mail Line 

Admiral Oriental Line 

Dollar Steamship Line 



3 2 Broadway Ne w York 

604 Fifth Ave New York 

25 Broadway New York 

177 State Street Boston. Mas!. 

Robert Dollar Building . San Francisco. Calif. 



1 12 West Adams Street . . . Chicago, III. 

101 Bourse BIdg Philade phia. Pa. 

514 West Sixth St Los Angeles, Calif. 

Dime Bank Building Detroit. Mich. 

1519 Railroad Ave .,So Seattle, Wash. 



of Weights and Measures, Washington, D. C. 
You will be notified when the book will he 
ready and the price at which it may be 
had. Every effort will lie made to supply all 
persons making such requests, 

Drnixc the last raw TEARS the protein 
content of wheat has become increasingly im- 
portant in determining the price paid for any 

particular grade. To de- 
Testing Wheat 1 ermine how close differ- 
To Find Its ent laboratories should 
Protein Content be able to report results 

of protein tests on the 
same sample of wheat, the methods and tech- 
nique used in making protein tests were 
studied in mill laboratories, commercial pro- 
tein-testing laboratories, and grain inspection 
department laboratories in the central north- 
west and southwest. The results of this sur- 
vey form a part of a bulletin entitled "Test- 
ing Wheat for Protein with a Recommended 
Method for Making t ho Test," as well as the 
report of an exhaustive laboratory study re- 
lating to the value of many outstanding 
methods and technique used by different 
protein-testing laboratories. 

A standard met hot! for making protein 
tests is described. Recommendations are 
given for eliminating sources of error, so that 
concordant results between different labora- 
tories can be obtained. Additional copies of 
Department of Agriculture Bulletin MOO may 
be had from the Government Printing Office 
at a cost of five cents a copy. 

Retail Store Problems is the title of n 
new publication of the Domestic Commerce 
Division of the Bureau of Foreign anil Do- 
mestic Commerce. Eight 
Factors in different subjeets are dis- 
Successful cussed. This information 
Retailing is based on interviews 
with store executives, on 
trade contacts, and on questionnaires sent to 
stores of all kinds and sizes. Previous edi- 
tions of 160,000 copies of the separate studies 
have been exhausted. The publication is an 
opportunity to get these eight studies com- 
bined into one book. 

The eight studies include : measuring a re- 
tail market, etore location, store planning, 
budgetary control in retail store manage- 
ment, education of a sales force, cooperative 
retail advertising, department leasing in re- 
tail stores, and vehicular traffic congestion 
and retail business. 

Copies of this publication, Retail Store 
Problems. Domestic Commerce Series No. 9, 
may be obtained from the Superintendent of 
Documents, Government Printing Office, 
Washington, D. C, for twenty cents a copy. 

Occasional cottonseed dust, explosions have 
been regarded us unavoidable accidents up 
to the present This was due to the fact 

that they were largely 
Cottonseed Dust local, expending their 
Explosions to force in the vicinity of 
Be Investigated the machine where they 

initially occurred. But 
last year, after the lar^e cold-press cotton- 
seed-oil mill at Memphis, Tenn., was de- 
stroyed with property damage of over a 
quarter of a million dollars und a human 
loss of t killed and 12 injured, the cotton- 
seed mills became interested in the Depart- 
ment of Agriculture's work on the prevention 
of dust explosions and fires. As a result the 
Bureau of Chemistry sent W. A, Noel to the 
main industrial points of the south for in- 
vestigations, conferences and meetings on the 
subject of dust explosions. 

The National Chamber arranged his itin- 
erary, and the officers of the Cottonseed 
Cru.-hers' Association in each state cooper- 
ated to secure the most benefits from the 
trip. 
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The Handbook of Illustrated Letters 



The Elbow Companion 
for Men Who Plan 
Direct Mail Matter and 
Dealer Help Material 



Facts Taken from a Study 
of Over 
300 Letter Campaigns 
Are Condensed 
Into 32 Pages 



HAVE you ever checked the 
pulling power of illus- 
trated letters as compared 
with the usual sales letter? One 
mail-order test on 100,000 names 
revealed \\ r /c increased replies in 
favor of the illustrated Ictrcr. 
Another advertiser gets 20% 
greater returns. 

Whether you now use illustrated 
letters or not, you will be inter- 
ested in the Handbook which we 
will send without cost to men who 
buy, plan, write, or produce 
printed matter. 

The Handbook shows the kind of 
letters used by Herbert I). Shivers 
to sell millions of cigars by mail. 
It reproduces the text of a letter 
used by the New Process Com- 
pany of Warren, Pa., who sold 
over a million dollars' worth of 
traveling bags. 

3t describes the kind of letters 
that enable Frank E. Davis of 



STANDARD PAPER MFG. CO. 

Richmond, Virginia 
Makers of Two-Text Illustrated Letter Paper 




The Illustrated 4-page 
utter gives the same mes- 
sage as the single sheet 
teller plus S to 10 min- 
utes' elaboration of the 
idea — a to minute in- 
ttrrim instead of a 2- 
minute one. 



Are 4 pages of advertising 
worth more than one? At 
no increased postage expense 
the illustrated letter fives 4 
pages instead of one — permits 
showing the product and its 
uses in colors* 




Gloucester to sell a million dol- 
lars' worth of fish a year by 
mail. 

You read about one publishing 
house that has sold 50,000,000 
books without a personal sales- 
man. You sec how the makers 
of Fuller Brushes, Purina 
Chows, make use of illustrated 
letters in agent and dealer help 
work. 

The Handbook tells how illus- 
trated letters are used — the twelve 
jobs they do best — and their 
advantages. Specimens of many 
nf the letters referred to will be 
found tucked in the handy pocket 
in the front cover, and a few 
dummies for layout purposes are 
in the back. 

If interested in making letters 
pay better for direct mail or dealer" 
help work, the Handbook, which 
we will send free of cost, 
should be constantly at your 
elbow. 



TWO -TEXT 

ILLUSTRATED 

sidc-acoated puper-Zbrt/tc 

LETTER 



side- a bond 
paper 



The Problems 
of Many 
Advertisers Related 

by the Men 
JVho Solved Them 



14 Advantages of Illustrated Letters 

The illustrated letter on Two-Text gives the direct advertiser these advan- 

— Carries letters and complete information for H4c or ic. 
— Shows product in colors. 

—Permits the selling of several articles in one letter 

T ,rC yY°' matio ^ r ? re P" 38 ^" for «=»dy action or reference. 
— nrst page of letter can be shorter. 

—Permits showing many uses for the article or many styles 

~ undSy long W " UP * & ^ >° h **ming 

—Permits pictures of installations or testimonials to be used 

Localized pictures or testimonials if desired 
—Allows the letter .accompanying the catalog t'o call attention i» ™ ! 1 

ottior" bc ricturcd in co,ors ™ ^ • BftUBt 
~*l$g£e£ t£S3a& tr^zlii thej - h r 

oesirable purchases. stwes— models or other 

—Permits class distinctions as to locality— season* ,«„ 

in the big catalog. «*-«'ty-seasons, uses, etc., impossible 

—Provides an unfailingly KO od sales Irt-for n „ A. ■ ■ j 

or mood of the correspClrn wi h the fir,, ,M,de of ability 

izing the message. st available for 

personal- 

-Pulls for a longer period of time than other letters 
-Gives from ,5% to .33% more returns from heTa* 
and the same postage expense 



: same skill in letter-writing 
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—for adequate security 



You may be sure that the security hack of every National City 
bond in your strong box is a known quantity, having been care- 
fully measured by an organization with world-wide fact- 
gathering facilities, ami 1 15 years of financial experience. Each 
issue appearing on our investment lists has passed rigid tests 
and is recommended as a good investment in its class. Our 
Mav circular furnishes a well diversified selection- — it will be 
sent upon request. 

The National City Company 

National Cily Bank Building, New York 

OFFICES IN 50 AMERICAN CITIES • INTERCONNECTED BY 11,000 MILES 
OF PRIVATE WIRES • INTERNATIONAL BRANCHES AND CONNECTIONS 



By having the laiett improved devices an can 
uh you 2S% on your MULT1GRAPH1NG. 



LITHOGRAPHED 
LETTERHEADS 



$1.25 per lOOO 

COMPLETE 
DELIVERED— F.O.B. NEW YORK 
In lots ill 50,000 - Si 50 In lots of 25,000 
$1.76 In lots of 12.500.$2.2a In 6.250 lots 
ON OUR 20 LB* WHITE 
PARAMOUNT BOND 
A Beautiful. Strong, Snappy Shoot 
GEO. MORRISON COMPANY 
5S3 W. 22nd St. New Yoik City 
BOOKLET OF PAPER AND ENGRAVINGS ON RIQUEST 



TIMELY 

"Nation's Business gives the business mm what 
he badly needs, the best current thought, the 
best forward look on all business problems," says 
Ernest T. Tri^, President of John Lucas and 
Company, Philadelphia. "I read it more relig« 
iously than any other magazine." 



When You Want Figuroi 

in a hurrv — not hurried figures — send your 
inventory and other emergency computations 
to a skilled organization of public calculators. 
•Uhhour accurate service. 

ATLAS CALCULATING SERVICE 
19 W. Jackson Boul. Chicago, UL 



Rum an 
Nature « 
in t 
Business 



l Fred Kelly 



1 




MANAGERS of big industrial plants are 
discovering that accidents are con- 
tagions and, still more important, that the 
spread of accidents may lw checked by 
get ring rid of the source of contagion. Ac- 
cidents do not happen to old men of fal- 
tering steps so much as to young men who 
are sure of themselves and take unneces- 
sary chances. The most daring fellow in 
an industrial group sets the pace for others. 
They think that whatever he does they 
can do. It's just as if a man driving a 
motor car on a busy highway persists in 
going faster than is safe, and luring others 
to do likewise. By getting rid of a dare- 
devil in a factory, nine-tenths of the acci- 
dents have been eliminated. 



ACTOR Y managers also find that those 
1 who have accidents are likely to keep on 
having them. In one factory the personnel 
director made a careful tabulation of the 
number of accidents each employe recalled 
covering his whole .life. Those who had 
suffered one or more accidents were listed 
in one group, while those who hod never 
met with any accidents made up another 
group. A year later, records showed that 
three-fourths of all injuries among those 
employes befell those who hud had acci- 
dents before. The reason isn't hartl to find. 
While some mishaps are entirely uitpte- 
ventable, when you average the thing up 
most accidents arc due to carelessness. The 
wiine inborn carelessness which leads to one 
injury is likely to cause othere, 



INSURANCE men often say: "Haven't 
* had an accident in fifteen years, liev 1 
Then you're probably due for one." 
But such a conclusion is illogical, in the 




liL'ht of facts. When a man goes fifteen 
v-ars without ft serious mishap he has 
proved his ability to exercise care ami 
avoid accidents, 



f^vNE OF the luxuries of being a million- 
_ aire is that you can afford to take less 
income but lie sure of it and also sure of 
the amount of it. For that reason, it ap- 
pears that as a man grows more pros- 
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perous be is more inclined to invest his 
money in bonds rather than in stocks. He 
may have made his money out, of common 
stocks in the first place, but has grown 
tired of not knowing what he is worth until 
he sees the stock quotations in the morn- 
ing paper. Recent compilations by a na- 
tionally famous statistician show that only 
7 per cent of the stock of corporations in 
this country is owned by millionaires — who 
number about 11,000 — while people having 
average incomes of less than $12,500 own 
50 per cent of corporation stocks. 



DOCTORS are rarely permitted to have 
offices in large buildings except in 
those primarily intended for doctors' and 
dentists' offices. I asked a building man- 
ager if this is because of the medicinal odor 
i ha I dominates a building when doctors in- 
fest it. 

"No," he said, "it is because of the ap- 
pearance of people in the elevators. Poor 
sufferers with bandaged faces and arms in 
Mings are depressing sights for others in 
the elevators." 



INSURANCE records show that use of 
* poison for suicidal purposes ha* fallen 
off. This is said to be partly due to in- 
creased difficulty of buying poison. But 
another reason is that poisoning one's self 
has gone out of fashion. This is the only 
method of self-killing that has shown a 
percentage of decrease. 



IN LONDON they are fussing about 
*■ whether 1G inches is enough allowance 
for average width of passengers in street 
car seats. Which reminds me of Bill Du- 
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Puy's famous essay in favor of shooting 
our fat men, because, he said, they are 
criminals using up more than their share 
of both food and space. 



A/IY FRIEND, C. C. Daily of Elyria, 
* *■ Ohio, who sells chemical".* to rubber 
manufacturers, tells me of a raincoat maker 
who remarked: 

"During May and June last year we 
had abnormally high rainfall, but only 5 
per cent of it fell during profitable hours." 

Then the raincoat man went on to ex- 
plain : 

"If it's raining in the morning when you 
leave home, you wear your old clothes and 
carry an umbrella. 

"If it rains between 7:30 and 9 you 
may stop in a store on your way from the 
train to your office and buy a coat. But 
probably your time margin is scant and 
you just hurry alone without stopping. 

"Rain from 9 to 5 catches a few shop- 
pers down town, but they probably wait 
under cover till it slackens up. 

"But rain from 4 to 6 catches folks near 
a store and with time to buy a coat. Then 




Non-Skid Hi-Type 

Cool Running on Long Hauls 

The special rubber compound keeps cool. The scientific tread 
design, with deep grooves, affords plenty of "ventilation" for 

^ e i°^^^ auL J his £ a big factor in the lo "g mileage of Non- 
Skid Hi-TypeTires. Transfer and highway transport companies 
are among the largest users of these tires. Ask your local 
Firestone Service Dealer for performance records established 
by this wonderful Truck Tire. 

^^^MOST MILES PER DOLLAR 

Ttrestone 



AMERICANS SHOULD PRODUCE THEIR OWN RUBBER . Q^^^&gXu^L 




we wtll g,ve perrmssion on request to reprint articles. 
Nation's Business, Washington, d. c. 
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Insure , , 
your packages 




NORTH AMERICA Parcel Post In- 
surance is the safe, economical and 
convenient metluxi of insuring packages 
sent througli the mails. A book of coupons 
equips yon to insure each package as it is 
wrapped — andassures satisfactory ad just- 
ment,withoutredtai>eordelay, if package 
is Btolen,damaged or destroyed in transit. 

Any North America Agent can explain 
this inexpensive and dependable protec- 
tion. Or send the attached coupon for 
full information. 



the North America 

(way 



'The. Oldest American 
Fit* and Marine 
Insurance Company" 

Founded 1792 



Insurance Company of North America 
Sixteenth Street at the Parkway 
Philadelphia, Pa., Dept.N 5 

Street 

City 




State ! 



Wants information on Parcel Post Insurance 
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Slocks are at the highest level 
on iccord. It is a time to 
know cither than to as-.u me 
that your investments are sound. 
Do you knuw which securities 
are ovrr-valurd, which should 
be sold, which retained, which 
switched into other stocks? 

Four rules for the present 
handling of investment funds are 
contained in our recent Bulletin. 
It Im free to reader t of 
"Nation'! Bu Bines ■" 




FINANCIAL SERVICE 
JtiSfnmtnntr of Successful Hmnlonf 

OO i ' ■■■ •■• ST. BOSTON 

Send frte Bulletin S.VB J.fJ 




GoUin-Vviud Deagan Tower Cnimes, srndijji forth each day, 
bom the belfry of your Church, their suieerJsVrnujical menage 
o/ good will and inspiration? In what—ny can you provide 
a greater beneficence to the community^* more stately tribute 
to ■ loved one, a aublimcr expression ol the true memorial 
spirit" ■ • - That poateriiy may have/jfuer before it an imper- 
ishable record of so worthy an eTfrlowornent. there is pro- 
vided with each set ol Deagan CMiroes a bronze tablet com- 
memorating the sift and setting Irirth its hallowed purpose 
Literature, including- txautifM£*uTnorial booklet, on recast, 
hri Sets, Sb.000 and up. 



C. Dea&an inc. 

kJ kst. iaao 



272 Deagan Building 
CHICAGO 

Deagan Chimes played by oigoniit from cUcuk keyboard. 



business in the raincoat trade booms. This 
is the profit-making hour. 

''Rain in the evening either keeps you 
home or makes you call a taxi. 

•'If it rains after 3 o'clock today — we arc 
wailing for the telephono to ring. The 
stores will want ten dozen or twenty dozen 
'rush' tomorrow. But for the last six weeks 
it has rained only at night and we do 
small business." 



A E. CROCKETT, manager of educa- 
♦ tionol work for the Jones and 
Laiighlin Steel Corporation, believes that 
young business men who have been only 
through high school are more observant, 
on the average, than those who have been 
graduated from college. He has found 
seeming proof of this in written tests fol- 
lowing a demonstration of various steel- 




making processes. High school men, on 
the whole, remember more of what they 
.saw than do, college men. 

Possibly the reason is that salesmen with 
only high school education feel as if they 
musi be tin in- tdert anil si rive harder not lo 
miss anything if they are to keep up with 
those who had the benefits of college train- 
ing. But college men perhaps regard them- 
selves as finished products. 



THE LATEST form of snobbish appeal 
in business is applying the limited l»ok 
edition idea to perfumes. 

Bi Paris they now have perfumes limited 
to 100 bottles of a certain scent and a 
fashionable woman by paying a few hun- 
dred francs extra may have the satisfac- 
tion of knowing that only a select few may 
smell as she does. 



I WONDER if we aren't on the eve of a 
business revolution by use of bright, 
colors. Not long ago a manufacturer 01 
fountain pens suddenly departed from black 
and introduced a line of pens in giddier 
hues. Since then every competitor has had 




to adopt bright colors or lose business. 
Look into the show window' of almost any 
kind of store and note the wide range of 
articles in brighter colors than ever before. 



A FAMOUS authority on use of color in 
business reecnily told me thai applica- 
tion of color to automobiles, both inside and 
out, has scarcely started. Plain black cars, 
he says, will soon be extinct. 
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Mr. Solid Citizen . . . married 
. . . Dad to a bright youngster or 
two . . . fond of golf, motoring, 
baseball and radio. In business 
for himself or holding a position 
of responsibility. Buyer of every- 
thing from structural steel to 
kiddie cars. This is Mr. Solid 
Citizen: address, any city in the 
United States. 

Mr. Solid Citizen votes regularly. 
He knows there are a few things 
about his government that could 
stand improvement but he doesn't 
believe the remedy rests with 
wild-eyed theorists or that wav- 
ing a red flag will help. In New 



York he reads the Times — and in 
San Francisco he reads The Chron- 
icle. His family read it too — and 
his family are accomplished spend- 
ers ! 

Mr. Solid Citizen is a busy man 
and it's easier to talk to his clerks 
than to himself— but not so profit- 
able. A direct route to his atten- 
tion is The San Francisco Chron- 
icle. For 62 years The Chronicle 
has been the business man's con- 
ception of an interesting and in- 
formative newspaper. San Fran- 
ciscans and residents of Northern 
California read it regularly — with 
due profit to advertisers. 



You talk to buying power when you advertise in the 




Representatives: 

Williams, U r w renei & Cresmer, 285 Madison Ave., New York Cirv- *m» hj 

Chicago: R. J. Bidwell Co., Times Bldg., Los Angeles: Henry YVhire Stuan Bldg ^Seatlle" 

«)*, m*». ,0 to *um»» CH.ax.cu pfe* mtutl0 „ jVn „. on , > 
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^oifThis^^ckrnfyindow Equipment 

Controls 
Daylight 

and 




Each ray of bright sunlight is reflected 
and diffused into soft, restful, subdued 
daylight, thus eliminating blinding glare. 



Regulates 

Ventilation 




Air currents are diverted upward by the 
adjustable slats, thus providing a free circu- 
lation of fresh air, yet eliminating draft. 





eMail coupon for copy of new book 
rrc Daylight Control Qlus'Ventildtion " 



-AX®- 

Vcnefian Blind Co. 
Dtpc.N-5,2700 Long Bench Ave. 
Loa Ang«l«», Calif. 

'Please send me copy of jour new book, free. 

Trifle 

cAddress 

r> 



|F you want to enjoy a new sense of comfort 
in your office ... if you want freedom from 
the distradion and disturbance of glaring 
sunlight ... if you want freedom from the 
annoyance and discomfort of draft ... you will appre- 
ciate the quiet, subdued, restful atmosphere created 
by Western Venetian ZBlinds. 

. . . Instantly, this modern window equipment pro- 
vides perfed control of daylight and ventilation. The 
diagrammatic charts above illustrate how this is scien- 
tifically accomplished. Light rays are refleded. Air 
currents are defleded. Glaring sunlight is changed to 
subdued daylight. Drafty breezes are modified to per- 
fed ventilation. Thus, the environment of your office 
is made more restful and more pleasant. 

. . . Bankers, building owners, building managers and 
corporation executives everywhere endorse Western 
Venetian &h n ds f or t h e service they give and the 
economy they effed. Find out how you can use them 
to your advantage. Mail the coupon below. 

MORE UGHT-MORE AIDLESS GLA^i 

WESTERN VENETIAN BLIND COMPANY 

New York Ch.cago . Kansas City . . . San Francisco . New Orleans 
Atlanta . . Seattle . . Port and, Ore R;- m ; u V* J , ^ ne ™* 

Texas Agents: Two RcpuU^ sTj'serZ Z % C \ ^ HjL 

service, Houston, San Antonio, Dallas 
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Light— Your Twenty-Foot Spear 



Twenty-foot spears in Alexander's army, when ten-foot 
spears were the fashion. Twenty-foot spears — and victory. 

Every manufacturer today has at his command the spear 
of light, and that spear may be the ten-foot variety (just 
enough light to see by) or it may be the twenty-foot kind 
(enough light to see quickly and surely all the time). 

If competition is a battle, your business surely deserves the 
kind of equipment that wins. With light you can reduce 
production costs, decrease spoilage and lessen accidents. 

Ask your electrical contractor or your electric lighting 
company to tell you just how to put your factory lighting 
on a productive basis. Or write us direct 

NATIONAL LAMP WORKS of General Electric Company, NeJa Park, Cleveland 

The mark MAZDA is not the name of a product, but the distinguishing mark of a 
Research Scmce which has been the means of improving incandescent lamps since tgio. 




ELECTRIC 
PRODUCT 



o7\(atwnal MAZDA Lamps 




To you— experienced smokers . . 



EXPERIENCED smokers, your patronage 
has put Camel first among cigarettes. 

You know good tobaccos. From their 
taste and fragrance, you know that Camels 
are rolled of the choicest Turkish and 
Domestic tobaccos grown. 

Your preference proves it. You've paid 
every price and tried every brand, and 
you will smoke only Camels. Camel 
popularity — your vote; — shows that Camel 
is totally unlike any other cigarette that 
ever was made. 

You are also steady smokers, and you 
have paid Camel the highest compliment: 
"No matter how liberally we smoke them, 

R- J- REYNOLDS TOBACCO COM 



Camels never tire the taste. They never 
leave a cigaretty after-taste." 

Experienced smokers, it is your patron- 
age that enables us to produce the best. 
We spare no expense, we buy the best of 
everything for Camels because we dare 
look forward to your appreciation. And 
you give it beyond all bounds! 

There's only one thing more we could 
ask. Pass the good news to inexperienced 
smokers. Help them shorten the search 
for tobacco enjoyment. Extend them the 
most friendly — because the most helpful 
— smoke invitation ever spoken— 

"Have a Camel!" 

PANY, WINSTON-SALEM, N. C. 
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